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Coca Cola Bottling Plant 
Houston, Texas 
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SHERARDUCT XDUCT JUNIOR METAL MOLDIN 3 


Full weight, threaded rigid steel conduit. Thin wall Electrical Metallic Tubing, 3 sizes with the “lay-in" pr 












“Sherardized"’ for enduring service. Electro- galvanized. Smooth, neat appearanc 









IPl and IFB BUS PLUG-IN STRIP NEPCODUCT 
PLUG-IN and FEEDER BUS systems, Wired multi-outlet assembly Modern under-floor wiring 





Just plug-in the loads. Outlets every 18" For power, light 






For real convenience. 
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Precision connectors 


Since 1905, National Electric has been a ihn inital Gill einai Snay 
leader in meeting the ever-changing de- 
mands of the Electrical Industry. 


Today National Electric enjoys an enviable eee we OR 4 
reputation as a trustworthy source of supply . 





A.B.C. CABLE FLORDUCT 


Flexible steel armored bushed cable. Bevele< { 


for complete wiring systems and fittings for 


every conceivable electrical requirement. 


The bushing protects the wires Withst 


NATIONAL All N. E. products are 
approved by Under- 


writers’ Laboratories 
®@ Sold nationally : 
through Electrical WIREWA LOOMWIR 

Wholesalers Non-metallic sheathed 


Accessible 4 x 4 industrial wireway. 





Complete line of Loomwire 
For circuits up to 600 volts itl lsocas civil 


ratic ii - 
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Modern, durable die-cast motor body delivery at low current cost. Lustrous dark 
and base. Totally enclosed oscillating mech- brown finish. Streamlined, sturdy die-cast 
‘ anism. Wide, overlapping 10, 12, and 16- motor body and base. Totally enclosed os- 
& inch blades give unusually quiet delivery of cillating mechanism. Wide, quiet-running 10, 12. 
SS large air volume. Three speeds on 12 and and 16-inch blades. Two speeds on 12 and 16- 
16-inch fans. Price includes bracket for inch fans. Wall-mounting bracket included. One 
wall mounting. Guaranteed five full years. full year guarantee. 











TTI FAN Cools the whole house for 
ears—for less than the cost of a 
»ek’s vacation. Available in 30, 36, 

and 48-inch sizes to suit any type of installa- 
yn. Fan operates in any position because ball 
earings are used throughout. Quiet-running— 
»tor mounted on live rubber; blades driven at 
ywer speeds. Four wide, scientifically designed 
ides within true Venturi Ring that eliminates 
cessive “‘air whip” and inefficient re-circulation. 
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TAL FAN 3 
ence fin- %&, 4 < a 
les, mo- _——_ 


ing and 
srightly finished guard. Adjustable for 
12 and 16-inch models from 38 up to 
10-inch fan from 35 to 59 inches 

or to center of guard. Wide, quiet- 
overlapping 10, 12, and 16-inch 
Totally enclosed oscillating mecha- 
[wo speeds on 12 and 16-inch fans. 
teed five full years. 


DE LUXE FAN Body, base, and blades in 
lustrous pearl-essence finish with con- 
trasting silver striping and bright guard. BANNER FAN Popular priced. Gives big air 
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' 3 ee i Jj HOME COOLER It’s portable—cus- 
f Ps tomers set it into open window; 
a . take it along when they move! 


Ultra-quiet operation—no belts ...no pulleys... 
motor mounted in live rubber. Rich ivory finish. 
A space-saver—extends only 6!2 inches into room! 
In 24 or 30-inch sizes to fit most windows; in 24- 
inch size mounted on adjustable stand. Three 
speeds on all models. One full year guarantee 


R & M NATIONALLY ADVERTISED FANS! 


As complete an assortment as you could ask for. Styles to suit every 
taste. Prices to fit all purses. 

And they’re good fans—backed with 50 years of fan-making skill. 
Vhey’re business-builders for you, too. They give your customers the 
one thing that brings them back—satisfaction. For you are authorized 
to repair or replace any R&M Fan found to be defective during the life 
of the guarantee. 

National advertising helps you merchandise them. Point-of-sale mate- 
rial, newspaper mats, and other sales stimulants (all at no cost to you) 
help you sell them. So, see your nearest R&M Fan distributor OR mail 
the coupon for his name, address, and literature on this fast-selling 
R&M Fan line. 


ROBBINS & MYERS, INC. SPRINGFIELD, OHIO - BRANTFORD, ONT. 


ROBBINS a MYERS, INC. 

Fan Sales Division, Dept. F, Springfield, Ohio 

Please tell me who my nearest R&M Fan distributor 

is and send me new sales-promotion literature on 

the R&M Fans checked (¥). 

© Home Coolers O AtticFans Oj Pedestal Fans 
O Banner Fans’ (0 De Luxe Fans 










MAIL THIS 
COUPON 
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ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing 
Subscription rates, United States and Possessions, $1.00 fo: one year; 
Entered as second class matter at the postoffice, Marietta, Ga., under Act of March 3, 1879. 


Volume 27 Number 





Co., Marietta, Ga., and Atlanta, Ga., U. S. A. 
ada and Foreign Countries, $10.00 per year. 











wi these Monarch-built. twin-designed ranges on 


your floor, you can offer the woman who prefers 


gas or the woman who prefers electricity ... . the 
same top-flight quality in modern range design. All 
the weight and strength of Monarch’s half-century of 
range-building experience can be thrown behind the 


sales effort of your entire range line, both gas and 





electric — to give every range customer the very last 


word in up-to-the-minute cooking conveniences. 
MALLEABLE IRON RANGE COMPANY 


4857 Lake Street Beaver Dam, Wisconsin 


a Ce ee ee 
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ENGIN 
ENGINEERED LIGHTING 


-.. and now the NEW 
SPERO SPOT UNIT 





i 


gives you another 
PLUS! 





Large illustration shows the Spero “SULV-1” Spot 
Unit mounted between two ‘“‘LVR-448’’ Fixtures. 
Designed also for the following combinations. 


Here’s the fixture you've been looking for - a correctly 





engineered adjustable spot unit for use with SPERO 
“LVR” 448 fluorescent luminaires. It uses either a 


Par 38 or an R40 lamp with adjustment to any fixed 





it tabenepetion position up to 45° from the vertical, within a 360° 
“EVR fixtures. circle. “SULV-1” follows the contour of the Spero 
“LVR” and can be mounted in ('§ combinations with 


the “LVR” (see sketches at right) or individually. 





At ends of “LVR’’ fixtures. 

































































spaced — The Spero “SULV-1” Spot 

LE» {I Unit gives you another 
({ O) ; plus to help you sell “en- 

SS \ gineered lighting”. Write 

— = for information. 
Between two “LVR” Spero “SULV” Spot Unit for separate mounting has 
| fixtures at 90° angle. the same end pieces as the “LVR”. 

— ae 





























Spero also manufactures Reflectors, Floodlights, Vapor Proof Units and 
various Materials for Electrical Construction. Write for Bulletin No. 10. 


The SPERO ELECTRIC CORP. cievetann 19, on10 





CLEVELAND 19, OHIO 
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PEDIGREE INSULATING 
B VARNISHES 
>> 








@ Pedigrees 


REE *VARNISH Sold has 
tested a d i 


n S€rVice-proyed by 
Orld’s lar i 


la ing Compounds 
mels, 


ible Coatings 
GREE Provides the right Product 
right! 
EE — 
0 Satisfy or your money back, 
You won't get the best unless you Say 
s. “PEDIGREE » 
I i Send for Application Chart and Catalog 
* ++ Mee High fp Services 
der €xacting Produc 




























ACE SHop EQUIPMENT 
terials ang is 4. 








Fast, flexible, rugged, heavy duty Ace 
quipment is adaptable to every type of 
Is to Msure perfect accuracy JOb, from fractional SiZes up to 100 H.P,, 
MACALLEN Mica j, furnished in shee; Ackly and easily, 
In all thicknesseg 









to Chatter —_ and wil] 
take al] types of Wind 


ing heads, 
Sturdy ACE COIL FORMERS AND 
SPREADERS Stand y 












Send for your 
the 
— pd VE CATALOG 
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of FLUORESCENT LUMINAIRES 
Villy” Meet the -" of. 


UCATION 






























a EVERYWHERE agree that in all branches of educa- 
tion—the vocational schools, the halls of learning in prominent 
universities, even in the little red school-houses—there is a crying 


need for better classroom lighting. 





Leader has met this challenge to the lighting industry by extensive 


A ‘ 
pn itt tre , methods, pe research and careful design of fluorescent fixtures for educational 
: ; class ese use. For better lighting to safeguard the sight of America’s youth— 
P t epre ctive i q : ; 
- for fixtures with lower surface brightness that raise the level of 


light above the students’ eyes—Look to Leader. 






Only better electrical wholesalers and contractors 


distribute and 





install Leader fluorescent fixtures. 





















6131 NORTH BROADWAY * CHICAGO 40, ILLINOIS 
WEST COAST FACTORY * 2040 LIVINGSTON ST., OAKLAND 6, CALIFORNIA 
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TRUMBULL ELECTRIC 





te 


»..cover the Country...for your convenience! 


The Trumbull distribution set-up is the outgrowth of careful initial selection and a eon- 
tinuous development and training program. We can truthfully say that our 333 Flectri- 
cal Wholesalers. with their thousands of men, are well schooled in the Trumbull line. . . are 
exceptionally able and willing to give you the technical information required for modern 


electrical installations. 


The Architect, whose specifications call for reliability, compactness. appearance . . . the 
Electrical Engineer who has specific problems to solve . .. the Contractor who wants deliv- 
ery and competitive prices . . . the Production Manager who seeks cost cutting equipment, 


better power distribution and control. lower maintenance .. . all need localized service. 


Trumbull Authorized Electrical Wholesalers will give it to them... from Maine to Miami 


—from San Diego to Seattle—in every important center from coast to coast. 


Forty-eight years ago the Trumbull “Line” was one product ... today it is complete .. . 


from the simple. inexpensive disconnect switch to interconnected Busways that distribute 





current throughout the largest industrial plants. 


Whatever your requirements, wherever you are, there’s an Authorized Trumbull Flectric 


Wholesaler ready to serve you well. 


HE “RU™MBULL *LECTRIC ANUFACTURING OMPANY 
PLAINVILLE, CONNECTICUT 










OTHER FACTORIES AT NORWOOD, OHIO - LOS ANGELES. + SAN FRANCISCO + SEATTLE 
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DO THE JOB FASTER, EASIER, CHEAPER 


® Baking enamel and lacquer 
finishes 


® Preheating of metals and 
plastics 


® Degreasing 

® Mold Drying 

® Dehydrating textiles and 
paper 
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Overhead radiant heat tunnels 
speed drying of painted castings 
. . « saves valuable floor space. 


























as If you're looking for “bottlenecks” to break, check into 
your present baking, drying and preheating methods—then 
get the facts on radiant heat processing with Westinghouse 
Industrial Infrared Lamps. Look at these advantages: 


Fast—Infrared has proved itself for a wide range of in- 
dustrial purposes as the fastest known means of drying 
and heating. 

Efficient—90 per cent of the energy consumed is turned 
into heat. 

Economical—Small initial investment, inexpensive mainte- 
nance, and small space requirements plus high production 
speed cut manufacturing costs. 


Flexible — Wide adaptability for fixed or portable appli- 
cations simplifies streamlining of whole manufacturing 
operation. 


SEND FOR THIS BOOKLET: To explore the opportunities 
infrared Heating offers, write for “Industrial Infrared Lamps” 
—Form A-3817. This complete guide to modern Infrared 
heat processing outlines the advantages of radiant heat, 
lists lamps used, shows typical installations and provides 
detailed information for specific processes. Address West- 
inghouse Electric Corp., Lamp Division, Bloomfield, N. J. 











WO-GLARE 
il 
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Jc 
“ LIGHTING 
fe 
agaist PROJECT? 


j 
yyowvtoUal HOME 


Recent-DAv0¥ 


Send for 
Folder No. 47A 


NOW READY FOR IMMEDIATE DELIVERY - 
this new, beautiful line of modern, no-glare 
incandescent lighting fixtures, designed and 
manufactured exclusively by REGENT-SAVOY 


Craftsmen. 


Produced with the same care and expert super- 
vision that attained an enviable, national repv- 
tation for REGENT-SAVOY Products, these 
fixtures are proven sales leaders that assure 
you of quick turnover and extra profits. 


Be the first in your community to display and 
stock this line of fast selling incandescent profit- 
makers. Write for full details, today. 


REGENT-S AVOY scree: wanuracrunme com 





TY Sas! 





x 
WALKER 


VENTILATING LOUVERS eR ee 4 


SPRING WINDOW FLAPS 





LID SUPPORTS 

















ALTERNATE MOUNTING 


Poplar wood backs are 
standard equipment at 
no extra charge. 








+c WALKEI 


Metering equipment espé 
own specifications is ano 


Your inquiriesg 
Specifications a 
sitions receive our pro 
attention. 


MANUFACTURERS OF SWITCHGEAR ¢ PANEL BOARDS ¢ SERVICE EQUIPMENT ¢ METAL ENCLOSURES: 
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G-E LIGHT METER —A simple, convenient, low-cost de- 
vice with numerous practical uses. Vest pocket size— 
only 244” square by 1%” thick. Has a full scale reading 
of 100 footcandles; with a multiplying plate, readings 
up to 1000 footcandles may be taken. May be used to 
measure reflection factor, transmission factor or bright- 
ness. Over 45,000 G-E light meters are now in use. 





RELATIVE 
wists Y 





LUCKIESH-MOSS VISIBILITY METER—Used generally for 
determining the relative visibilities of various objects 
and tasks. Meter consists essentially of two identical 
colorless circular gradient filters, which are rotated in 
front of the observer’s eyes while he views the object 
or task. Filters reduce the object to threshold visibility, 
and measurement of relative visibility is indicated on 


a scale. 





G-E LIGHT-SENSITIVE CELL— Has numerous uses in con- 
nection with light meters, reflectometers and colori- 
meters, as well as various control applications, includ- 
ing the control of street lighting. The G-E light-sensi- 
tive cell is a sturdy, inexpensive device which produces 
a measurable voltage in proportion to the amount of 
light striking its surface. May be equipped with a color- 
correcting filter, if desired. 





LUCKIESH-TAYLOR BRIGHTNESS METER —The most fun- 
damental factors in seeing—brightness and brightness- 
contrast —are now made easily measurable by this re- 
markable instrument. Brightness of the test object can 
be read in both candles per square inch and in foot- 
lamberts. Scale reads from 0.0045 to 0.11 candles per 
square inch, also 2 to 50 footlamberts. Range can be 
extended to 50,000 footlamberts by multiplying screens. 








LUCKIESH-HOLLADAY-TAYLOR ELECTROSTATIC BACTERIAL AIR SAMPLER — \0 
efficient, convenient, portable instrument for collecting air-borne micro- 










organisms and measuring their concentration—or the average number 
of bacteria per cubic foot of air. It provides a highly useful means of dem- 
onstrating the need for and the effectiveness of installations of germicidal 
lamps in restaurants, school rooms, hospitals, etc. 







LUCKIESH-TAYLOR GERMICIDAL ATTACHMENT 
—A simple device for adapting the standard 
G-E light meter for measuring the bacteria- 
killing energy produced by germicidal 
lamps. Consists of an appropriate fluores- 
cent material placed between a plain piece 
of clear quartz and one of clear glass. Inten- 
sity of germicidal energy is measured in 
microwatts per square centimeter. 
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E’RE in the /amp business. So our basic responsi- 

bility to consumers continues to be the produc- 

tion of an ever-increasing line of quality light sources 
for every purpose. But our job doesn’t stop there. In 
many other ways the G-E Lamp organization works 
constantly to stimulate modern lighting practice in 
homes, stores, offices, factories and public institutions. 
For example, General Electric Lamp engineers 
know the vital importance of convenient, accurate 


light measurement as a part of Planned Lighting. So 


to] 

















BAUMGARTNER REFLECTOMETER—A portable, moderately priced 
instrument for evaluating the reflection and transmission fac- 
tors of translucent plastics, porcelain enamel, paint, acoustical 
and other materials of importance to the lighting profession. 
Operates independent of visual observation. May be used also 
to measure the reflection factor of walls and ceilings. 
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G-E Lamp Department has developed 


a full line of meters to help you demonstrate 


and merchandise better lighting 


they have developed a full line of meters for the com- 
plete analysis of illumination—both quantitative and 
qualitative. Typical G-E instruments are illustrated and 
briefly described on these pages. These Planned Light- 
ing tools are available to you—at manufacturer’s cost 


—for the use of your lighting specialists. 


FOR ADDITIONAL INFORMATION ox G-E light meters 
for Planned Lighting, their application and prices, con- 
tact your nearby General Electric Lamp Office. Or write 
General Electric Lamp Department, Dept. 166- ES-5, 
Nela Park, Cleveland 12, Ohio. 





PROJECTION LIGHT METER—A handy portable instrument for 
projecting the standard General Electric light meter face ona 
screen. Facilitates demonstration to large groups. Projection 
meter may be used for taking readings up to 100 footcandles. 


















Underwriter Approved 


PRESENTING TOMORROW’S| FANS TODAY 


GEMS OF THE 
SMALL FAN FIELD 


The sensation of 1947 in the small fan 
field is the Zephyr Airkooler. Beautifully 
designed in 9” and 10” models in a wide 
variety of colors. Ideal for home, office, 
shop ._ . Perfectly balanced — will not 
creep Quiet as a spring breeze... Causes 
no radio interference ... Chrysler Oilite 
bearings require no oiling. All models 
underwriter approved ... Guaranteed one 
year. Large repeat orders show strong 
consumer demand. Distributors through- 
out the south. Prompt delivery. Write for 
full details and folders today. 











IMMEDIATE DELIVERY 
EXPANDED PRODUCTION 





Greatly increased production facili- 
ties enable us to meet the constantly 
growing demand for ADVANCE Bal- 
lasts. ..now made to meet all Fluor- 
escent lighting needs. 


60 cycle 30 cycle 
118, 150. 208. 
220 and 236 Volt 
Single and double 15, 20, 30 
& 40 Watt 
High Power Factor & Low Power 
Factor. 





f ICE New convenient size 
eA A 32 Watt CIRCLINE 
ee: ee ee d. BALLAST. A stream- Ab VANCE 


surance of continuous lined Ballast at a 

performance, for only one out streamlined price. TRANSFORMER 
of every ten thousand ADVANCE WRITE FOR co. 
Ballasts made has ever been returned. INFORMATION. 








1112 W. CATALPA AVE. @ CABLE ADDRESS: ADTRANS e CHICAGO 40, ILL., U. S. A. &. 
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Here’s good news for architects, builders, and elec- 


trical contractors! 

\luminum Building Wire in sizes No. 12 A.W.G. 
to 1,000,000 C.M. and larger are now in production. 
They have the approval of Underwriters’ Labora- 
tories, Inc., and meet the requirements of the 
10947 National Electrical Code. 

Since 1898, Alcoa Aluminum has been in service 
in high-voltage conductors on this nation’s trans- 
mission systems. More than 1!4 million miles of 
aluminum electrical cable are in use today in all 


ALCOA ALUMINUM 
FOR BUILDING WIRE! 


parts of the country. 

On the job, aluminum conductors have proved 
themselves efficient and dependable for use wherever 
electricity is conducted. 

Aluminum Building Wire, made from Alcoa 
Aluminum, is now available from manufacturers of 
insulated wire for use in homes, factories, stores, etc. 

See your manufacturer, distributor, or jobber for 
further information on Aluminum Building Wire. 
ALUMINUM Company or America, 2164 Gulf Bldg., 
Pittsburgh 19, Pa. Sales offices in leading cities. 


MORE people want MORE aluminum for MORE uses than ever 


ALCOA auuminum © 
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WE KNOW THERE WERE DAYS 


When you got hot under the collar because deliveries didn't come through 
and we had fo tell you merchandise wasn't available and when... 





You felt we were taking you to ride 
on a merry-go-round, when... 


Lot of the things shipped you seemed 
like little white elephants... 


NOW SERIOUSLY... 


Remember how our bloodhound instincts for 
tracking down business helped us track down so- 
lutions to many of your problems.,.don't forget 


Wembera 


W. H. BERRY COMPANY, 88 Pryor St., S.W. 

EDGAR E. DAWES & CO., Rhodes Building 

HENRY W. CLOWER, 377 Whitehall St., S.W. 

HOPPER & McCOY, 306 Marietta St., N.W. 

L. MORRIS LANDERS CO., Walton Building 

ERNEST T. LOYD, 69 Mills Street, N. W. 

C. C. SCHOEN, 289 Simpson Street, N. W. 
They were tough nuts to crack and often 
they tried your patience as much as our 
abilities... but 





oad 
Fellows you can relax, for the days aren't as far 


away as they have been when you can sit back 
and not worry about getting what you ordered. 
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ENGINEERS SHOULD CHECK 
THESE FEATURES: 


Arcs are snuffed quickly by Bull- 
Dog’s Vacu-Break Arcing Cham- 
ber to insure safety and prevent 
pitting and burning of contacts. 





Fuse failures and damaging 
high temperatures are reduced 
by bolt-tight ““Clampmatic Con- 
tacts” to add years to the life of 
the switch. 


Fewer moving parts means less 
trouble—less maintenance. 


No more broken switch handles. 
Husky rocker-type handles op- 
erate with ease and stand abuse. 
Front operation permits “gang- 
ing” switches without waste 
space. 





Skinned knuckles and distor- 
tion of cables are eliminated, 
because ample wiring space is 
provided for easy installation. 








Better switch to 
a Better Switch! 


NCE a safety switch is installed, most everybody takes engineers have agreed on BullDog Vacu-Break Switches. 
it for granted, at least until it starts to give trouble. 











You'll do well to follow their lead by switching to a 
better switch, There’s a BullDog Field Engineer close 
by to show you BullDog installations near your own 
plant and give you full technical details. Or you can 
write BullDog direct for descriptive folders. Do it today! 


But you never have to give BullDog Vacu-Break 
Safety Switches more than a passing glance. These 
modern switches are designed and built to give long, 
trouble-free service under heavy use with the absolute 
minimum of maintenance. 





: a 2 * 
No co r § ’ ) i i BullDog manufactures Vacu-Break Safety Switches—SafToFuse Panelboards— 
stly shutdow oS ye production line 38r-Bs Superba and Rocker Type Lighting Panels—Switchboards—Circuit Master 


no delays for expensive switch repairs. Those are the  Breakers—lo-X” Feeder BUStribution DUCT—"Plug-in”’ Type BUStribution 
: ; DUCT—Uni 1 Trol-E-Duct for flexible lighting—Industrial -E-Duct 
reasons why thousands of plant executives and their a CC 





peta 





ELECTRIC PRODUCTS COMPANY 


‘ 4 
; } error 32, MICHIGAN. FIELD OFFICES IN ALL PRINCIPAL CITIES. IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 
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OKONITE CABLE “LIFE LINE” 


30,000 UNDERSEA 


ti via . stat 
Maintenance Superintendent C. R. 
Swartz checks Okonite cable at 
Marine Studios. 


*F n the widely-known Marine Studios at Marine- 
land, Fla., ocean floor conditions are duplicated in 
two giant tanks. More than 30,000 marine speci- 
mens are presented in their natural setting and are 
seen by steady streams of visitors to this $1,000,000 
research center and popular showplace. 

Life line to these large and small undersea 
specimens in this permanent exhibit is power cable 
buile by Okonite and insulated with Okolite- 
Okoprene on individual conductors and covered 
over-all with a substantial Okoprene sheath. 
Shown in the photograph is the main switch panel 
for general power distribution (a 2,300 volt cir- 
cuit.) Power is taken to a transformer bank where 
it is stepped down to 220-110 volt circuits furnish- 
ing electricity for motors ranging from 4 to 30 
h.p. These motors pump more than 7,000,000 


4ON7 
°Wms 


SERVES 
SPECIMENS 


Air view of Marine Studios reopened 


after wartime closing. 


gallons of sea water into the tanks daily. 
“Unusual” cable installations have a way of 
turning out to be Okonite. Hundreds and hun- 
dreds of individual problems of electrical distri- 
bution and transmission have been worked out by 
electrical engineers in industry and utilities when 
they talk things over with Okonite representa- 
tives. Feel free to get in touch with Okonite at 
any time. The Okonite Company, Passaic, N. J. 


Okolite-Okoprene power cable for 
service up to 5,000 volts insulated 
with Okolite and protected with 
a bonded Okoprene sheath. 


wires and cables. 
» 4986 
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1897 «x 1947 


ter the birth of the incandescent lamp, Augustus 


In 1897, just eighteen years after th 


D. Curtis, and his associates, evolved the idea of controlling and directing the 


light rays of that lamp by means of scientifically designed silver mirror reflectors 


This Curtis ‘‘first serics of firsts by the 


company founded by Mr 


So thoroughly was the spirit of achieve impl d this company 


that now, after a half centu that other 


firsts marked every milestone. 


YEARS OF PROGRESS 


é 
é 
d 

77 












1897-1907 

















First to develop a one-piece silvered pa epha coat Tan ‘ First 





glass reflector for accurate control iver eelimetdn. fat cadivek walt ket sed unde 
of light. (The “X-Ray” Reflector 19 First to use I d gl 3 First to patent 1 manufactur ' 
1897) f { ; he ad . 





I t ( tiStrip) 
First t L } f 
t t ol tric f : First ¢ te th 
: Fdge-R 
First to incorporat il tical : 
ruxation 1917-1927 
1 First ¢ t timc princif 21 First to advocate “lighting from ; 
: concealed sources” as a basic fun- : I ( 
First t ; 
; damental in lighting practice I 
, Cc} 897 ) 
First 
First to ex 
1937-1947 
1907-1917 Curt I i2 First to introduce continuous lines 
' of light for fluorescent lamps 
8 First to introduce indirect lighting i t (Fluorescent CurtiStrip in 1938) 
(Original demonstration made in d i thie. ceuatees t 
1908 before the I. E. S.) 
9 First ¢ 
I 
direct ( 
I tt ( I 
I I 
i N I 
F + + 
f } ¢ 
{ First t , rey Seer 4 ig | » * natent 
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FOR FIFTY 


CATALOG No. 5l 

The new “Anniversary” luminaire is keyed to the spirit of the next fifty years. A truly 
modern design for four 40-watt fluorescent lat , it incorporates many new features of con- 
struction which contribute to its trim elegat 

Catalog No. 51 is a marvel of functional design. The attractive ‘dart’ pattern is integral 
with the simplified louver construction (which has 30° shielding lengthwise and crosswise). 
The side panels are ingeniously illuminated by reflected light from the decorative side louvers. 

For use as an individual unit or in continuous runs, Catalog No. 51 is completely open 
at the top and the wide upward distribution permits its application to a great variety of light- 
ing jobs. Its fine balance between simplicity and functional decoration blends well with any 
type interior. 


Your customers will like this unit. Write us today for specifications 
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TO FIT THE JOB! 






TYPE AC 


THERMAG circuit sreaxer PANELBOARDS 


Built from standard units and enclosed in attractive, easy-to- 
install steel cabinets, € Thermag Automatic Circuit Breaker 
Panelboards can be made to fitany job requiring panelboards. 





























A Al 






@ Thermag Automatic Circuit 
Breaker Panelboards are avail- 
able in standard and narrow 
column types, dust-tight and 
vapor-proof construction. Capace 
ities 15 to 50 amps, 120 volt AC 
only — single or double pole, 4 
to 42 branches with 115-230 
volt, 3 wire or 120-208 volt, 4 


wire solid neutral mains. 


NAT i ER PRA Xa 
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Equipped with the famous @ Thermag Circuit 

Breaker — the circuit breaker with a brain, which 

st —, distinguishes between momentary and sustained 

| | 6 oelettee | overloads — @ Thermag Automatic Cir- 
SS a cuit Breaker Panelboards provide posi- 

——— tive protection against short circuits and 
t ler STORES | dangerous overloads, eliminating burned 


7 out equipment and other costly and 
for GARAGES | ifritating service interruptions. 

For your next panelboard, specify 
@® Thermag Circuit Breaker type — 
today’s answer to tomor- 
row’s service problem. 





for SCHOOLS 








for OFFICES 








* for COMMERCIAL BUILDINGS 
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- WAKE SLEEPING SCRAP 


Put this giant to work at once, making STEEL 


HE millions of tons of dormant scrap, 

lying idle in shops all over America, 
are critically needed for the making of new 
steel. If the mills run short of scrap, YOU 
must do with less steel. Itis YOUR SLEEP- 
ING SCRAP they need. Don’t slow down 
your effort to find it and turn it in. 
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volte 


120 
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built 
230; 














THE YOUNGSTOWN SHEET AND TUBE COMPANY 
GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
Export Offices - 500 Fifth Avenue, New York City 
Manufacturers of 


CARBON - ALLOY AND YOLOY STEELS 


Pipe and Tubular Products-Sheets -Plates-Conduit- Bars- 
Rods- Wire- Electrolytic Tin Plate-Coke Tin Plate-Cold 
Drawn Carbon Steel Rounds - Tie Plates and Spikes 
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No. 2311 Autogap 
Fuse Cutout 


Hubbard No. 2311 Style, Autogap Fuse Cutouts 
are recommended for use when phase to ground 
voltage does not exceed 7500 volts. Fuse rating 
is 50 Amperes and interrupting capacity is 
1200 Amperes. Bracket No. 2323 is furnished 
for cross arm mounting and No. 2325 for pole 
mounting. Type of Bracket must be specified when 
ordering as one type only is included. Special 
brackets can be furnished. Fuse links are not 
included. 

This new Hubbard open link type of cut-out is 
built around the sturdy and efficient Autogap No. 
2302 with the fuse mechanism added. It has the 


HUBBARD AUTOGAP FUSE 


A combination of the No. 2302 Hubbard Autogap 
Arrester with a 7/2 K.V. dropout Fuse 






Mounting Bracket 
m (included) 














(Neutral ) 


same highly rated moisture proof, long-life Autogap’ 
qualifications that are so widely accepted by en- 
gineers throughout the power field. It is approved 
by R.E.A. and will be displayed at Hubbard Booth 
No. 8 at the National Rural Electric Cooperative 
Association Convention at Spokane, April 22-25. 
Ask to see it and don’t miss the miniature Hubbard 
Autogap in action. 


HUBBARD «d COMPANY 


Pittsburgh 





ELECTRICAL SOUTH for MAY, 1947 


Oakland, California 


Chicago 


23 








No. 2323 Crossarm 
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NOT ONE! e 


ie 
bs 
BUT THREE HUSKY HELPERS 


lo Boost Silent Breeze Profits for You! 





























“BIG SPACE” NATIONAL ADVERTISING 





Reaching regularly into morethan6,725,000 greater acceptance among 54,882 dealer: 
homes with compelling half and quarter- distributors and others in the trade wit! 

pages in The Saturday Evening Post and full, half and three-quarter pages in leadin, 
i Better Homes and Gardens, Building ever- trade publications. 


POWERFUL PROFIT PROMOTION FOR DEALERS 


Helping you take advantage of the richest commercials ... and many others. Plus fre« 
ventilating fan market on record with a big, 48-page Selection and Installation Manua 
new newspaper campaign for local use... for the guidance of Sslent Breeze dealers in 
point-of-sale displays . . . folders, leaflets, making every home, commercial or indus- 
envelope stuffers ... scripts for local radio trial installation a success. 


A PRODUCT COMPLETELY “PACKAGED” FOR EASY INSTALLATION 


A Silent Breeze ‘first’ —a ‘natural’ for the and automatic accessories you need for any 
big home market. Includes a// the fan sizes residential installation: 





















Cutaway view SILENT BREEZE FAN—Modernly designed and ruggedly bu 
showing automatic W hisper-quiet and economical in operation. 


ceiling shutter. 


SUCTION CHAMBER—Provides a leakproof, sound-absorbing « 
closure between fan and shutter or grille. Prefabricated in four 





panels for easy assembly. 


COMFORTROL—Precision time switch for completely automatic 


fan operation. 


AUTOMATIC CEILING SHUTTER— Opens when fan comes on, closes 
when it is shut off. Latest flush-type design. 

(Automatic outlet shutter available for sidewall installation when 
suction chamber is not used.) 


Put These Three Big Profit-Makers to 
Work for You Now! 


Write : VENTILATING FANS 
En 
HOLCOMB & HOKE MFG. CO., INC. MATION prys cooLiNs WITH AIR IN yo 
On 


1545 VAN BUREN ST., INDIANAPOLIS 7, IND. 
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for this and 

other full-page 
Lightolier ads in 
national consumers 


magazines. 


Put the Lightolic 
Profit Plan to work 
for iner ased 


sales. 


record-s - 
the eceecen consumer ad P 
g of a new profit oe — is 

n tor you 


dining room in an exciting 


fight your 
“combining 


y with Crystalabra.- 
ubtlety of indirect 
the traditional sparkling 


new Ww 
the modern $ 
Agnting with 
elegance of fine erystal. 

oiutionary Lightolier 


the jntriguins 
tapers: _ sheds 


erystalabree a rev 


© silvery 
gelt-contained light 

technique of concealed fighting prings 
out the pprilliance and niades fire of 

the myriad, finely faceted crystal prisms. 


mail this coupon 
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a adds warmth and intimacy 


‘. Crystatabr 
aciousness 


5 dinnet parties. 8 


to you 
fiving- 


and chart to daily 


ghting Fixtures. -- 


__ Laghtolier Li 
e and 


at electrical stores everywher 
through your architect, decoratorts 


or electrical cortractor. 


at furniture, 


-_Lightolier Lamps. 
cal stores. 


department, and elect 


__ Lightoler Decorator Galleries: -- 


d lamps at 
New York City 


Mart, Chicago 


fixtures af 
11 East 36th Street. 

1267" Merchandise 
gh you! architect, 


and. throu 
dealer. 


decorator, oF electrical 


‘ ’ Y os 


today 
Name 


Address 


City 
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to work for me 








have this.. Uy 
(4 
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EASY to APPLY, SAFE LOCKING -- 


CHAIN TIGHTENER 


Now all Chance Hot Line Tools, which are designed for 
attachment to poles, are equipped with a new light weight 
chain tightener that can be quickly secured to the pole by 
a lever operation and is latched with a specially designed 
safety catch. Except for the small safety latch trigger, con- 
necting bolts, and the chain, the metal parts are made of 
aluminum alloy and then heat treated to give them added 
strength. These aluminum parts have been tested and proved 
to be considerably stronger than the high-strength steel 
loading chain which has a breaking load in excess of 6000 
pounds. The use of aluminum reduces the weight linemen 
are required to handle on the pole. The lever operation 
makes application of the chain tightener much easier and 
faster than the old screw take-up method. 


The illustrations at right show the steps of application. 
First, the chain is wrapped around the pole and engaged 
in the chain socket while the tightening lever is in open 
position. (Fig. 1) To tighten, the lever is moved to closed 
position (Fig. 2) and the safety catch automatically latches. 
If chain is too loose, the tightener may be released and the 
chain taken up a link in the chain socket, or a half link 
adjustment can be made in the take up. (Fig. 3) It is neces- 
sary to depress the safety latch and at the same time pull 
the lever as suggested in the lower photograph in order to 
release the tightener, Thus, there is no danger of a lineman 
accidentally loosening the tightener. 


Tew CHANCE Aluminum Fitted 
HOT LINE TOOLS 


ZA 
1G 


y 





rN it 
yc) CY SAFETY 





“SVS—HALF LINK 
Sy ADJUSTMENT e 



















FIG. 1 


«\ 


OPEN ee 





CLOSED 
POSITION 4 /, 
ALS 


4 
IB fof 


_—— @ Speed in attaching equipment 
to poles. r 
@ Light weight. K 
C 


@ Over toggle latching that holds 
handle in closed position. 


@ Safety catch to prevent acci- 
dental unlatching. 






@ Each unit checked for proper 
latching before shipment. 






Metal Fittings are X-ray in- 
spected. 





/ 





FIG. 3 
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d! Kearney Fuse Links 
Lower Fuse Costs 
Provide Close Coordination 





EARNEY patented Fuse-Paks keep fuse links in perfect 

condition. Each link separately wrapped, cannot become 
tangled or bent. Convenient carton protects against. damage 
from dropping or rough handling. Eliminates loss due to 
breakage—and bulk packaging often causes losses as high 
as 30%. 


Save Time in Stock Room. Fuse-Paks are easy to store— 
easy to dispense. Ratings are clearly marked—simplifies 
counting inventory. 


Convenient for Troubleman. Handy package hooks onto 
belt or slips into pocket. Fuse links are held in the Fuse-Pak— 
they cannot fall out, they must be pulled out. No loss of time 
due to installing damaged link. 


Close Coordination. Careful selection of materials, pre- 
cision manufacturing, expert assembling and rigid inspection 4} 
assures maximum uniformity. You are assured of close co- 
ordination when you use Kearney Fuse Links. Specify Kearney 

for all your fusing needs. They are available for all modern 
types of cutouts. 


Kearney TRIP O MATIC 


Reduce losses due to unnecessary service 
interruptions. Design features include ease 
of fusing, and visual indication when an 
outage occurs. Convertible to disconnect 
switch by using door with solid blade. 
Available in 50 and 100 ampere sizes, 5 
and 7.5 KV. 





Kearney TRIP-OUT 


7500 Volt, 100 ampere 





Kearney TRIP O MATIC Simple trip-action mechanism assures posi- 

s Catalog No. 5770—20 tive interruption on overloads as well as 
short circuits. Point pressure contacts 7500 Volt, 100 ampere 
assure good conductivity. Re-fusing is quick Kearney Trip-Out, Series 
and easy. Available in ratings 5 to 69 KV, B, Catalog No. 6739 


100 and 200 amperes. 
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CONSTRUCTION EE SE ae ee ie a a a ee ee FEATURES | ~---- — 





CONDUCTOR 





_ tame yan 







CB PAPER TAPE OVER CONDUCTOR 








PAPER INSULATION 





CB PAPER TAPE OVER INSULATION 


COPPER SHIELDING TAPE 
INTERCALATED WITH CB PAPER TAPE 


Ae 














€B PAPER (OR PLAIN PAPER) FILLERS Pl 


CB PAPER BINDER TAPES if 
F-3 ALLOY sHeatH +t 


* CB — CARBON BLACK 


Trade-Mark Registered 


AnaGonDA 


ine tp consumer 
D . 


a 25 Broadway, New York 4, N.Y. Sales Offices in Principal Cities 








‘A 


oe 














Also available in single-condu 
tor, multi-conductor belted and 
multi-conductor shielded cable 
with metal binder tape. 












ELECT 
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| ademas ADVANTAGES |------- ise Ne te 
c 
ELIMINATES IONIZATION ( CORONA) DISCHARGES 
INCREASES INSULATION STABILITY 
TYPE C3 
CONDUCTOR SHIELDED 
Foil-Backed Paper Tope 
. 
ij 
h} 
\"1\ 
STANDARD STRAND ) 
WWW. 
e AGING AT 125 C INITIAL | 5 DAYS ‘5 DAYS | 1 OA ; 
OSCILLOGRAMS OF INTERNAL CORONA AT 2X OPERATING VOLTAGE , 25C 
CUSHIONS SHEATH 
CONDUCTS RADIALLY 
WITHSTANDS MECHANICAL STRESSES 
gt coe vennguene os ven gage SEE Dummy Monhole Tests by o Large Ut 
: ) lenho!l $ i @ Ufility 
as METAL BINDER 18000 172 Inch Movement, 70 Seconds per Cycle 
Ww 
a Sn ee een Cae —— 
< RESILIENT BINDER 30000 
_ 
: AVERAGE LIFE TO SHEATH FRACTURE - CYCLES 
CREATLY INCREASES SERVICE LIFE 
RESISTS SLOW-BENDING FATIGUE, CREEP (EXPANSION), BURSTING, ABRASION, VIBRATION, FATIGUE 
REMAINS STABLE—PROCESSES SATISFACTORILY 
z “i ~~ , amen - 
Dummy Manhole Tests by o Large Utility 
w COPPER -LEAD 7500] 1/2 Inch Movement, 70 Seconds per Cycle 
wo 
ws a at Gasteiectet ‘ e 
w| F-3 ALLOY 30000 
<a 
. = AVERAGE LIFE TO SHEATH FRACTURE - CYCLES we 
References: AJEE Technical Papers 40-121, 46-115 and 47-91—Reprints available upon request. 
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ST-2 








Bronze Clamp 
Either or both grooves accommodates 
the following range of sizes: 
#8 to #2 Copper 
#4A, #6A, #8A Copperweld 
#6 to #12 Amerductor SC P 




























STP-2 Aluminum to Aluminum 











# Rac 
Aluminum to Guy Ass 
Ap} 
Bronze Clamp, Cadmium Plated “ 
ac 
Either or both grooves accommodates Lea 
the following range of sizes: Fig! 
Oki 
#6 to #12 AmerductorSC G #6 to #8 Ruralductor and Crapo Hig 
#4 to #8 Amersteel Solid #4 to #6 ACSR “a 
#6 to #8 Amersteel 3-wire 1 /4’’ Guy Strand New 
New 
Catz 
a i t New 
STP-2-C fo Aluminum Spe 
fo C7 a5 yY —_— 
Bronze Clamp,Cadmium Plated One Groove . 
This Universal Clamp will accommodate the following 
range of sizes in their respective grooves: 
COPPER ALUMINUM and GUY 
#2 to #8 Copper #4 to f6ACSR 
#4A, #6A, #8A Copperweld 1/4” Guy Strand LB 
L. R 
#6 to #12 Amerductor S C P vs 
Write or wire 
your nearest Anderson representative, 
or direct to 
ANDERSON. 
72 





BRASS WORKS, INC. si 
P.O. Box 2151 * Birmingham, Ala. 


Manufacturers, Bronze and Aluminum 
Electrical Connectors for Sub-Station, So 
Transmission and Distribution Work. Sout 
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@olaie Attic Fans 


COOLAIR ATTIC FANS are built by the 
American Coolair Corporation, leading maker 
of attic fans since 1928. They embody exclu- 
sive patented features that can be found in no 
other attic fan! They are precision-built of the 





finest-quality materials obtainable. And their 
efficient design assures the user of an extra- 
long life of trouble-free operation! 


That is why we say there is better value in 
Coolair Attic Fans . . . value that is built-right- 
into every fan! The Manufacturer’s Warranty 
backs-up all statements that are made of Cool- 
air superiority. 

a & 6 


Customers these days are waiting and hop- 
ing for just this kind of quality merchandise. 
To assure yourself of complete customer-satis- 
faction, and of increasing profits from your fan 
business, get in touch now with your Coolair 
distributor or agent. There are many oppor- 
tunities awaiting far-sighted business men. 


A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 
SWEET’S CATALOG FILE SWEET’S CATALOG FILE 
Architectural For Builders 
AS.H.V.E. GUIDE ELECTRICAL BUYERS REFERENCE 


3604 MAYFLOWER ST. JACKSONVILLE 3, FLORIDA 





aul FOR THE BEST 


FINISHING PLATES FOR ANY JOB 


In keeping with D&M'’s policy of “keeping 
ORDER BY CATALOG NUMBERS ahead” a complete line of finishing plates made 
“ALUMINEX” BROWN of .040 gauge brass has been added. With the 


BS-1 “‘Aluminex Brown” Single Gang Switch Plate : a 7 
BS-2 “Aluminex Brown” Two Gang Switch Plate ever-popular line of aluminum plates, finished 


BS-3 “‘Aluminex Brown” Three Gang Switch Plate with baked wrinkled enamel in beautiful shades 
BR-1 ‘“Aluminex Brown” Duplex Receptacle Plate 


BC-2 “Aluminex Brown” Combination Plate of ivory and brown and a patented hard finish 


BB-1 “Aluminex Brown” Blank Plate : 
0:5 “Micediees eee” Watitasten Blin that has appearance of hammered silver, con- 


BT-1 “Aluminex Brown” Telephone Plate tractors and dealers can get any plate for any 
ALUMINEX” IVORY job. Special orders will be filled in any finish, 


IS-1 “Aluminex Ivory” Single Gang Switch Plate ’ , - 
IS-2 “‘Aluminex Ivory” Two Gang Switch Plate or in .040 gauge brass, for any combination of 


1S-3 ‘‘Aluminex Ivory” Three Gang Switch Plate : 
ch. 5 “Whenion tesee” esas Recetadie Pete toggle, pushbutton, single or duplex receptacles, 


IC-2 “Aluminex Ivory” Combination Plate blank or telephone plates up to three gangs. 


IB-1 “Aluminex Ivory” Blank Plate ae : . 
IP-1 “Aluminex Ivory” Pushbutton Plate Brass plates can be finished in bright chrome on 


IT-1 “Aluminex Ivory” Telephone Plate special orders. Prompt deliveries. Write today. 
“ALUMINEX” 

AS-1 “Aluminex” Single Gang Switch Plate 

AS-2 “Aluminex” Two Gang Switch Plate SEE YOUR ELECTRICAL WHOLESALER 
AS-3 “Aluminex” Three Gang Switch Plate 

AR-1 “Aluminex” Duplex Receptacle Plate 


AC-2 “Aluminex” Combination Plate 

AB-1 “Aluminex” Blank Plate 

AP-1 “Aluminex” Pushbutton Plate 

AT-1 “Aluminex” Telephone Plate 

BRASS 

CS-1 Brass .040 Gauge Single Gang Switch Plate 
CS-2 Brass .040 Gauge Two Gang Switch Plate 

CS-3 Brass .040 Gauge Three Gang Switch Plate 
CR-1 Brass .040 Gauge Duplex Receptacle Plate 


CC-2 Brass .040 Gauge Combination Plate 


CB-1 Brass .040 Gauge Blank Plate MANUFACTURING COMPANY 


CP-1 Brass .040 Gauge Pushbutton Plate 
CT-1 Brass .040 Gauge Telephone Plate * INCORPORATED ° 
largest Manufacturers of Finishing Plates in the World 


SALES OFFICE: 8O WEST PEACHTREE PLACE, N.W., ATLANTA, GA. 
PLANT AT MARIETTA, GEORGIA 
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PLANNED L 


A Program for the 
Electrical Industry 


By J. S. Schuchert* 


“PLANNED LicuHTinG Means Profit 
Load”—is the keynote of the indus- 
try-wide Planned Lighting Program 
sponsored by the Edison Electric In- 
stitute. The co-ordinated approach to 
lighting sales made possible by this 
program offers the industry increased 
sales of electric energy and lighting 
equipment; improved public relations; 
use of the concept of Planned Light- 
ing to serve as a standard in all light- 
ing installations; and a means of com- 
bating irresponsible salesmen of un- 
sound lighting equipment. 

The necessity for this program is 
indicated by the vital contribution of 
the lighting load to electric utility net 
revenues. ‘‘Many factors, such as low 
selling cost, advertising value, good 
load factor, no saturation, low mortal- 
ity, high power factor, no competitive 
methods and tangible customer satis- 
faction mean that, generally speaking. 
lighting load produces greater kilo- 
watt-hours and revenue per dollar of 
plant investment, per dollar of operat- 
ing cost, and per dollar of selling cost. 

Many utilities would have a diffi- 
cult time operating without the high 
net profit of their lighting loads, but 
this lighting load is in jeopardy. The 
threat can be very serious, but it can 
be turned into a grand opportunity. 

Successful lighting sales programs 
are not developed over night. Your 
customers are not sold by one call or 
one campaign. Changes in trends or 
methods are accomplished only by 
the aggressive, persistent offense of an 

“Mr. Schuchert is chairman of the 
commercial section of the Edison 
Electric Institute, and manager of 
commercial sales for Duquesne Light 
Company. 
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industry which eventually results in 
customer acceptance. If you agree 
that lighting load is profitable, you 
must do your missionary work now— 
not after all your other problems are 
settled. It may be too late then. 
The Planned Lighting Program is 
aimed at providing customers with 
modern lighting installations, design- 
ed to serve economically and effi- 
ciently their specific living, working, 
and selling needs. All customers in 
five major markets—residential, store, 
school, office, and industrial—will be 
urged to have their lighting installa- 
tions planned according to the latest 
practices in lighting, before buying 
any equipment. The program will 
help prevent the wasteful and disap- 
pointing application of the marvelous 
new light sources available today. 


Offers a New Approach 


While all branches of the industry 
have been planning lighting in the 
past, the present problem, the pro- 
gram, the methods, and, primarily, 
the sales approach employed in the 
Planned Lighting Program arc radi- 
cally different. 

Survevs and studies of the lighting 
market indicate that stereotyped 
methods of the past cannot cope with 
the present situation. Every branch 
of the industry has been affected by 
basic and far-reaching changes, by the 
new light sources and types of light- 
ing equipment now available, and the 


public’s desire for something new in 
lighting, and the increase in the num- 
ber of manufacturers and sales outlcts 
of lighting equipment. A revolution 
has occurred in the lighting indus- 
try. 

To meet this situation, we realized 
that we needed a standard-bearer, a 
means of guiding our customers and 
co-ordinating our sales efforts. 


Flexibility Featured 


The Planned Lighting Program, 
which was developed to meet this 
need, is most flexible, and can be 
used by manufacturers, distributors, 
contractors and utilities, on both a 
local and national level. We just tell 
our customers to have their lighting 
planned before they buy it. That 
makes good sense. No one can argue 
with it, and every branch of the in- 
dustry can support it. Whether the 
customer plans to buy one fixture or 
two hundred fixtures, he can have a 
plan made for his installation, without 
cost or obligation. 

When built up properly and exe- 
cuted effectively, Planned Lighting in- 
fers guaranteed good lighting. It’s 
an implied certification. It has great 
customer appeal, and can be a strong 
promotional weapon. For all our 
morkets — homes, stores, offices, 
schools, factorics—we can apply the 
Planned Lighting theme straight a- 
cross the board. Thus, we have a 
standard-bearer, which can lead all 
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SOLD THEMSELVES FIRST—The Tampa Electric Company, of Tampa, 
Florida, is another company that relighted its own offices as part of its pro- 


motional program on Planned Lighting. 


This view of the stenographic de- 


partment shows the continuous rows of fluorescent fixtures mounted 8 feet 
apart and 11] feet above the floor which provide 45 foot-candles in service. 


branches of the industry to the devel- 
opment of this market on a scale nev- 
er before thought possible. 

The idea of Planned Lighting can 
be applied effectively to the customer 
now considering making a change in 
his lighting, by urging the necessity 
for a soundly-designed plan to “be 
sure before buying.” The customer 
who is not planning to make a change 
should be sold on the need for a plan, 
at the same time he is being convinc- 
ed of the benefits of Better Light, in 
order to prevent unwise purchases of 
lighting equipment. 

For effective use of the Planned 
Lighting Program, utility representa- 
tives, lighting engincers and salesmen, 
must be trained in both the technical 
and sales phases of the program. Cus- 
tomers must become familiar with the 
concept of “The Man Who Plans” — 
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the util.ty lighting salesman whose 
services are always at their disposal 
in planning improved lighting layouts. 
The power company can also render 
effective assistance to wholesalers, job- 
bers, dealers and contractors in pro- 
viding planned lighting layouts, until 
their own personnel has been trained 
to render this service. The product 
advertising and _ personal contacts 
made by other branches of the indus- 
try are of particular importance in in- 
suring the success of the Planned 
Lighting Program. 

The materials to be made available 
in the program include an over-all 
plan book, explaining the reasons for 
the program, and its importance to 
the power company, which is being 
di:tributed to chief executives of the 
industry. Individual plan books are 
being prepared for cach of the five 


major lighting markets — residential, 
store, office, school, and industrial. 

Each plan book describes the 
characteristics of the particular mar- 
ket, the potential revenue that may 
be secured by organized sales efforts, 
and the sales organization and operat 
ing methods best suited for successful 
selling in this field. Also included 
are samples of all the advertising and 
promotional materials prepared for 
use in each field. 

The plan book for store lighting 
presents a series of twelve direct mail 
pieces; a consumer booklet, contain 
ing a number of profitable lighting 
modernization ideas; a sample of the 
planned lighting layout form; several 
newspaper advertising suggestions, 
and a sales visualizer, for use by the 
salesman in customer contacts. All 
promotional materials offer the free 
“Planned Lighting” service, and build 
up the idea of “The Man Who 
Plans.” 

The residential program will pre 
sent an educational and promotional 
program, directed to the existing and 
the new home markets, with a school 
project that will assist in teaching on 
“Light and Sight” in schools. 

Material directed at the new home 
market includes a prospectus for spe 
culative builders, a booklet on light 
ing and wiring, and special direct mail 
pieces. The existing home market i: 
covered by booklets containing light- 
ing modernization ideas, and an ex- 
tensive series of direct mail picces. 

The Better Light Better Sight Bu 
reau is making available educational 
booklets, motion pictures, slide films, 
newspaper and radio advertising sug 
gestions, lecture outlines and demon- 
stration ideas. 

Among the sales tools included in 
the residential program are exhibits, 
demonstrators and other types of sales 
helps; a sales training film on home 
lighting, which will tie-in with the 
Edison Electric Institute’s Sales 
Training Program; point of sale mer- 
chandising material, which will in- 
clude a plan book and other sales 
helps. 

The school project will include bul- 
letins, posters, pamphlets for students 
and other material, which will be suit- 
able for use by elementary schools, 
science classes of high schools, and 
home economics classes. 

The Planned Lighting Programs for 
offices, factories and schools will be 
supplied in as complete detail, and 
with an equal wealth of supporting 
materials, as the store and residential 
lighting campaigns. The store light- 
ing program material is ready for use 
now, with the others scheduled to fol- 
low within the next few months. 
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RADIANT HEATING WALLBOARD 


Conductive rubber utilized in wallboard paneling units to 
provide radiant heating. Experimental installation in Knox- 
ville, Tenn., indicates idea is practical and economical. 


\N ELECTRIFIED Ceiling, from which 
heat is radiated from conductive rub- 
panels, has been installed experi 
mentally in a modern new home built 
t Knoxville, ‘Tenn. 
lhe occupants of 
der, the electrical contractor, and 
United States Rubber Co., which 
developed the new material, report 
that the installation is operating suc- 
cessfully. A special meter was install- 
ed by the Knoxville Utilities Board 
to determine clectrical energy costs. 
lhe home, first of its kind in the 
United Statcs, was designed and con 
cted by the Fonde Construction 
Co., of Knoxville. Stuart Fonde and 
his associate, M. L. Bartling, Jr., have 
cight vears been developing and 
uilding homes with electric heat. 
They built the sub-division of Mea 
Hills, with its 52 electrical 
mies. ‘The new experimental home 
1 Meadow Hills. Fonde’s pioneer- 
work on electrical homes made 
nationally known, and it was 


the house, the 


largely because of that that one of 
his new houses was selected for the 
electrified ceiling tests. 

Briscoe Electric Company 
the electrical connections. 

Fach room and the glass-enclosed 
porch have been equipped with the 
radiant heat ceiling panels. 

The panels are four feet square. 
‘They could be made any size. They 
cunsist of an element of conductive 
rubber cemented in between two thin 
layers of plastic insulation. 

One of the paradoxes is that rubber 
in the past has always been known 
as one of the best insulators against 
electricity. Now that is reversed. A 
special kind of rubber was compound 
ed to conduct electricity. The con- 
ducting ingredient is finely-ground 
carbon black. 

When voltage is applied to the 
units, the entire ceiling becomes uni 
formly heated to the desired temp 
crature to make the room comfort- 
able. Each room or area to be heat- 


made 


Shown below is the house constructed by Stuart Fonde and M. L. 
Bartling, Jr., in Knoxville, which includes the experimental in- 
stallation of conductive rubber ceiling units recently developed 


by U. S. Rubber Company. 


At right is one of the units. 


The 


upper side is shown upon which is mounted outlet boxes and 


conduit. 


ampere flowing through it when energized at 240 volts. 


Each four-foot square panel has approximately one 


Rating 


of each such panel is approximately 256 watts. 
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ed is separately controlled by a ther- 
mostat. 

The system produces uniform 
temperatures from floor to ceiling, 
and there are no drafts or cold spots. 
Floor temperatures are four to five 
degrees higher than in homes of simi- 
lar size and construction which are 
heated with convector heaters. Chil- 
dren in light clothing can play on 
the floor with comfort and safety. 

It is the conductive rubber that 
heats. Electricity is carried to the 
edges of the panels by copper wire. 
The voltage applied to the edges of 
the panel causes a current to flow 
through the entire panel. The energy 
losses in the panel are dissipated as 
heat at the surface of the panel. 

Cost of installing the ceiling is a- 
bout the same as for any other ceil- 
ing, but an electrician needs about 
two days to connect the wiring. 

The panels used in the experimen- 
tal home were four feet square, each 
containing a total of 16 square feet 











After panel units are installed, ceil- 

ing can be papered or lightly plas- 

tered without impairing its heating 

efficiency. Mrs. Helen Clayton 

shows how invisible the panels are 

after ceiling in the experimental 
home was papered. 


of surface. When a voltage of 240 
volts is applicd along opposite edges 
of one of the panels, a current flow is 
established through the conducting 
material of the panel. ‘The clectrical 
losses amount to about 16 watts per 
square foot or about 256 watts for 
each four-foot square unit of the 
material. The current flowing is a 
little more than one ampere per four- 
foot square unit of the material. 

As supplied for the experimental in- 
stallation, each unit comes wired 
ready for mounting, with two outlet 
boxes and a section of rigid conduit 
mounted on the upper side of the 
panel. Solderless connectors were 
used throughout, and the units for 
each room were connccted in parallel 
by means of short panel-to-panel arm- 
ored cable jumpers. The entire 
group for a room terminates in a 
single No. 12 cable. The largest 
number of panels connected to a 
single circuit was 14 representing a 
circuit of approximately 15 amperes. 

Fuses supply overcurrent protec- 
tion, and each room has a separate 
thermostat to regulate the heating. 
In operation, the panels attain a max- 
imum temperature of 110 degrees I’. 
However, experience indicates that 
the temperature recorded about a foot 
below the ceiling will be about 73 de- 
grees while the temperature at the 
floor will be about 68 degrees when 
the thermostat is set for 70 degrees. 

The new heating system was first 


operating ever since. ‘The home is 
occupied by Mr. and Mrs. Harrison 
J. Hines, who report they have never 
before enjoyed so much comfort in 
cold weather. They papered the ceil- 
ings, so that the panels are not visi- 
ble. It is impossible to tell where 
the warmth comes from, as there are 
no radiators, registers, or anv kind 
of a radiant heating pancl to be seen. 

The house faces southeast. ‘There 
is a period between 9 in the morn- 
ing and + in the afternoon when sun 
shines in through wide windows. That 
relieves the load on the heating equip- 
ment. 

Est'mates are that the electric heat 
cost will not exceed $40 a vear. A 


Key to practical and economical 
electrical heating for homes is in 
good insulation. In this experi- 
mental home, a new type of cinder 
block was used. Each block was 
filled with insulation providing a 
thoroughly insulated wall. 


group of 14 other homes built by 
Fonde averaged $38.92 a house for 
the winter. These costs, of course, 
are based on the TVA domestic pow- 
cr rate. 

In one 87'¥2-hour heating period, 
during which the temperature was 20 
to 25 degrees outdoors, the radiant 
ceiling home was kept at a tempera- 
ture of 70 degrecs at a cost of about 
25 cents a day. 

Edward Lebo, of the United States 
Rubber Co., was asked, while in 
Knoxville, to tcll something of the 
experiment. 

“This, the frst home of its kind 
in the United States, is on an experi- 
mental basis,” he said. “The pancls 


turned on in February and has been were made by hand and naturally cost 
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more than they will when they go in- 
to mass production. The cost of 
heating, once installed, will not ex- 
ceed that of conventional heating, ap 
parently. It might even be lower, be- 
cauce there is no need for as high a 
temperature. 

“The entire home, materials anc 
all, were engineered with the idea of 
being in the lowest price bracket for 
a quality home. Every part in th 
home has some relation to the other 
Electric heat is made to work cheaply. 

“First emphasis was on ceiling 
heat, then on a house designed to b 
lower in cost. The Power Board ha 
installed a meter separate from others, 
so that it is possible to tell the exact 
amount of current used for the ceil 
ing heat. 

“It would be possible to put cor 
ductive rubber panels in the walls, 
even under the floor. The use is not 
limited. However, it is generally coi 
ceded that the ceiling is the place for 
radiant heat. It is the closest thing 
to natural heat of the sun. You hay 
indoor sunshine, without the light. 

“The home has a concrete floo 
There is no cellar. Rays from the cc« 
ing come down, establish some he 
in the floor, bounce back and disper 
throughout the room. With thi 
tvpe of radiant heat, lower tempera 
tures prove comfortable. ‘There is 
much comfort at 70 in this home as 
72 and 7+ in houses heated by other 
means. 

(Continued on page 108) 
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Stuart Fonde, at left, nationally 
known builder of electrically heat- 
ed homes, and his associate, M. L. 
Bartling, Jr., examine the test 
meter installed for the experiment- 
al installation in order to deter- 
mine the exact power requirements 
of the radiant heat panels. 
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Retail Association Studies 
Trade Discount Survey 


\IANUFACTURERS are responding fa- 

rably to the request of the National 
Electrical Retailers Association for a 
halt in the trend of shorter trade and 
ish discounts, according to C. C. 
Simpson, managing director, Wash- 
ton, mm Cc. 

Replies to the letter written by 
NERA on March 14 to all electrical 
nanufacturers, he said, indicate that 
firms manufacturing one or two spe- 

zed items are inclined to offer 
ger discounts than producers of 
rger, more complete lines. 

\n outstanding majority of firms 
replying have reported trade discounts 
f from 40% to 45%, depending in 

‘ instances on quantities purchas- 
nd a majority of them are also 


ng 2% cash discounts. 


Recommendations Well Received 


Speaking on behalf of the associa- 
Committee on Manufacturers- 
Wholesalers Relations, Mr. Simpson 
tated there were no outright rejec 
ns of the NERA recommendation 
n replies so far received, although 
me manufacturers made _ indefinite 
tatements or admitted their dis- 
unts were lower than the 40°; 
figure recommended by the NERA 
Committee. Others readily admitted 
the need of larger discounts and said 
v hoped soon to announce them. 


The manufacturers who 


defended 

cir shorter discounts, he reported, 
lid so on the basis of two arguments 
—the increased costs of distribution 
ind production, and the adherence to 
OPA discounts established during th 
wat. Others stated that the matter 
t trade discounts rested entirely with 
their distributors. 
_ “We are all well aware that manu 
‘acturers’ cost have gone up, but they 
chould not forget that dealers’ costs 
nave gone up, too,” stated K. J. 
Stucky of Stucky Bros., Ft. Wayne, 
Indiana, who is NERA Governor for 
Region 7 and a member of the Manu- 
acturers-Wholesalers Relations Com- 
mittee. 

“On the other hand,” Stucky said, 
‘fficient operations and volume pro- 
cuction should merit a 40% margin 
without upsetting the retail price. 
The lower margin of the last few 
‘ears has gone hand in hand with re- 
duced sales efforts. If continued, low 
margins could eliminate volume dis- 
‘ibution and production. Thus, by 
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reducing production, unit costs will 
increase to a point where the manu- 
facturer may put himself out of bus- 
iness so far as that particular line of 
products is concerned. It is volume 
distribution and the resultant volume 
production of the manufacturer that 
will retain desirable prices and a 
healthy economy for everyone.” 

Adding further weight to Mr. 
Stucky’s remarks about dealer costs, 
Harold C. Taylor, L. C. Taylor Co., 
Pasadena, California, likewise a NERA 
Governor and Committee member, 
tated, “Before long, advertising, pro- 
motion and sales expenses for the 
dealer are sure to go up. ‘Trade-ins 
will move back into the picture, and 
an occasional discount on floor sam- 
ples will be necessary. Rents in Pasa- 
dena are now higher than I can ever 
recall in my twenty-one years in bus- 
iness here. Manufacturers should 
certainly realize that before a dealer 
can increase his overhead, he must 
have the margin to take the strain. 
The only way he can get that margin 
is to operate percentagewise. This is 
an absolute necessity.” 

All members of the NERA Com- 
mittee echoed this statement regard- 
ing percentagewise operation. 


Typical Dealer Reaction 


That manufacturers’ costs cannot 
possibly be absorbed by the dealer 
without sufficient margin to cover 
them is the point made by Commit- 
tee member Lillian C. Johnson, Mod- 
ern Home Store, Bremerton, Wash- 
ington. As a notable example, she 
cited the case of trying to merchan- 
dise a small portable radio. 

“A year ago, when our first sample 
came in, this model was priced at 
$32.05. We held it and took names 
for a list for notification. Recently 
we received a half dozen of this model 
and started to call those on our list. 
But the customers objected that when 
they put their names on the list the 
radio was priced at $32.05. with bat- 
teries, and now we must ask them for 
$44.95 and $2.67 more for the bat- 
teries. Their replies were an obvious 
‘no thank vou.’ We have yet to sell 
one radio at the greatly increased 
price. This price still does not allow 
the dealer any greater discount.” 

On the subject of dealer promotion 
costs. NERA Managing Director 
Simpson pointed out that included 


among the manufacturers who replied 
that increased costs prohibit their giv- 
ing the accustomed prewar dealer dis- 
counts were two well known washer 
manufacturers. ‘These manufacturers 
do, however, give dealers a discount 
close to 40%, and in addition, they 
are providing a 50° advertising al 
lowance, and other genuine helps, 
which save monev a dealer would nor- 
mally have to spend on some other 
line and which tend to increase his 
net profit. 

It is certainly true, Mr. Simpson 
stated, that many manufacturers do 
a commendable job in building up 
public acceptance for their products 
by spending large sums on national 
advertising. The association believes 
though, he said, that these manufac- 
turers are doing this to help them- 
selves as much as the dealer. 

“Regardless of fine advertising 
done, the Committee feels the dealer 
still has to do expensive sales promo- 
tion himself in order to meet local 
competition on lines also advertised 
on a large scale,” he said. 

“Particularly is this competition 
keen between large stores and the 
smaller specialized shop,” said Mrs. 
Johnson, of Bremerton. “At the 
present time, our advertising is very 
great in proportion to sales, but it is 
a necessary item. This brings up the 
question why some manufacturers 
seem to think the big stores should 
have greater discounts, when shoppers 
come to them more easily through 
their varied departments than they 
do to the smaller store. A large store 
operator can also take losses in one or 
more departments and compensate 
for them in other departments, but 
the independent electrical _ retailer 
does not have that advantage.” 

“The NERA Committee is pleased 
to note that not all manufacturers 
have remained under the OPA 
schedule,” stated the Committee 
Chairman and NERA Governor Herb 
Names. Herb Names. Inc., Denver, 
Colorado. “Several manufacturers 
have volunteered the information that 
thev had to follow the discounts pre- 
scribed by OPA, but when the in- 
dustry was decontrolled, they went 
back to their previous higher dis- 
counts. 

“Unfortunately this is not true for 
the entire industry. Typical of a num- 
her of comments. one leading manu- 
facturer has told the NERA Com- 
mittee that their trade discount struc- 
ture is exactly what the OPA set up, 
and that thev are following the sched- 
ule which they understand most of 
the industrv is doing.” 

Mr. Names added that “manufac- 
turers may be assured there is not a 

(Continued on page 105) 
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Applianees Displayed for 


SPACIOUS DISPLAY, excellent light 
ing, and ample outlets for the actual 
connection and operation of applian 
ces on display are the outstanding 
features of the Appliance Shopping 
Center opened recently by Cullen 
Lumber Company, of Oklahoma 
City, Oklahoma. 

The new store was especially de. 
signed to show appliances under the 
most advantageous conditions. Simi 
display is provided for the compan 
hardware and building supplies « 
partments located under the applian 
display floor. 

Every piece of merchandise gleams 
attractively under 65 foot-candles 
fluorescent lighting in the spacious 
show room with more than a thou- 
sand square feet of floor space. In 
the store are 336 electrical outlets. 
Electrical appliances and equipment 
are kept connected to them so that 
the devices are ready to operate singl\ 
in groups, or all at one time. At th 
push of a button, a shopper may op 
erate any particular appliance and 
exactly how it will work in his own 
home. 

Three shining streamlined kitchen: 
stand by, with ranges, refrigerator 
and all other household equipment 
connected into 110 or 220 volt 
lets, with water and other utility con 
nections conveniently near to 
plete the demonstration if these 
are needed. 

Electrical outlets for both 110 \ 
and 220 volt service are provided 
long the main display room floor 
intervals of ten feet. The higher \ 
age is available for the operation of 
electric ranges and other heavy-load 
electrical equipment. The buil 
is wired to provide 400 amperes 
capacity. Room is left in the electri 
cal distribution system for additional 
panels when required. 

Cullen Lumber Co., and Wether 
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(Top) Night view of Cullen’s “Appli- & (Top) 
ance Shopping Center,” in Oklahoma § j|..),,; 
City, Oklahoma. The large angle- 
type show windows give an_ unob- 
structed view of the interior display. 
(Center) The table model radio dis- 
play booth. Outlets are provided al 
intervals so that every model can be 
operated. (Below) One of the gleam- 
ing demonstration kitchens—all ap- 
pliances connected. Besides the spa- 
cious display space provided and the 
numerous outlets, the store is unusu- 
ally well lighted. 
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Demonstration Operation 


e Electric Co., which made the in- 
tallations, believe that this is the 
10st unique and complete electrical 
ppliance store installation in the 
southwest, if not in the entire coun- 


Modern electrical illumination, al- 
), is putting its very best foot for- 
A total of 52 four-tube, four- 
fluorescent troffer lighting units 
» recessed in the ceiling of the main 
1y room behind Skytex glass. 
vpe surface fluorescent fixtures 
e ceiling illuminate the build- 
upplies and hardware show room, 
flight of stairs below the main 
ince shopping center. Sixty-five 
indle lighting intensity, also, is 
vided there. Recessed fluorescent 
imps illuminate the offices on the 
econd floor with daylight effect. 
Added to this efficient over-all 
lighting job are 27 incandescent spot- 
ghts set along walls and show win- 
near ceiling levels. These can 
be controlled individually, in groups, 
a whole, to throw revealing 
floods of light into any display booth, 
lemonstration kitchen, or upon any 
roup of appliances which may be un- 
let special observation or demonstra- 





The two street fronts of the new 

S appliance store are enclosed with 12- 

igh, 7-degree angle plate glass 

windows to reduce annoying re- 

m. These give a clear view 

tht or day throughout the store 

he sidewalk or street. 

iall appliances are arranged on 

ind shelves in special booths 

convenient levels for observation 

peration by customers. In the 

display booth are 86 electrical 

into which are connected at 

nes a number of models of the 

standard makes carried by this 

Another attractive display 
(Continued on page 104) 





(Top) Another view of one of the 
ill-electrie kitchens, completely con- 
nected for demonstration of individ- 
ual appliances. Other major appli- 
ances such as washers, ironers, etc., 
are on display. Electrical outlets on 
the main display floor are located 
‘ery ten feet and provide both 110 
ind 220-volt service. (Center and 
bottom) Like the small radio display 
booth, the booths devoted to lamps 
and table appliances have numerous 
outlets. 
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SAFETY 


Ir rook A war and the resulting 
scarcity of qualified linemen to estab- 
lish the need for capable linemen so 
urgent as to demand action. ‘Today’s 
lineman is a specialist. ‘The work 
which he does is of a highly skilled 
nature, and his training, if he is to 
become a safe workman, must be very 
careful and thorough. 

Realizing the need for intensive 
training to make safe linemen, this 
company early in 1946, after having 
given serious thought to labor market 
possibilities for the year, decided to 
set about training its own linemen. 
A committee was formed to draw up 

























the skeleton plan. In seeking person- 
nel best qualified to do this train- 
ing, the company chose a man with 
21 years’ experience in line work. In- 
cluded in this 21 years’ background 
was 15 years as a line crew foreman. 
This most certainly combined a 
wealth of experience which proved 
quite satisfactory. 

In order to assure uniformity in 
training, those in charge felt it was 
necessary that the course structure be 
set up in advance; so after a period of 


*Mr. McMahan is safety director 
for Florida Power Corporation, St. 
Petersburg, Florida. 
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Through TRAINING 


Training course for 
linemen is supplying 
company’s need for 
skilled, safe workers. 


By H. B. McMahan* 


several weeks, and with the co-opera 
tion of a neighboring utility company, 
the training manual for this work was 
completed. This consisted of two 
courses: first, a basic course designed 
to furnish the skills necessary to en- 
able a groundman with reasonable 


diligence to qualify as an apprentic 
lineman; and second, an advanced 
course of training which — shouk 
qualify the apprentice lineman for thx 
duties of a journeyman lineman. 

It was assumed that the work la 
out could be covered by the averag 
man in a period of 160 hours or foi 
work weeks. It consisted largely of 
practices in the actual skills needed 
in becoming a lineman—learning 
set poles, to climb, to work comfort 
ably in climbing tools, to hand 
working tools with case and dext 
ity. 

A study of safe methods was 
corporated as a primary part of 
course. As a matter of fact, it 
agreed from the start that combined 
with the Training Manual would 
both the company’s Safety Rules anc 
Distribution Specifications. The wi 
dom of this decision has never si 
been questioned. 

Upon the completion of the Ti 
ing Manual, a series of discussi 
was held among division and district 
managers, engineers, and line foremen 


> 


“Learning by doing” is the keynote 
of Florida Power Corporation’s train- 
ing course for linemen. Designed to 
qualify linemen not only from _ the 
viewpoint of skill but also as safe 
workers, the course required full time 
of the men for approximately one 
month, 
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throughout the system. The purpose 
of the course was outlined. The point 
was made very clear that all training 
in the program would be used to sup- 
plement that received in the field and 
that the course had been designed to 
assist in doing a job which the fore- 
man, in all too many cases, did not 
have the time needed to accomplish 
—at least not in a relatively short 
period of time. 

It was agreed that advancement 
from one classification to another 
should be at the recommendation of 

foreman himself. This placed the 
burden of the responsibility for ad- 

icement on the trainee, as he must 
only absorb the training outlined 
for him but must also convince his 

n foreman that by this added train- 
ig he now qualified as a competent 
pprentice or journeyman. In this 

iv, safe workmanship came into the 

ture, since no foreman wished to 

ince the trainee until convinced 

t he was a safe worker. 

Che first course was started with a 

ip of eight men. These men were 

ted from the various divisions 
f the company on the basis of senior- 
ity and ability. 

It was only reasonable to expect 
that at the outset of any new pro- 

t such as this, the employees se- 

ted might look forward to the 

ning with a slight degree of ap- 
prehension. Every effort was made 
right from the start to clear away in 
he trainee’s mind any misunderstand- 
The company’s purpose behind 
move was carefully and thorough- 
stated, the possibilities of advance- 
ment as the result of diligent applica- 
tion were pointed out, and every ef- 
ort was made to clear the way for 
ich man to feel at home, “let his 

t down,” so to speak, and get down 

the serious business of asking ques- 

ms and learning. 

\rrangements had been made previ- 

whereby all out-of-town men 
taved at one convenient location only 

-half mile from the _ training 
ground. In this way, warm meals 
were available at noontime and a 
riendly and home-like spirit devel- 
ped. 

While the course was designed pri- 
marily for the teaching of linemen’s 
skills, a great deal of practical theory 


Actual work on poles and lines was 
supplemented with classroom studies 
and equipment discussions and dem- 
onstrations. When the course was 
completed, the men had learned not 
only the immediate skills required of 
them, but had become familiar with 
the general theory underlying elec- 
trie distribution and the operation of 
electrical equipment. 
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The Florida Power Corporation’s committee responsible 
for its successful lineman training program represented 
management, personnel, engineering, and operations. Left 
to right, they are: J. F. Bailey, vice-president; V. R. Par- 
rack, supervisor electrical engineering; P. B. Locke, divi- 


also became a part of the course, so 
that study at night was necessary and 
was encouraged. The operating prin- 
ciples involved in various types of 
equipment with which the lineman 
works daily—transformers, cutouts, 
fuses, disconnects—something of the 
theory of electricity itself, and a 
working knowledge of transformer 
connections were all studied carefully. 

The standard 20-hour American 
Red Cross course in first aid also was 
included as a part of the training. 
Special emphasis being laid on obtain- 
ing adequate training in pole top re- 
suscitation, trainees received practice 
in this phase of work to the point 
where they were thoroughly skilled in 
resuscitation, change-over, and rescue 
work. 

Early in the first course, it was 
seen that here was an excellent cross- 
section of embryo linemen and a won- 
derful opportunity to study progress 
in the months to come. Through 
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the services of an industrial psycholo- 
gist, tests were given each man to 
determine I. Q., manual dexterity, 
mechanical comprehension, vocation- 
al interests, and personality, and an 
analysis was based on the scores of 
these tests. A comparison of the re- 
sults is being made with progress 
through the training program and in 
the field. This study may form the 
basis for similar tests to be used for 
pre-employment and placement pur- 
poses in the future. 

A number of operating depart- 
ments co-operated by assisting in the 
training of this and later classes. In- 
spection trips were made through the 
meter department, transformer shop, 
power plant, and dispatching officc. 
An engineer from the transmission 
and distribution department lectured 
on the theoretical phases of line con- 
struction and maintenance and on the 
transmission and distribution of pow- 
er in a modern system. 


sion engineer; J. S. Gracy, director of personnel; W. E. 
Moore, training director and assistant safety director; C. 
B. McCartney, superintendent of transmission and distri- 
bution; G. E. Turner, production superintendent; G. A. 
Grimm, director of operating departments; and H. B. Me- 
Mahan, safety director. 


In addition, slides, sound slide pro 
grams, and motion pictures were used 
to drive home in the minds of thes« 
trainees the fact that a powerful tool 
was being placed in their hands- 
the knowledge of how to do a job 
safely and well. 

When the first group completed 
its work, graduation exercises wer< 
arranged to celebrate the event, and 
two of the men participated in the 
program. Certificates of completion 
were presented each graduate. ‘Two 
prizes were awarded on the basis of 
over-all accomplishments and_ great 
est ability demonstrated throughout 
the period of training. Since the 
completion of this first course in ad 
vanced training, five courses have fol- 
lowed almost without interruption 
during the remaining months of the 
vear. The number of men failing to 
complete the work through lack of 
ability has been very low, being less 

(Continued on page 103) 
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System Planning Simplified 
By Package Substations 


PACKAGE SUBSTATIONS, itmcorporat- 
ing as a completely co-ordinated, 
ready-to-as:emble unit ali of the hun- 
dreds of components and parts previ- 
ously obtainable on a_piece-by-piece 
basis for installation by the customer, 
have been announced by the General 
Electric Company. Officials of the 
Company’s Apparatus Department 
term package substations a major 
development in a series of advances 
during the past decade toward stand- 
idization and co-ordination of elec- 
tric equipment, and predict that they 
will facilitate further progress in over- 

system planning by utilities and 
ndustrics. 

(he package substations are avail- 
ible in any one of hundreds of ar- 
rangements in ratings up to 45,000 
kva, and will incorporate standard 
transforming, regulating, — relaying, 
metering, and protective equipment, 
iccording to M. B. Elliott, manager 
f the Unit Equipment Division. 

[hese package substations rep- 
sent a real means for realizing the 
fullest advantages of co-ordinated en- 
gineering and repetitive manufacture 
f standardized components,” Mr. 
Elliott said. “We expect that feal 
javings in production time and cost 
can be passed along to the customer.” 

Mr. Elliott stated that whereas in 
the past factory-assembled unit sub- 


The trend toward “package” substations offers numerous 
advantages to light and power companies, including reduc- 
A high degree of flexi- 
bility obtained through standardization of components 


tion of production time and cost. 
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stations have usually included only 
the transforming, regulating, and 
switching equipment beyond the high- 
voltage entrance to the transformer, 
the new package substations are com- 
plete in every respect. “Just about 
everything but the real estate and the 
‘Warning’ signs,” as one engineer re- 
marked. 

The plan of offering a series of com- 
ponents completely co-ordinated and 
integrated into a single substation is 
a direct outgrowth of the idea of “‘re- 
petitive manufacture” of certain ap- 
paratus that was adopted by the com- 
pany several years ago. Switchgear 
and transformers were the initial ap- 
paratus to be produced under the 
plan of repetitive manufacture. The 
introduction of the unit substations 
was one step further toward the in- 
tegration and co-ordination of stand- 
ardized components. G-E engineers 
stated that the culmination of this en- 
tire program of co-ordination and 
standardization of substation appara- 
tus is the package substation. 


Components from Several Plants 


Under the package substation pro- 
gram, transformers and other allied 
equipment from the company’s Pitts- 
field Works, and switchgear from its 
Philadelphia Works are all shipped 
to the customer’s installation site on 


simplifies the problems of system planning. 
of the smallest of such package units—a radial unit with 
fused incoming line. 
substation for loop or multiple subtransmission system. 


a co-ordinated time schedule. The 
various parts of the package substa- 
tion are shipped to the customer in 
pre-assembled sections as large as 
transportation and handling facilities 
will permit. 

By utilizing standard equipment 
from various works within the com- 
pany, G-E engineers stated that it 
is possible to cut delivery time and 
lower costs as these various compo- 
nents are made according to existing 
standard designs which can be readily 
carried in factory stock. 

Experience has shown that having 
all components furnished by one 
manufacturer cuts engineering and 
drafting requirements and simplifies 
purchasing. Thus, one requisition 
covers all equipment for the package 
substation. 

A high degree of flexibility to allow 
for future load changes is claimed in 
many of the package substation ar- 
rangements. For example, G-E engi- 
neers stated that a substation of the 
“multiple subtransmission - duplex” 
arrangement is very flexible in that 
single duplex units may be originally 
located near the centers of each load 
area, and when certain loads increase, 
additional duplex units can be added 
as building blocks exactly when and 
where they are needed. This proce- 

(Continued on page 103) 


At left is one 


At right is a low-voltage-selective 
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EVERY 
principles. A doctor recognizes cer- 
tain symptoms and knows what to do. 
A lawyer studies the circumstances of 
a case, and knows how to proceed. 

Likewise, selling has a few basic 
principles which have been discover- 
ed and developed by salesmen through 
the centuries. 

The best of salesmen lose a_ per 
centage of sales, just as the best of 
doctors now and then lose a patient, 
and the best of lawyers now and then 
lose a case. 

But the salesman will get desired 
results enough of the time to make it 
worth his while to study and know 
the 11 sensible essentials of success- 
ful salesmanship. 

The essence of dozens of courses in 
salesmanship, the contents of many 
books, and the technique of many 
sales experts, these rules are: 


. Know your product 

. Classify your prospect 

. Get your prospect to partici- 
pate 

. Learn to listen 

. Stick to your subject 

. Make sure the prospect under- 
stands 

7. Encourage agreement 
. Handle objections skillfully 
. Watch for closing signals 


PROFESSION has its basic 


enect est 
COOmiNs 


i ae & eA . 
¢ ie cisco 
— > grows see @ \ a 


By C. J. Coward 


Director of Advertising and 

Sales Promotion for Kel- 

vinator Division of Nash- 
Kelvinator Corp. 


10. Use a “‘trial close” 
11. Be thorough 


Here is the way we boil this sub- 
ject down in the sales education pro- 
gram of our company: 


1. Know your product. Nothing 
else in selling will take the place of 
knowing your product. 

Know it inside and out, backward 
and forward. 

Know ten times as much about it 
as vou may ever have to tell any one 
prospect. 

Read every line of the manufactur- 
er’s sales material—booklets and ads 
and bulletins—that you can get your 
hands on. 


Talk with factory 


representatives, 


Part 3--Principles 
of Salesmanship 


and with other salesmen about 


Know about competitive products, 


too—not to knock them, but becaus: 
they help you to know more about 
yours. 

And, above all, know what your 
product will do for your prospect 
What it is, is of secondary importance 
to what it will do. 

Know all you can, too, about the 
company behind your product,—its 
history, its standing, its facilities, its 
ideals. 

Your knowledge of your product 
will make vou feel and talk like an 
authority. You will be on sure ground. 
You will have conviction, and your 
conviction will give your prospect con 
viction that she ought to buy. 

In a recent survey, 300 sales man- 
agers voted “knowledge of goods” as 
the most valuable asset in successful 
selling. 

2. Classify your prospect. Pigeon- 
hole your prospect as early as possible. 
This may mean you must start off 
by asking things before you start tell- 
ing things. It may mean you’d better 
listen a while before you start your 
sales story. 

This will save vour time later on 
in the process. In short, you'll save 
time by not being in too much of a 
hurry at first. 

Size your prospect up for pockct- 
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book power, — intelligence. family 
needs, etc. Tell her your name and, 
if it secms to be all right to do so, 
carn her name, so vou can address 
her by name when vou get going. 

If she seems to be wandering 
through vour store in body and mind, 
help to bring her down to carth by 
asking. “Tlow mav T help vou?” 

[f she shows interest in an clectric 
refrigerator, learn whv, if possible. 
Does she have an old icebox that she 
hates, or does her present electric re- 
frigerator require too much service, 
or does she envy that honey of an 
electric refrigerator which her next 
door neighbor has just bought? 

If she’s an “‘iceboxer,” you can talk 
more about the primary advantages 
of clectric refrigeration. 

If she has an old electric refrigera- 
tor, vou can stress the new features on 
the new ones, and the freedom from 
breakdowns and service requirements. 
The size of her family will tell you the 
ize of the refrigerator she needs. 

If it’s radio she wants, learn for 
what purpose. A main radio for the 
living room, or a small radio for the 
bedroom or kitchen? Is the prospect . g 
interested in playing recorded music, -— 
ot in picking up foreign stations, 4 ll): 4 

4 _ 


“Ste gh AR a 


aes 








rare 
short waves, or what? 

Learn where she lives. The neigh- 
borhood will tip vou off as to her pur- 
chasing power. An inquiry as to her 
husband’s occupation may do_ the 

~ ° } 
ame. Get vour bearings before you 





Heading the list of es- 
sential rules which the 
salesman must observe 
to close sales consistent- 
ly are: know your pro- 
duct, classify your pros- 
pect; and gei your pros- 
pect to participate. With 
this accomplished, the 
salesman has a_ good 
start toward the closing. 
The other essential 
points emphasized in 
sales training courses 
are: learn to listen; 
stick to your subject; 
make sure the prospect 
understands; encourage 
agreement; handle ob- 
jections skillfully; watch 
for “closing” signals; 
use a trial close; and be 
thorough. 
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3. Get your prospect to participate. 
One of the best ways to sell is not to 
sell at all, but to help your prospect 
to do her own selling. 

Don’t make her think you're sell- 
ing. Make her feel she’s buying. The 
surest way to get your prospect to sell- 
ing herself is to get her to participate 
from time to time in the demonstra- 
tion. Get her to get the “feel” of 
the product. 

Hearing is. one of the weakest of 
the senses. Psychologists say we re- 
member only about 10% of what 
we hear. But we remember 50% of 
what we see, and 90% of what we do. 

So, get your prospect to perform as 
you sell. Get her, for example, to feel 
the satinlike finish of the refrigerator 
you are showing her. Get her to tr 
the easy action of the door latch, and 
sense how silently and solidly the door 
closes. Get her to see how easy it is 
to reach to the farthest corners of the 
food compartment. Let her turn the 
cold control. Let her try the door 
of the freezing chest and feel the 
cold in the freezing chest. Let her 
try the various shelf arrangements, 
and slide the crisper in and out. Let 
her see for herself how easily the vege- 
table storage bin opens and closes. 

Pretty soon, she’s owning that re- 
frgierator in her own mind, with a 
minimum of selling on your part. She 
imagines herself in the role of operat- 
ing this refrigerator in her own home. 

Her actions will sell louder than 
vour words. 


4. Learn to listen. Many a salesman 
has talked himself out of a sale. Sell- 
ing is no job for a bulldozer. It is 
a delicate and sensitive process, for 
half its success is in feeling the re- 
action of your prospect as you pro- 
ceed. 

You can often “listen yourself” to 
a quick sale if you are smart enough 
to keep still at the right time. 

There’s an old story about a sales 
manager who called on a_ prospect 
the regular territory salesman had 
failed to sell in spite of many calls. 
The prospect, after a short conserva- 
tion, signed a good-sized order, “You 
know,” he said, “I’ve wanted to give 
this order to your regular salesman 
many times, but T always hated to in- 
terrupt him!” 

Let your prospect participate in the 
sale not only by acting, but also by 
doing some of the talking. A good 
reason for letting the prospect talk 
is that it reveals what will interest 
her most. If she doesn’t talk, en- 
courage her to talk. 

Maybe she is thinking of an oven 
arrangement she prefers in another 
range. If you know this, you can 
better sell her yours. 
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Even when your prospect gets off 
the subject and wants to gab, let her 


finish. [Tt will make her feel more at 
home. ‘Then get her back on the 
track. 


Get your prospect on your team 
by letting her carry the ball part of 
the time. 


5. Stick to your subject. Keep your 
trolley on. You’re out to get a name 
on a dotted line, so don’t waste time 
on sidetracks or detours. 

If your prospect wants to ramble, 
be patient, but get her back to the 
main line as quickly and gently and 
adroitly as possible. 

Perhaps vou and your prospect are 
both sports fans, but a discussion of 
next week’s big game will never get 
vou a signed order. That comes only 
from “sticking to vour subject.” 


6. Make sure the prospect under 
stands. Ask questions as vou go along 
—not only to get “audience partici 
pation,” but also to make sure that 
the prospect is taking in and under 
standing what vou You 
may use phrases that are familiar to 
vou, but which are Greek to her. 


ire saying. 


Futhermore, you may say things 
that she doesn’t even hear the first 


time because she is thinking of some- 
thing else or maybe just not thinking. 

“Moist-cold storage” may not mean 
a thing to the customer, but if vou 
show her photos of food which has 
had the moisture reduced by conven 
tional refrigerator without 
she'll understand. 

The chemistry of the finish on the 
bottom of the food cabinet of a re- 
frigerator won’t excite her, but she’ll 
understand if you tell her that ordi- 
nary acids from spilled foods won’t 
injure or discolor the bottom of the 
food department. 

Talk in her terms, and check and 
recheck frequently to make sure she 
understands. 

If you suggest $25 additional for 
a larger model, reduce the $25 to two 
or three cents per day in terms of in- 
stallment payments. 

Many pcople are bad listeners, bad 


crispers, 


understanders. Check now and then 
to make sure what vau_ have said 
penetrated. 


7. Encourage agreement. As you 
are working on a sale, the one thing 


at which vou’re aiming is a large 
“Yes”—which means a signed order. 


It is good psychology to pile up a lot 
of smaller “yeses” as you go along, if 
possible. 

Check with your prospect to see 
if she agrees with you as you progress. 
You can sense this, and you can even 
ask, “Do you like that?” when you 





have pointed out a feature of your 


product. 
When a mason builds a wall, he 


uses a level and plumb line constantly 


to see that cach brick is in line, 
Well, a sale is something that you 
build, and it pays to check frequently 
to see how you're doing. 

Every small “yes” makes the big 
final “YES” easier to get. And, if 
vou aren’t getting “veses’” as you go 
along, it will tell you where to put 
more emphasis in your sales effort 
You can strengthen the weak or wob- 
bly parts of your wall. 

8. Handle objections skillfully. | 
ery prospective customer has at leas 
one big objection which vou m 
overcome before you can make 
sale. If this weren’t true, there'd 
no need for you as a salesman. 


t 


Perhaps in the routine unrecling 
of vour sales story, vou’ll say som 
thing that cures her objection. O 
maybe you'll have to hunt for it 
a needle in a haystack. 

Don’t resent objections. Se 
for them—look for them—uncover 
them. Thev will serve as signals 
show you which way to go. 

There are three methods open 
von for effective handling of objec 


(b) discuss— 


in 


+ 


tions: (a) ask why; 
don’t argue; and (c) use the “Yes 
but” technique. 

(A) Ask why. You can’t 


much about an objection that is gen 
eral—so try in a nice way to get 5 
prospect to get specific. 

If you can get her to tell you the 
“why” of her objection, you can 
move in with the product information 
necessary to dispel her doubts. 

Asking “why” also enables you t 
climinate excuses which aren’t objec 
tions at all. Sometimes a_ salesman 
may report on a prospect: “Not inter 
ested.” A truer report might be that 
the salesman was “not interesting.” 
Or maybe the salesman is “not inter- 
ested” enough to get to the bottom ot 
things. 

If the prospect says she cannot 
afford an electric refrigerator, it’s a 
<‘gnal for the salesman to get darned 
interesting on the subject of the econ 
omv of the product—to spill the 
arithmetic he has up his sleeve on 
savings through food preservation and 
anality. purchasing. 


(B) Discuss things — don’t argue. 
Which would you rather do—win an 
argument or make a sale? 

As a tule, nearly every argument 
that comes up in a sales contact is 
relation to some feature of a compe 
titive product, and is based on the 

(Continued on page 100) 
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A CHALLENGE to “unsheathe your 
sword and enter the conflict’’ to pre- 
erve the system ef free enterprise 
was extended to light and power com- 

iv executives of the Southeast at 

14th annual conference of the 
Southeastern Electric Exchange, in St. 
Petersburg, Florida, April 3-5. The 
ee-day program featured talks by 
aders in the electrical industry, a 
minent economist, and experts 

m other industries. 

"he conference was welcomed to 
St. Petersburg by the Honorable 
George S. Patterson, mayor of the 
city. A former utility executive him 

Mr. Patterson urged the light 
ind power companies to fight any 
trends toward socialism in the guise 

governmental power projects and 
ther divergencies from our tradition- 
| free enterprise system. 

\ report was heard from L. V. Sut 
ton, chairman of the constitutional 
imendment committee appointed 

ar ago. ‘The conference adopted 

1 change in the constitution which 

p mitted the election of the Board of 

Directors of a representative from 
ch member company. 

President Wood reviewed the ac- 
tivity and accomplishments of the Ex- 
change during the past vear. He an- 


(Left) Left to right, W. 


Georgia Power Company, Atlanta; Ashton B. Collins, cre- 
ater of Reddy Kilowatt, New York City; L. V. Sutton, presi- 
= “nt, Carolina Power and Light Company, Raleigh. (Right) 
Left to right, C. C. Curtis, president, Savannah Light and 
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E. Mitchell, former president of 


Fight for Free Enterprise 
Urged by S.E.E. Speakers 


nounced that arrangements had been 
made to continue the special research 
on heat pumps. Speaking of the fu- 
ture, he pointed out that, regardless 
of other events, light and power com- 
panies would be materially affected by 
atomic power and world peace. 

He warned that the change in poli- 
tical sentiment away from the 
so-called ““New Deal” should not lure 
industry executives into a false sense 
of security. The threat of bureau- 
cracy is not removed but the indus- 
try’s opportunity to defend __ itself 
against the threat of “public power” 
is vastly improved. 

The future prospect’s of the indus 
try are especially bright, Mr. Wood 
reported. The opportunity for load 
growth and accompanying reduction 
in unit cost will proceed rapidly as 
production capacity of the light and 
power companies is expanded. 

The conference was next address- 
ed by Grover C. Neff, president of 
the Edison Electric Institute, and 
president of the Wisconsin Power 
and Light Co., Madison, Wis. Mr. 
Neff commended the southeastern 
companies on their progressiveness. 
He pointed out some of the pro- 
grams undertaken in this area, re- 
cently, such as the Home Town Im- 


provement program, rural electrifica- 
tion, heat pump development, joint 
use of lines for power and telephone, 
gasification of coal in the ground, etc. 

He reviewed the progress made i 
this country under the free enterprise 
system and emphasized that further 
advancement of our living standard 
and other measures of our progress 
would depend upon continued devel- 
opment and expansion of industry to 
provide new jobs and income. 

The greatest threat to the free en- 
terprise system comes from govern- 
ment itself. A hopeful aspect, he 
pointed out, is that recent polls have 
shown a change in the attitude of the 
public in favor of business-managed 
companies. This was brought about, 
he believes, by the contributions of 
free enterprise in winning the war 
and as a result of unpleasant experi- 
ences with government controls dur- 
ing the war. 

As an example of the trend, he 
gave the comparative results of polls 
conducted in 1936 and 1946. The 
question was “Do you favor Federal 
Government ownership of banks, rail- 
roads, coal mines, or electric light and 
power services? The percentage favor- 
ing government ownership of banks 
in. 1936 was 36% as compared to 





Power Company, Savannah; Ward Delaney, president, In- 
stitute of Textile Technology, Charlottesville, Va.; Thomas 
W. Martin, president, Alabama Power Company, Birming- 
ham; and Dr. Howard R. Bowen, economist, Irving Trust 
Company, New York City. 
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(Left) Frank J. 


Company, Tampa; 


Gannon, president 
and A. W. 


Power Corporation, St. Petersburg. 


Wade Burleson, Ohio Brass Company; 


only 26% in 1946. 
ing figures for government 
ship of railroads was 30% and 
26%; for coal mines, they were 27% 
and 33%. ‘Those favoring Federal 
government ownership of electric 
light and power companies totaled 
40% in 1936 but only 28¢7, in 1946. 


The correspond 
OWlLCI 


Public Relations Improved 


Mr. Neff hastened to point out, 
however, that while only 28%, favor 
ed Federal government ownership, 
some 48% favored o vnership by ed 
eral government, state governments, 
municipalities, or co-operatives. In 
spite of this, private companies have 
made good showings in municipal 
ownership gion in recent years 
In 111 such elections held in 1933, 
2,000,000 people out of 5,000,000 
voted for municipal ownership. In 
104 such elections in 1940, only 250, 
000 people voted for municipal own 
ership as compared with 1,000,000 
voting against it. In 1946, 70 such 
elections were held 35.000 
voting for municipal ownership and 
465,000 voting against it. 

Mr. Neff pointed out that the 
memory of the public is short. The 
“public” is a “passing parade” and 
to continue and increase the trend 
against governmental opcration — of 
light and power companies, the story 
of accomplishment under business- 
managed light and power companies 
must be told over and over again. 

Outlook for light and power com 
panies indicates that load growth for 
the next few years appears to be great 
er than the prospects for additional 
installed capacity. Margin of capacity 
over load at end of 1946 was only 
half of what it was in the previous 
vears. In some localities the margin 
has been drastically reduced. 


with only 
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of Tampa Electric 
Higgins, president of Florida 
(Center) Left to right, 


Keresey, 


Jess Adkins, secre- 


The big job of farm electrification 
is nearing completion, and by 1948 
the great majority of all farms will 
have clectricity available. A great op 
portunity will then exist to increase 
the average farm usage of electricity. 

He recommended that companies 
continue to work to increase the trend 
toward better public relations, to 
develop rural electrification and great 
cr use of service, and to develop ad 
vantages of interconnection in order 
to better distribute available power 
during periods of decreasing margin 
between capacity and load. 

Following Mr. Neff’s address, it 
was proposed by ‘Thomas W. Martin 
that a committee of qualified engi 
to study opera 
tions of interconnections in the south 
cast with a view of utilizing existing 
capacity to the best advantage during 
the period of dangerously low mar- 
gins between capacity and load. The 
proposal was adopted by the confe1 


neers be appointed 


cence. 

‘The Clark’s Fill Project on Sa 
vannah River” was the subject of an 
ddress. by Charles A. Collier, vice 
president of Georgia Power Company 


and vice-president of Savannah River 
Klectric Co 

He revicwed the history of this 
project and the company’s recent 
plans for completing it, and described 
in considerable detail the events that 
led to the Federal Power Commis 
cion’s recent denial to the company of 
a permit to complete the project. He 
discussed the various factors that en- 
tered into the commission’s decision 
and indicated that the only real rea- 
son for the denial of the permit was 
the apparent effort of some persons 
in the government to continue the 
development of public power projects. 

Mr. Collier said that the company 








tary, Shook and Fletcher Supply Company; and H. Dave 
president of Anaconda Wire and Cable Company. 
(Right) Left to right, Robert H. Fite, vice-president, Flor 
ida Power and Light Company, 
vice-president, N. W. 


Miami; and Ed R. Dunning. 
Aver & Sons Ine., New York City. 


will continue its efforts to obtain a 
permit to complete the project. Th 
company will fight the condemnation 
proceedings on the basis that even 
the U. S. Engineer's own figures, 
flood control and navigation represent 
only 3 per cent of the total cost of 
the project with power production 
accounting for the balance of 97 per 
cent, and Georgia law does not re- 
cognize condemnation of land for 
power projects. Actually, Mr. Collier 
said, the allocation of total cost to 
flood control and navigation should 
be only about .3 of 1 per cent. Point 
ing out that the completion of thi 
project by the U. S. Engineers rather 
than by private industry would lead 
to the completion of numerous other 
such “public power” projects in the 
South, Mr. Collier urged the power 
company executives to alert them 
selves to this possibility. 


What the Public Expects 


Mr. Collier was followed on_ th 
program by Thomas W. Martin, pres 
ident of Alabama Power Company, 
who talked to the conference on th 
“Fconomic Outlook.” In an inspira 
tional address that dealt more with 
the underlving philosophies of the in 
dustry rather than its statistics, Mr. 
Martin recalled to memory the name: 
and accomplishments of the pioneers 
who established the first power com 
panies in the South and those who 
followed them. He expressed the 
thought that the public expects mor 
of a company than efficient electric 
service—they have come to expect an 
interest on the part of the company 
in evervthing that concerns the pro 
gress of the community. 

In discussing the “Pattern for Good 
Labor Relations,” Lee Hill, editor and 
publisher of Electrical World, dif- 
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terentiated between “labor” relations 
and “employee” relations. Labor rcla- 
tions represents relations with un:on 
ganizations, while employee rela- 


tons embraces relation with cm- 
povees as individuals. Managers 


very often conclude erroneously when 
inion enters the picture that the 

ced for good employee relations is 
less essential. American industry has 
jot displayed the same talent in hand- 
ng cmployec relations that it has in 
connection with production and fin- 
If industry spent as much time, 
bstantially as much time, on em- 

Joyce relations as it has on produc- 
tion the story might be vastly differ- 
t. Mr. Hill said. 

When emplovee relations are not 
atisfactory, four reasons are generally 
given aS the cause: (1) union is not 
o-operative; (2) union fights man- 
geanent; (3) policy of national ad- 
tration; and (4) the critical times 
\ich we live. Mr. Hill offered 
lowing procedure which could 
be followed advantageously: uphold 
he dignity of every individual—that 
s, apply the same principle to everv- 
ne in the organization. To do this, 
1) examine the hiring procedurc— 
nsider attitude of the emplovee to- 
supervision as well as his skill 
qualification; (2) determine proper 

ment of workers—lack of provi- 
ion for advancement will result in 
low morale and generally unsatisfac- 











tory employee relations; (3) establish 
idequate salary structure—taking rcla- 
tive salaries into account; (4) provide 
itelligent training of supervisors: and 
5 t up plan for “auditing” em- 


relations by learning employee 
ttitudes through polls, “exit” inter- 
ete., and supervisory reports. 
In conclusion, Mr. Hill pointed out 


(Left) Left to right, S. C. MeMeekin, president of South 
Carolina Electric and Gas Company, Columbia, and W. C. 
Cram, Jr., sales promotion manager of War Assets Admin- 
istration, examine the transformer which was given away 
as an attendance prize at the last session of the Exchange M. Peabody, Aluminum Co. of America, Atlanta, and 


Conference, 


and Light Company, won the transformer. 


L. V. Sutton, president of Carolina Power 
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J. S. Gracy, personnel manager, Florida Power Corporation, St. Petersburg, 

points out some of the attractive prizes that awaited the winners at golf and 

bridge to D. S. Kerr, southern district manager, Allis-Chalmers Company, 

Atlanta, and H. E. West, southern district manager, Anaconda Wire and 
Copper Company. Atlanta. 


that the key to better “labor” rela- 
tions is more attention and effort di- 
rected to “employee” relations. 

In the absence of Frank A. Wilkes, 
president of Southwestern Gas and 
Electric Co., Shreveport, who was to 
have addressed the conference on 
“Public Power in Southwest,” his 
paper was presented by J. Robert 
Welsh, of the same company. Mr. 
Wilkes credited the government's 
entry into the “public power” field 
to the efforts of a small group of 
men in governmental agencies whose 


(Center) Left 


objectives are admittedly the social- 
ization of the electric industry, and 
eventually all industry, in this coun- 
try. He effectively traced changes in 
policy toward power projects in ccr- 
tain governmental agencies to the cn- 
try into those agencies of individuals 
known to favor socialism of the elcc 
trical industry. 

After tracing in detail the devclop- 
ment of the Southwestern Power 
Administration and its efforts to dup- 
licate electrical transmission facilities 

(Continued on page 98) 





to right, P. K. Smith, Westinghouse dealer of St. Petersburg, 
and W. B. Creech, of Westinghouse Electric Corporation, 
Atlanta, look over one of the special editions of the Times 
devoted to the conference. 


(Right) Left to right, are H. 


George A. Grimm, director of operating department of 
Florida Power Corporation. St. Petersburg. 
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So - CALLED CHEAP hydro - electric 
power is only a minor factor among 
the reasons why new industries choose 
their locations, W. H. Stueve, chief 
power consultant, Oklahoma Gas & 
Electric Co., Oklahoma City, declar- 
ed in a talk, backed by official surveys, 
which he delivered before the 29th 
annual convention of the Oklahoma 
Utilities Association, at Tulsa, Okla., 
March 21. 

Utilizing illuminated charts, pro 
jected on a screen, Mr. Stueve show 
ed that out of 484 reasons why 73 in 


dustries chose their locations, clectric 
power was least important. represent- 
ing only 4 per cent of them. 
What Attracts Industry 
Nearly half of the reasons, which 


were revealed in a national survey, re- 
lated to railroads and distribution fa- 
cilities. Among other reasons given 
in industries for choosing their loca- 
tions, in order of their importance, 
were: favorable showings in taxes and 
legislative trends, labor and living con- 
ditions, fuel supply, water, and elec- 
tricity. 

The speaker showed by illuminated 
slides that present density of power 
lines in the states of Arkansas, Texas, 
Oklahoma, and Louisiana is about the 
same as in the states having the prin- 
cipal manufacturing centers. Density 
of railroads and highways is also about 
the same. These four states also have 
reserves of natural gas expected to 
last from 40 to 50 vears. Thev only 
need to know and present the facts 
to have an even break or an advantage 
over the big manufacturing states in 
securing the location of new indus- 
tries. 

Mr. Stueve proved the misleading 
nature of claims of the advocates of 
government-owned and operated pow- 
er dams, that power shortages would 
exist in the Southwest during the war, 
and that so-called cheap hydro-electric 


power would attract new industries 
to this region. 
In 1940 the four southwestern 


states of Oklahoma, Arkansas, Texas, 
and Louisiana only required utiliza- 
tion of 42 per cent of the installed 
capacity of steam plants. In 1945, 
after five years of war the same states 
required only 62 per cent of the in- 
stalled steam capacity. By 1950 if 
all the dams now planned by the 
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Southwe.t Power Administration are 
built, these dams can only supply 
per cent of the electricity required by 
spending $140 million dollars. And 
vet, Mr. Stueve pointed out, the SPA 
wants to add 600,000 kilowatts in 
steam plants and power lines to dupli 
cate present public utility systems 
bringing the total cost up to $200 
million dollars. 

If this is all done, the combined 
steam and hydro-electric government- 
generated clectricity will cost + mills 
per kilowatt-hour at the dams or a- 
bout 5 mills per kilowatt-hour at the 
factory site, whereas the privately- 
owned public utilities can generate 
their steam power for 3.6 mills pet 
kilowatt-hour and sell it at a_ price 
which would be competitive with 
hydro-electric power, the speaker as 
serted. 

A survey of 20 broad types of in- 
dustries show that 62 per cent of 
them buy all the power they need 
while 38 per cent of them own their 
own generating plants. Mr. Stueve 
said that the average cost of all pur- 
chased power in Oklahoma is 9% 
mills per kilowatt-hour, while the 
average cost of all purchased power in 
the United States is 10% mills. 

Several speakers laid heavy stress on 
the necessity for public utility exe- 
cutives and employees to come out 
in the open and defend, in their ad 


























left to right, are S. I. McElhoes, Chickasha, president; Miss Kate A. Niblack, 
Oklahoma City, secretary; L. A. Farmer, Ponca City, first vice-president; 
and W. R. Thomas, Ada, director. 








free enterprise system. 


The fact that recent clections sh 


t 


ed a trend of the public away { 


new deal and radical views, that t! 


are indications that communisn 
aggressively expanding in Europe 
Asia, and that the forces of nati 
socialism and government owner 
are still aggressive in America, 


ing to make the public utilities t] 


first shining mark, force home 
necessity for renewed efforts by 
utility industry, and all other busi 
to combat all forces which oppos« 
economic and political system 

has made America great. 
were pressed home to the delegate 
most of the speakers, particularls 
Will C. 
Lone Star Gas Co., Dallas, T« 
John Rogers, Tulsa attorney; and 
H. Williams, Chickasha, 
dinner speaker. 


I hese 


Some of the electric and gas ut 
ties of the country are adopting p: 


gressive methods to sell the valu 
their services and merchandise by 
ting up “live” appliance display 
their lobbies 


come to pay their bill, Davis M. 
Bard, vice-president, Stone and Wc! 
ster Service Corporation, New 
City, told the convention. 
Mlustrating his remarks with col 


convent 


Problems and Programs Reviewed 
By Oklahoma Utility Men 


vertising, before Congress, and in } 
market places the American protit 


Grant, advertising directo 


where their customer 


VYort 


Some of the officers of the Oklahoma Utilities Association, shown here from 
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Sell cooling, natural breezes for factories, schools, apart- 
ments, and homes—sell BAR-BROOK BREEZEBUILDER* 
Attic Fans and BAR-BROOK WINDO-WIND* Window Fans. 
Easily adapted to any industrial building or homes of any 
type. Simple package units, easy to sell because of a decade 
of consumer acceptance. Write for full information today! 


BAR-BROOK FANS 


*Trade Mark 





illuminated slides, the speaker said 
that 75 per cent of the 30,000,000 
domestic customers of electric utilities 
and the 20,000,000 domestic custom- 
crs of gas utilities come into the of- 
fices of the companies each month to 
pay their bills. 

“This presents a golden opportun- 
ity to dress up your offices so that 
your customers may see appliances 
sct up in attractive homelike  sur- 
roundings, connected to your service 
where they can actually smell food 
cooking,” Mr. DeBard said. “All 
these appliances should be connected 
up in roomlike spaces having three 
walls and a ceiling and should be ac- 
tually working. This would give util- 
ity executives and emplovees chances 
to meet their customers, and correct 
some of the false ideas about public 
utilities and sell the importance of 
the services.” 

“Measured by value of products 
sold in the past 25 years, Oklahoma 
is more important as a mineral state 
than an agricultural one,” asserted 
Robert H. Dott, director, Oklahoma 
Geological Survey. “However I do 
not wish to minimize the importance 
of agriculture. Census figures show 
that agricultural workers made up the 
largest single employment group in 
the state—about 30 per cent of the 
total. The high-ranking manufactur- 
ing states are also those with the 
greatest agricultural income per square 
mile. New Jersey is first and Con- 
necticut second in agricultural income 
and these states are second and 
fourth, respectively, in value added 
by manufacturing.” 


Several of the speakers featured at the 29th annual meeting of the Associa- 


tion are shown here. 


From left to right, they are: Robert H. Dott, director. 


Oklahoma Geological Survey, who is showing Steve Stahl, Oklahoma Ex- 
penditure Council, a piece of light building material manufactured from 


Oklahoma minerals. 


Next is D. W. Reeves. of Tulsa, chairman of the Asso- 


ciation’s Gas Division, and W. H. Stueve, Oklahoma Gas and Electric Co.. 
Oklahoma City. 


Ihe greatest hope for Oklahoma 
farmers and the only way to stem the 
tide of population loss is in the estab- 
lishment of many more manufactur- 
ing plants, Mr. Dott asserted. He 
discussed how minerals can be utilized 
to increase consumption of  clec- 
tric power and natural gas. “Okla- 
homa is rich in industrial minerals,” 
he proceeded, “which in processing 
require electric power in greater or 
less degree. ‘These include glass sand, 
limestone, dolomite, gypsum, volcan- 
ic ash, salts and brines, as well as 
petroleum, natural gas, liquefied pe- 


Left to right, W. D. Knight, Southwestern Public Service Co., Amarillo, 

Texas; C. N. Robinson, Public Service Co. of Oklahoma, Tulsa; and chair- 

man of the Association’s Electric Light and Power Division; J. A. Federhen, 

Oklahoma Gas and Electric Co., Oklahoma City; and Glenn Coleman, Public 
Service Co. of Oklahoma, Tulsa. 
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trolcum gases and coal.” 

Percentages of expenses of elect: 
cal energy relating to total operating 
expenses were given by the speaker 
as follows in connection with the px 
cessing of the following industrial 
minerals: gypsum products, 5.08; flat 
glass, 2.33; glass containers, 2.33: 
mincral wool, 2.57; lime, 5.63; ce- 
ment, 8.92; clay products, except 
tableware, etc., from 1.65 to 4.84. 

In presenting the subject, “The 
Lights are Green,” L. A. Crittenton, 
speakers staff, National Association 
of Foremen, Chicago, Ill., said that 
five million man-years, that have not 
been a factor in production in t] 
United States, are locked up in cm- 
plovees of industrial establishments 
These vast reserve powers can | 
brought out by proper supervision a 
employee training. the speaker 
serted. 

The Expenditure Council 


Steve Stahl outlined the objectives 
of the Oklahoma Expenditure Coun- 
cil, of which he is executive vice-pres- 
ident, with headquarters in Oklahon 
City. Chief objectives of the counci, 
organized at Tulsa and Oklahoma 
City about a year ago, include: 
certaining the facts about taxes, gov- 
crnment and expenditures; making 
these facts available: promoting keen- 
cr interest in affairs of government 
and more complete fulfilment of the 
functions of government by officials 
and other citizens; and working in 
co-operation with all public officers 
to secure efficient government at the 
lowest possible cost. As one outstand- 
ing accomplishment of the council, 

(Continued on page 58) 
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A PHENOMENAL NEW DEVELOPMENT IN DESK LIGHTING! 


Absolutely Glare-Free 
100% Useful Light! 


MODEL NO. 1010 THE AMAZING NEW 


Uses two 15-watt 
fluorescent lamps 


All-metal Construction 
For A.C. operation only 


Luxurious Bronze Finish 
Shatterproof POLAROID Filter 


POLAROID 


FLUORESCENT 
DESK 


ILLUMINATOR 


*T. M. Reg. U. S. Pat. Off. 


A DRAMATIC LIGHTING STORY TO TELL! 
A DRAMATIC LIGHTING PRODUCT TO SELL! 


Here is a new, spectacular form of desk lighting 
that sells on SIGHT—because it delivers a new 
kind of seeing light! The POLAROID Desk Iilu- 
minator, made exclusively by MITCHELL, com- 
bines for the first time the use of fluorescent light- 
ing with dramatic POLAROID glare-eliminating 
material. The resukt is a revelation—¢he only 
truly glareless, comfortable, 100% useful light ever 
made available for desk lighting! 

A simple 2-minute demonstration of this amaz- 
ing new lighting does a dramatic selling job for 
you. You can show your customers, before their 
very eyes, how the concealed POLAROID filter 
actually TRAPS and ELIMINATES the glare- 
producing light, delivering only the useful ‘‘ver- 
tical” rays to the desk surface. Under this glare- 
less, even light, print, pictures and writing stand 
out plainly, clearly. Colors are enriched. Glare 
is gone—entirely! Eyes stay clear, unstrained, 
comfortable througheventhe longest day’s work. 

In the POLAROID Desk Illuminator, 
MITCHELL presents an exclusive combination 
of perfect desk illumination with magnificent 
styling—offers you the most dramatic “‘selling 
package” in lighting history. Get the full details 


~ GLARE 

with the MITCHELL with ORDINARY 

POLAROID Desk Desk Lighting 
illuminator! 


Just SEE the DIFFERENCE 
in these actual unretouched photographs! 


NO GLARE — 


today! 


Made Exclusively By 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 








FOR ALL WHO READ OR WO2K AT DESKS 
Executives Accountants Doctors Engineers 
Secretaries Bookkeepers Lawyers Draftsmen 
Office Clerks Students Teachers Artists, etc. 


In Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 








SELLING PLANS REVIEWED 


Difficulty of expanding service facilities has not dis- 
couraged utility sales executives. 


These highlights from 





the EEI Sales Conference show that promotions will go on. 


Openinc the 13th Annual Sales 
Conference of the Edison Electric 
Institute, in Chicago, Chairman 


Ralph P. Wagner told his audience 
that ““We are now on the verge of a 
buyers’ market, where selling will 
again be a must for every sale. 

“We are practically the only indus- 
try which can point to decreasing 
prices for our service during the war 
and the ensuing pcriod of price in- 
flation. Our sales have increased be- 
vond our expectations, and there is 
some evidence that our industry has 
been lulled into an increasing sense 
of endless prosperity by this lush 
period. 

“While the sale of electrical serv- 
ice may not be a pressing problem of 
the moment, we may, without clear 
warning, find ourselves facing a situa- 
tion where sales are imperatively need- 
ed for the financial welfare of our 


companies,” he continued. ‘The up- 


surge of the economic cycle started 
in 1938, and gave clear evidence of 
its nature. On the contrary, thc 
downtrend will come out of a seem- 
ingly clear sky. Sales forces cannot 
be built overnight. ‘The warning 
signs of coming changes are even now 
so sharp that we should be prepared 
to meet the day when sales will be de- 
manded.” 

Foreseeing the need for aggressive 
selling, the Institute prepared a sales 
training course in 1946, which is now 
being used by over 200 electric utility 
companies, Mr. Wagner said.  Sell- 
ing tools will also be provided, he 
added, one of which will be a national 
promotional program on _ Planned 
Lighting, introduced to the industry 
at the Sales Conference. (See page 
33 of this issue.) 





Increasing Industrial 
Productivity 


A FIVE-POINT index of economic 
health, based upon the relationship 
between employment, wages, profits, 
and inventories, was presented to the 
Sales Conference by John D. Gill, 
economist and director of the Atlan- 
tic Refining Company, of Philadel- 
phia, Pa. 

According to him, the chances of 
achieving maximum industrial pro- 
ductivity, the basis of national secur- 
itv, depend upon favorable answers 
to these five questions, which he call- 
ed an “equilibrium index” and which 
indicate the position of the nation’s 
economy at any given time: 

1. Is there full or nearly full em- 
ployment? 

2. Are profits used to 
needed productive capacity? 

3. Are inventories normal? 

4. Is the standard of living rising 
or declining? 

5. Are large groups receiving bene- 
fits denied the rest of the popula- 
tion? 

Discussing the fifth question. Mr. 
Gill charged that “in certain indus- 
tries, organized labor, by forcing em- 


provide 
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plovers to accede to wage increases on 
top of the highest industrial wage 
rates, is increasing the gap between 
these wage earners and those of em- 
plovers, public and private, who have 
not had the resources for prompt wage 
raises, even to match cost-of-living in- 
creases. The grave problem thus 
created is now threatening us.” 

Labor has little cause for discontent 
over its share in the growth of pro- 
ductivity, Mr. Gill continued. Be- 
tween 1909 and 1945, the national 
income rose $132 billion. Wages 
and salaries during this interval rose 
$98 billion, with a corresponding in- 
crease in corporate profits of less than 
$7 billion, he explained. A_ large 
part of these profits were plowed back 
into business, and helped to make pos- 
sible the increase in wages and sal- 
aries, Mr. Gill said. 

Since 1900, Mr. Gill pointed out, 
industrial wages have increased 375 
per cent. Individual wage earners en- 
joy real wages equal to 209 per cent of 
the 1900 real wages, after allowing for 
the change in cost of living. Holders 
of industrial stocks, on the other 
hand. received a net increase in divi- 
dends of only 29 per cent, not even 
enough to cover the increase in the 





cost of living, he declared. 


Phe equilibrium index should 
to answer the question of when 
change in real wages 1s imperat 
Mr. Gill explained. The rate 
change of total employment, 
speed with which inventories arc 
cumulated, and the gaps betw« 
matcrial welfare of the several ec« 
mic groups should all be consider 

Wage increases should above a 
“rational,” Mr. Gill urged. 7 
should be based upon condition 
the entire economy, and comm 
all group wage adjustments thro 
out the country. 

As to the amount involved in v 
increases, Mr. Gill declared 
“There is no economic reasoning 
bid for a 30 per cent wage incr 
nor in an offer of a 5 per cent 
crease, if a rational wage increa 
15 per cent. Such bids and of 
are pulled out of thin air, and arc 
plemented by destructive force.’ 

A country-wide wage inc1 
should be that number of dol 
which when added to existing 
rolls, and incomes of other « 
mic groups, will absorb the pr 
output of national productive 
city under then existing price < 
tions, Mr. Gill said. When the 
wage increase for a specific bus 
has been determined, its alloc 
can proceed on the basis of secor 
collective bargaining betwen cm 
er and employees, he declared. 

Maintenance of equilibrium 
tween prices, wages and _ profits 
tricky question, Mr. Gill said. 
industrial price increases of the 
eighteen months should benefit 
economy, rather than harm it, he 
ed, if these price increases are a r¢ 
of change in supplv-demand ra 
and if the larger profits they proc 
are emploved to increase product 
capacity. This increase in cap: 
should then operate competitivel: 
cause a price reduction. Mr. Gill f 
cast. 

“However, currently high pri 
notably agricultural prices. are a ©: 
for concern, because they have reducc 
the real incomes of most gainfu 
emploved persons and many ofthc 
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Injector cones 
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Rubber motor 
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nate noise and 
chatter. 





High-pitched 
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more air and 
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SATISFIED CUSTOMERS — ENTHUSIASTIC DEALERS 


A huge new advertising cam- Vornadofan is the fastest seller 
paign has just been released. 
Big copy in color will reach 
27,000,000 families on an 
all-year schedule. No need 
to waste time meeting sales 
resistance with inferior mer- 


in America. See your distributor 


at once. 


chandise. 


ay 


World's 








ca \. ) 
EFinest Pi» (‘ oe aw 
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The O. A. SUTTON corporation, 


WICHITA, KANSAS 
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during the past year,” the speaker 
continued. “Except for this, there 
has been little reason thus far for 
anxiety over expanded profits, because 
they have led only to moderate en- 
largement of dividends, and have been 
used in greater volume for creating 
productive capacity than at any time 
in our history.” 

“We have learned many technical 
ways to increase productivity. We 
need to learn the economic ways. We 
have not learned the economic ways 
to utilize existing productivity as fully 
and continuously as desired. Learn- 
ing will require a wholesome consid- 
cration for the common good. By that 
road, national and _ sclf-interest may 
best be served,” Mr. Gill concluded. 


Heat Pump As 
A Load Builder 


TWENTY-FIVE per cent of the new 
homes to be built in Indianapoiis, 
valued at $9,000 or more over the 
next five years, will purchase elec 
tric heat pumps for their house: heat- 
ing systems, assuming availability of 
cquipment, it was estimated by A. C. 
Crandall, vice-president of the Indi- 
anapolis Power and Light Company. 
His forecast, Mr. Crandall cautioned, 
was based upon two years experi- 
mental work with a heat pump in 
stallation, and extensive study of his 
company’s area. . 

Another 10 per cent of the new 
cxisting homes in Indianapolis alone 
will buy heat pumps during the same 
period, if suitable equipment is on the 
market, Mr. Crandall said, making a 
total of 3,480 heat pump installations 
estimated during the five-year period. 

“When we remember that each in- 
stallation means several thousands of 
kilowatt-hours used per year, or sev 
eral times the consumption of all pres- 
ently used home electric appliances, 
we can begin to visualize the tremcnd 
ous effect of the heat pump on the 
electric utility industry,” Mr. Cran- 
dall declared. 

With an average use of 9,000 kilo- 
watt-hours per home for year-round 
heating and air conditioning with the 
clectric heat pump, this would mean 
an annual increase for the Indiana- 
polis company alone of 31,320,000 
kilowatt-hours used for heat pump 
service—a figure equal to 17.4 per 
cent of the total of his company’s 
residential sales during 1946, Mr. 
Crandall said, although the estimated 
3,480 installations represent only 2% 
per cent of the total of residential cus- 
tomers. 

These estimates, Mr. Crandall con- 
tinued. are baced upon the assump- 
tion that fair supplies of heat pump 
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units will be available within the next 
twelve to eighteen months, and will 
be priced not too far above the cost 
of other types of automatic heating 
equipment. 

Operating costs of the heat pump 
should not be “‘a major point of sales 
resistance,”” Mr. Crandall said, con- 
sidering the advantages which the 
heat pump brings to the home. The 
cost of electricity for the heat pump 
installation on his company’s lines 
averaged $14.24 per month, which 
covered both heating and cooling over 
a year’s period. The amazing effi- 
ciency of the heat pump, which in 
this case returned in heat 3.61 times 
the value of electric input, is primari- 
ly responsible for the low operating 
cost. 

“No other domestic appliance, at a 
comparable stage in its development. 
has stirred such a volume of public 
interest as the heat pump,” Mr. Cran- 
dall said. ““This is understandable be- 
cause it represents a truly revolut‘on- 
ary means of complete air condition- 
ing in the home.” 

The public, particularly the new 
home builder, is eager for heat pump 
service, and the new home market 
will probably develop the largest 
volume of heat pump business, Mr. 
Crandall stated. Many design, con- 
struction and application problems 
must be solved before the heat pump 
is ready for marketing in all localities, 
he reminded his audience. 

The heat pump, applied to water 
heating, will provide hot water at a 
cost, in many cases, less than that of 
other water heating methods, Mr. 
Crandall continued. Nearly every 
home with a heat pump is confident 
ly expected to use electric appliances 
for all other household tasks. ‘““The 
extent of the influence of the heat 
pump in building utilitv sales is be- 
vond calculation,” he said. 

Turning to a detailed analysis of 
the heat pump installation in Indi- 
anapolis, Mr. Crandall said that this 
unit operated through the heating 
seasons of 1945-1946 and 1946-1947 
in a sixroom home. The average 
temperature was maintained at 74 de- 
grees, despite outside temperatures 
of as low as 10 degrees below zero, at 
a cost over the vear of $160, or $14.25 
per month. Heat was taken from the 
earth, through buried coils containing 
a_ refrigerant, and was delivered 
through a compressor and fan to the 
interior of the home. 

“The heat pump is worthy of the 
best efforts of our industry—not only 
because of its potential new load and 
revenue, but because of its potential 
contribution to better living in the 
homes of our customers,” Mr. Cran- 
dall concluded. 


Inflation or 
Deflation 


Prices of electrical appliances as a 
whole should settle at a level consid- 
erably above the prewar range, the 
Sales Conference was told by Dr. Paul 
L. Morrison, chairman of the Depart- 
ment of Finance of the Northwestern 
University School of Commerce. 

Within the near future, moderate 
price readjustments are to be expected 
in certain appliance items, Dr. Mor- 
rison said. Prices of some specific ap 
pliances have risen faster than prices 
in general, due to supply shortages, 
which are now being rapidly remedied 
by “our powerful productive ma- 
chine,” and as the shortages disap- 
pear, price reductions in these lines 
should follow. 

Urging his audience to hold appli- 
ance inventories to their minimum re- 
quirements until the coming price re- 
adjustments have been completed. 
Dr. Morrison emphasized the need 
for caution in building inventories at 
the present time. Although the long 
period of shortages, combined with 
the large pent-up demand for appli 
ances, makes it hard to gauge a ‘rea 
sonable’ inventory, the economist 
minded his listeners that “As soon as 
buyers are ‘priced out of the market.’ 
purchases of durable consumers’ good 
are the first to be postponed.” 

Many new and unseasoned appli- 
ance dealers may be expected to cut 
prices when a buyers’ market devel- 
ops, Dr. Morrison warned, but the 
effects in his opinion will be local, 
rather than on a national scale 


The Farm Market— 
How to Reach It 


ELECTRIFICATION is the principal 
factor in the increase of farm produc- 
tion per agricultural worker to a point 
more than double that of only a few 
years ago, Paul E. Miller, director of 
Agricultural Extension, University of 
Minnesota, told the Sales Conference. 

The advance in the mechanization 
of American farms and the applica- 
tion of science to farming is matched 
by the change in the attitude of farm- 
ers towards new ideas and methods, 
Mr. Miller said. ‘The more progres- 
sive farmers have begun to visualize 
the almost unlimited possibilities f 
using electricity to eliminate drudg- 
ery, shorten hours of labor, prevent 
losses of perishable commodities, and 
increase over-all farming efficiency. 
In general, however, farmers still have 
a long way to go in understanding the 
opportunities which electricity makes 
available.” 
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1913-1914 


TYPE E 1908-1940 
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In the average corn belt or dairy 
state, farmers spend more than one- 
half their working hours on chores 
and care of livestock, the speaker con- 
tinued. Electric power makes pos- 
sible a substantial reduction in the 
time required for these tasks, thus 
helping farmers to increase produc- 
tion and making possible a_ higher 
standard of living on the farm, Mr. 
Miller said. 

Labor saving electrical equipment 
has a tremendous appeal to the farm- 
er in these days of labor scarcity and 
high wages, Mr. Miller continued. 
The farmers’ demand for equipment 
is increasing, and they have ample 
resources with which to buy. 

“Bright as is the picture, it is by no 
means a sellers’ market,” he warned. 
“No group of people are more price 
conscious than farmers, when they 
can wait, if necessarv, for more favor- 
able conditions under which to make 
desirable improvements.” 

Farmers are utility conscious, too, 
Mr. Miller declared. They want to 
have facts about the equipment in 
which they are interested. Thev want 
to know how much time it will save, 
how its price can be amortized in re- 
duced production costs, how it will 
increase the value of farm products, 
and especially, what is its ability to 
withstand hard wear. 

“This calls for intensive work on 
the part of the manufacturer to test 
his product thorouchly before putting 
it on the market,” Mr. Miller ex- 
plained. It is also essential that the 
dealer understand the farmer’s pro- 
blems, as well as the characteristics of 
the equipment he sells. “Dealers who 
can furnish intelligent, honest and 
quick repair service at reasonable cost 
will have a special appeal to farmers, 
who as a class fully appreciate the 
need for service in machine opera- 
tion.” Mr. Miller pointed out. 

Research to determine new and 
profitable uses of electric energy for 
various farm tasks is needed. Accord- 
ing to Mr. Miller, information is 
needed along the following lines: 

1. How electricity can best be fit- 
ted into individual farm operations— 
how maximum returns can be realized 
on the investment. 

2. What kind, type. and size of 
equipment will best meet the require- 
ments of each farm job. 

3. How the equipment should be 
operated for best results. 

4. How the equipment should be 
maintained and serviced for maximum 
use. 

In the event of a fall in farm prices, 
the farmer will pav increased atten- 
tion to the lowering of production 
costs, Mr. Miller said. As the dif- 
ferential between costs and prices nar- 
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rows, there will be a premium on 
farming efficiency, he explained. “‘It 
can be expected that the intelligent 
use of electrical energy applied to 
farm operations will reduce costs, and 
actually make more urgent the in- 
stallation of electrically operated 
equipment, providing that equipment 
is well-chosen and productive,” he de- 
clared. 

“Electricity promises to be the last 
step in wiping out those primitive 
conditions that have long been asso- 
ciated with rural living, and making 
possible a modern home on the farm. 
Once we have these things, farmers 
will never give them up, any more 
than they would give up the tractor or 
automobile. They will be a perma- 
nent part of rural life. and will set 
a new standard of living in rural 
America,” Mr. Miller concluded. 


Building the 
Electrical Market 


“Tr AMERICAN industry is sincere 
in wanting the minimum of govern- 
ment interference in the operations 
of our economy, then industry must 
assume the responsibility of providing 
the sales that will insure reasonabl 
full employment,” Don G. Mitchell. 
president of Sylvania Electric Prod- 
ucts, Inc., told the closing session of 
the Sales Conference. 

This employment. Mr. Mitchell 
continued, must be at wages that will 
bring an increasing standard of living, 
and at the same time, service our na- 
tional debt. ‘Assuming there are no 
further serious cost dislocations. low- 
er prices, that include a reasonable re- 
turn, should also be possible in the 
long pull, through the medium of 
volume sales and production. _ If 
evervbody in the market will work to 
that end. T am confident that we shall 
attain our obiective. and that it will 
not be a profitless prosperity.” he de- 
clared. 

“Never before has sales had such 
a responsibility placed unon it , 
It can be done. but it will need new 
marketing tools and new sales man- 
agement concepts. One approach to 
sales budgeting must be on the basis. 
not of how little, but how much can 
we afford to spend to get the desired 
volume. This approach will produce 
larger results faster than a program 
of economy, and in the long run will 
he more beneficial to the investor.” 
Mr. Mitchell explained. 

“If vou are to preserve free enter- 
prise in utility operation, neither you 
nor vour managements can ever af- 
ford to become complacent and satis- 
fied with your sales results.” Mr. Mit- 
chell said. Pointing out that one rea- 
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son advanced in support of nationa! 
ization of the electric utilities in 
France and England was the necessit) 
for developing the electrical marke? 
beyond what private ownership ap 
parently had been able to do, he de- 
clared that “Constant evidence tha: 
you are encouraging the use of elec- 
tricity in every way will help to con 
vince the public that you are contr: 
buting to the welfare of the commun 
ities vou serve.” 

The latest public opinion po 
show that the American public “‘is }« 
inclined to want government own¢ 
ship of electric utilities than it has f 
a long time. The situation today 
much more healthy with respect 
vour busine’s than it has been for s« 
eral vears, and it can continue to in 
prove under inspired sales directio: 
Mr. Mitchell continued 

Price levels in the consumer gonc 
narkets are too high to bring t 
volume of sales neces-ary for prod 
ers to maintain full emplovment. \f 
Mitchell said. “Wholesalers and d 
ers who bought all they could 
their hands on. regardless of pr 
cualitvy and reputation, are going 
have trouble. Some have already f: 
cd. Some manufacturers who | 

few months ago were working « 
nd night to get out the orders 
now laving off men.” 

“The faster our sales programs ¢ 
moving. the sooner will we be 01 
this period of adjustment, and in ¢! 
period of prosperity. In the har 
of those who are entrusted with n 
keting has been placed the econo 
welfare of our emplovees. our < 
panies and our country.” Mr. Mf 
chell concluded. 


Oklahoma Utility 
Association Meets 


(Continued from page 52) 


Mr. Stahl pointed to passage of a 
in 1947 Oklahoma legislature red 
ing the state income tax on ind 
duals and corporations by one-thir 
During the two-day conventio: 
March 20-21, held at the Hotel Tu! 
the Gas and Electric Light & Pow 
Divisions of the association clect 
their chairmen. C. N. Robins 
Public Service Company of Oklahor 
Tula, heads the Electric Light & 
Power Division. succeeding Malcolm 
Morrison of the Oklahoma Gas & 
Electric Co.. Oklahoma Citv. D. W. 
Reeves. Oklahoma Natural Gas Cc.. 
Tulsa, heads the Gas Division. 
ceeding L. A. Farmer. of Ponca Cit 
S. I. McElhoes, of Chickasha. Pub’ 
Service Company of Oklahoma. pr 
ident of the association, presided 
the meetings. 
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Model PJ-13 Portable Room 
Heater. 110 volts A.C.; 1320 
watts; 4507 BTU. 13” high, 
3134” wide, 7” deep. On y 


Has tHE SAFETY-GRID! 


HIS newest idea in home heating is a real money-maker for 
many a contractor, wholesaler and dealer! Here is something 





no other heater can offer—all-electric operation plus absolute 
safety thanks to Electromode’s exclusive Safety-Grid Heating 
Element (see X-ray View above). It has no exposed hot or glowing 
wires, no danger of fire, shock or burn. 
Electromode All-Electric Room Heaters are demonstrating daily, 
the many profit possibilities of handling a quality product built to 
Model W]J-13 Bilt-in-Wall Small- . rao . ce Se] 
instn Giants: tiO-veleeAC.c 1500 give service-free operation throughout long periods of use. Sell 


watts; 4507 BTU. Approximate Electromode and you sell complete heating satisfaction. 
wal! opening required :97¢"x 11)". 7 














ELECTROMODE CORPORATION « 45 Crouch Street « Rochester 3, N. Y. 


Model W-12 Bilt-in-Wall 
Room Heater. 230 volts A.C.; 


1500 to 3000 watts; 5122 to 

10245 BTU. Approximate wall 

opening required :1414"x 1834". 

For Booklet 46-D illustrat- oom He 


ing and describing Elec- 
tromode Room Heaters, 
write Department ES-57, 





WORLD’S LEADING EXCLUSIVE MANUFACTURER OF ALL-ELECTRIC HEATERS 
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Dry Sub-freezing cold 

with extra generous 

copacity for all kinds 
of frozen foods. 











SH Because it's a real freezer 


Retailers close to Westinghouse won’t be sur- 
prised by this announcement. Through the grape- 
vine you ve been hearing that something radically 
different in a combination freezer-refrigerator 
was on the way. 

To give it to you fast, this new Two-Temp is a 
combination refrigerator that offers sub-freezing, 
normal and moist cold—all in a single cabinet. 
Thrifty utilization of space provides food storage 
for the makings of 76 meals . . . 56 pounds of 
frozen food and ice (1.6 cubic ft. frozen food 
Capacity)... generous quantities of other types of 
foods—all this in a full size seven cubic foot 
refrigerator. 

With more and more products like this coming 


Convenient arrangement 
for the storage of 
foods requiring both 
normal and moist cold. 











lta Because it’s a great refrigerator 


along, it’s a foregone conclusion that Westinghouse 
Full Line retailers will continue to occupy the 
spotlight of public preference for y22rs to come. 


TUNE IN: Ted Malone, Monday through Friday, 11:45 A.M.,E.D.T., 


American Broadcasting Company Network 








Guew howe jttild 


Westinghouse 


MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 





WESTINGHOUSE ELECTRIC CORPORATION + Appliance Division + Mansfield, Ohio 


Plants in 25 Cities 


al 


Offices Everywhere 
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501—Communication System 


\anufactured by Rauland Corpora- 
tion, Chicago, Il. 


NEW ELECTRONIC DEVELOPMENTS 
are incorporated in this new type in- 
tercommunication system to achieve 
an unusual degree of convenience, 
more versatile operation, _ life-like 
speech, and remarkable cconomy of 
installation. , 

The Amplicall Master Station unit 
s available with or without handset. 
Distinctive new features include “‘vis- 
ual” busy signal, individual locking- 
type push-buttons for station selec- 


tion, illuminated ‘on-off’ volume 


ELECTRICAL 


control, plug-in cable connections, 
and a balanced line wiring system 
which prevents “cross-talk.” 

The new systems are available with 
facilities for the use of up to twenty- 
four master stations, permitting as 
many as twelve conversations to be 
carricd on simultaneously. 

* * 


502—Table-Top Water Heater 


Manufactured by Westinghouse Elec- 
tric Corporation, 306 Fourth Avenue, 
Box 1017, Pittsburgh 30, Pa. 


INCREASED CAPACITY in a table-top 
water heater with four square fect of 
acid - resisting porcelain enameled 
work surface is provided by this new 
40-gallon automatic water heater. 

Features include an accurate ther- 
mostat, with an adjustment range of 
120° to 170°; an immersion type 
heating element that puts the heat di- 
rectly into the water; Figerglas insula- 
tion in heavy layers that holds the 
heat inside the tank and keeps the 
outside cool; and a scientifically de- 
signed cold water baffle. The heavils 
galvanized copper-bearing steel tank is 





Electrical South 
1020 Grant Building 
Atlanta 3, Ga. 





Please send me additional information on the following 
New Electrical Products described in this issue: 


May. 1947 
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tested to withstand 350 pounds pres- 
sure. Standard 230-240 volt heating 
clement, of 2,000 watts 


oe a < 
503—Self-Starting Clock 


Manufactured by The Westclox Div. 
of General Time Instruments Corp., 
LaSalle, Tl. 


SELF-STARTING and with current in- 
terruption signal, the “Oracle” has a 
glass and gold-covered metal case and 
silver dial. The base ts diecast and is 
cushioned underneath. The 
stands 614 inches high 

oe “ 


504—Manual Starter 


Manufactured by the Square D Com- 

pany, Industrial Controller Div., 4041 

North Richards St., Milwaukee 12, 
Ws. 


CiOCN 


DESIGNED TO MEE? the exacting re- 
quirements of textile mill service, this 
starter is both compact and sturdy. 
It is suitable for mounting on the 
driven machine, wall, pedestal or any 
other location convenient to the op- 
erator. 

The toggle-type operating machan- 
ism is not affected by vibration and 
can be operated in any position. The 
handle is recessed to protect it against 
breakage in the event of accidental 
impact. A direct mechanical linkage 
permits the contacts to be forced 
open in the event of accidental “free- 
zing.” 

Double-break silver contacts have 
higher rupturing capacity and elimi- 
nate flexible connectors. Contacts 
require no dressing and can be re- 
placed with the use of only an ordi- 
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load relays suitable for group fuse ap- 
plications are standard on this starter. 


905—Light-W eight 


General 


x 
Iron 


Manufactured by Electric 
Company, 1285 Boston Avenue, 
Bridgeport 2, Conn. 


is cut by one-third, 
manufacturer, with 
ight automatic iron. 
finger-tip control on 


[IRONING TIMI 
according to the 
this new light-w 
The “Visualizer 


: 


the front of the handle enables the 
housewife to see the fabric-dial and 
select the appropriate heat for the 


material she is ironing. 

Ironing fatigue is greatly reduced 
since the weight of the iron is only 
234 pounds. This has been accom- 
plished without any sacrifice of iron- 
ing surface, for the aluminum sole- 
plate, at 271 square inches, is extra- 
large. An indicator light signals the 
user the instant the selected tcmp- 
iture has been reached. Twin but- 
m nooks in the nose of the sole- 
plate facilitate ironing around but- 
tons. The heat-resistant Textolite 
handle is equipped with twin built-in 
thumb rests for both right and left- 
handed users. The six-foot cord is 
permanently attached to the handle. 


er 
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506—Attic Fan Timers 


Manufactured by 
Company, Twe 


Paragon Electric 
Rivers, Wisconsin 


Aarne eseaeineaneine erp ti 


RR ar hal sy enone 
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(ue AF Siries is designed primari- 
ly to contro] the operation of window 
or attic ventilation type fans. The 
timers come in two models, one hav- 
ing a range of (' to 10 hours adjust- 
ment, the other having 0 to 20 hour 
adjustment. 

The timer motor operates only 
when the timer has been set and is 
running the fan. Setting may be 
changed at any time during the op- 
erating cycle. Setting is accomplish- 
ed by moving the dial pointer clock- 
wise to the hour of total operation de- 
sired. Graduations are clearly mark- 
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nary screwdriver. Protected type over- 












ed on the dial which is protected by 
a clear Plastacele window. 

The overall size is 5-3/16 by +4- 
1/16 by 2-7/8 inches. The timers 
may be used for both semi-permanent 
window fan installations and for per- 
manent attic fan installations. 


507—Desk-Bracket Fan 


Manufactured by Westinghouse Elec- 
tric Corporation, 306 Fourth Ave., 
Box 1017, Pittsburgh 30, Pa. 





FinisHED in baked-on, dark green 
enamel, this fan, Model 10LA, is ad- 
justable for wall mounting, and has 
a reinforced, one-piece, welded steel 
guard. Arc of oscillation is adjust- 
able to any angle from 0° to 75°. 
Oscillating gears are completely en- 
closed within the streamlined hous- 
ing, preventing dripping of oil. 

The fan has a 115-volt, 60-cycle, 
2,000 rpm induction-type motor. 

= * x 


308—F luorescent Lampholders 


Manufactured by Allied Electric Prod- 
ucts, Inc., 76-82 Coit Street, Irving- 
ton 11, N. J. 


CRACKED sockets, faulty contacts, 
and falling lamps are all eliminated 
by this fluorescent lampholder, the 
manufacturer states. 

A spring action principle has been 
successfully applied to this lamphold- 
er which assures positive contact for 
both lamp and starter. Lamp prongs 
employing this principle grip the 
lamp pins and hold them securely so 
that they cannot release unless the 
lamp is removed by application of 
pressure. Guides prevent lamps from 
being inserted or removed incorrectly. 

The contacts are made of heavy 
brass and are so shaped that firm 
holding contact is guaranteed. Vibra- 
tion will not break contact with lamp 
pins under any condition. 





509—Window Ventilator 


Manufactured by The _ Metal-Tex 
Corporation, 1600 Junction Avenue, 
Racine, Wisconsin 


THe SpiLenp-Arre ventilator pi 
vides twelve complete air changes pe: 
hour. Only four screws are neede 
for installation of this unit in any win 
dow. It doesn’t interfere with wi 
dow operation since the window m 
be completely closed behind the 
tilator. 

The motor is quiet and vibrati 
less with semi-oilless bearings. It i 
110-volt, 60-cycle, a-c type, provid 
with an 11-foot cord, switch and ru 
ber plug. The entire unit is unco 
ditionally guaranteed against materia 
or workmanship deficiencies, and 
attractively finished in ivory enan 
with chrome trimming. 
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510—Suction Chamber 


Manufactured by Holcomb & H 
Mfg. Co., Inc., Indianapolis, In 





A COMPLETE PACKAGE of automatic 
ventilation for home, business, and in- 
dustry is now available with the devel- 
opment of this prefabricated suction 
chamber for use with Silent Breeze 
ventilating fans. 

The chamber provides a leak-proof 
enclosure between the fan and the 
automatic ceiling shutter or grille. 
Rigidly constructed with metal-rein- 
forced wood frame, it has self-sealing 
joints and panels of sound-absorbing 
material. Prefabricated in four pa- 
nels, the chamber is easily assembled 
and installed without costly labor. 

The all-inclusive Silent Breeze pack 
age includes: the fan itself, built in a 
variety of sizes for all types of app! 
cations; the suction chamber; Com 
fortrol, a precision time switch op- 
erating on a 24-hour cycle; two kinds 
of automatic shutters—one for 
ing and another for sidewall installa- 
tion. These shutters, of the latest de- 
sign, function automatically in c- 
ordination with the fan, opening 45 
the fan comes on and closing as it 1s 


shut off. 
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MN... of America’s bedroom lighting problems can be 
solved efficiently and in good taste—by selection from this 
glamorous group of Virden glass bowl fixtures. 


nue, 









Glass is a worthy and flexible medium for the expression of grace 
and refinement. It can be rich and modest in the same breath. 






Functional advantages are good distribution of light; ability to 
live happily with any decorative scheme; ability to provide 
modulated color tones including French crystal; crystal; ivory 

and rose. Ability to remain perpetually new. 







See the Virden wholesaler near you. 












No. 5022—12” Bowil—Crystal Design—Bottom 
Ivory, Rose or French Crystal—ivory Holder 






No. 712—12” Bow! 

French Crystal or Ivory 
Ivory Holder 

No. 412—12” Bowi 


Crystal Trim—lvory or Rose 
Ivory Holder 





No. 661—12” Bowl 
French Crystal 
Chromium Holder 








in- No. 415—15” Bent Glass Bowl 
1. Crystal Design 
: Ivory Holder 
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aqmny ° Cleveland, Ohio . 
Wember Aemervican Home Lighting Vustitute 
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511—Automatic Water Heater 


Manufactured by M. M. Hedges 


Manufacturing Co., Inc., Chatta- 
nooga, Tenn. 





l'Hr MERITLAND automatic electric 


hot water heater has proportions 
suited to the space available in 
many modern kitchens. The over- 


al! height of 41 inches and diameter 
of 20 inches of this 30-gallon heater 
makes installation practical in closets, 
under the stairs, and in odd nooks. 

Features of this water heater are: 
fully-automatic, adjustable, snap-ac- 
tion temperature control; Chromalox 
quick-heating, immersion type heat- 
ing unit; thick blanket type Fiberglas 
insulation completely surrounding the 
heavy gauge galvanized stecl tank; 
and working pressure guaranteed at 
150 pounds (tested at 300 pounds). 
An inlet baffle distributes incoming 
water. Protection from corrison is 
provided by the Mertland Magnesium 
Anodic Rod, which is optional cquip- 
ment. The heating unit is 220 volts 
with wattages available to specifica- 
tion. 

Available, also, is a similar model 
of 15-gallon capacity. It is only 32 
inches high and available for cither 
110 or 220 volt operation, with watt- 
gcs available to specification. 


512—Indirect Air Circulator 


Inc., 


Blvd., 


Manufactured by Motionair, 
Dept. ES, 3321 E. Slauson 
Los Angeles 11, Calif. 


THE Morionarr, an indirect air cir- 
culator, is designed to project a 
column of air drawn from floor level 
and directed toward the ceiling with 
sufficient velocity to produce the cor- 
rect amount of air turbulence. 

Made of sturdy cast aluminum and 
designed for eye appeal, the 1947 
model is light in weight and can easi- 
ly be carried from room to room by 
use of a handle cast into the top of 


a 








the frame. ‘The sturdy 12-inch blade 
is propelled by a 1/15-hp electrical 
motor. A two-speed switch, located 
on the base of the unit, permits heavy 
drive to establish circuiation and cx- 
tremely quiet half-speed drive to 
maintain comfortable air circulation. 


313—Fluorescent Brackets 


Manufactured by Mitchell Manufac- 
turing Company, 2525 Clybourn 


Ave., Chicago 14, III. 


WI?rH ALL-STEEL construction and 
with full chrome-plate, the Model 
No. 4007 fluorescent bracket fixture 
features an adjustable reflector shield 
that permits a wide variety of lighting 
effects. It can be mounted either 
vertically or horizontally, as a ceiling 
light, wall bracket or mirror light in 
bathrooms, kitchens, offices, ete. 
Model 4006 is identical in appearance 
and construction, but is supplied 
without the reflector shield. 

Brackets use a single 15-watt fluore- 
scent lamp and have the latest type 
high efficiency starter. An_ on-off 
switch is built into the case. Knock- 
out is provided for convenience out- 
let. The size is 19% inches long, 314 
inches high, and 3% inches wide. 
Height with shield is 4% inches. 

* * ** 


514—-Cylinder-Type Heater 


Manufactured by ‘Tennessee Valley 
Marketers, Inc., 117 Ninth Ave. N., 
Nashville, Tenn. 


Uritizinc natural up-draft circula- 
tion, this 3-way heat, cylinder-type 
portable electric heater is designed so 
that it will not tip over. A new type 
reflector beams as well as diffuses heat 
ravs. The wiring is totally enclosed 
and tampcrproof. The heater is of 
clectric-welded, steel construction and 
has long-life nickel chrome wire 
wound on ceramic coils of high ten- 
sile strength. The wooden handle 
and feet are finished in blonde maple. 
The heater is 11 inches high by 1534 
inches long, and is listed by Under- 
writers Laboratories, Inc. 


515—Motor Starting Relay 


Manufactured by Ward Leonard 
Electric Co., 31 South St., Mount 
Vernon, N. Y. 


OPERATIONAL DIFFICULTIES inher- 
ent with centrifugal switches com- 
monly used for starting capacity mo- 
tors are eliminated by this new Bulle- 
tin 109 Relay, according to the manu- 
facturers. External or remote mount- 
ing of the relay is permissible, there- 
by climinating maintenance difficul- 
ties present when sealed capacitor mo- 











| tors with built-in centrifugal switch¢ 
| are used. 

“This motor starting relay is a px 
| tential device operating over a wid 
| range of voltages. Chatterless rel: 
| operation right down to the drop-o 
| point is obtained through its uniq 
magnetic circuit design. 

Contacts are single pole, non 
ly closed, suitable for operation of 
load as large as a 1-hp, 115 or 2° 
volt, 60-cycle capacitor motor. ‘| 
relay measures 12 inches high by 1 
inches wide by 1-15/16 inches long 


sk 


518—Freezer Alarm Switch 

Manufactured by Cutler - Hamnx 

Inc., 233 North 12th Street, Milwai 
kee 1, Wis. 


A LOW-VOL?TAGE clectrical ala: 
switch designed to warn of mechan 
cal difficulties in commercial 
home freezers is now available. | 
stalled with cither a bell, light. 
buzzer alarm device. the swtich fun 
tions as soon tempcraturc 
the freezer rises to a predetermin 
danger point. The alarm begins 
operate while the interior temper 
ture is still relatively low thus provi 
ing a reasonable period of time f 
emergency repairs before food sp 
age. 

The alarm is unique in that it co 
tains a complete thermostatic element 
togcther with the contact mechani: 
and vet the entire device is no larg 
than an acorn. 


as the 


* ze x 
519—Drawing Aid 


Manufactured by Rapidesign, [1 
P.O. Box 592. Glendale, Calif 








THE MANUFACIURERS announce t 
new ElectroMaster No. 175, whi 
makes every electrical symbol of 
power, light, and control field 
shown in the American Standarc 
Association manual as well as othe 
accepted symbols. 

Made from mathematical - quality 
plastic sheets, laminated to .080 thick 
ness, the inner contours are beveled. 
Printing is between laminated shcct 
and cannot wear off. 
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2000 KVA, OISC, 60 cycles, 
three phase 13800-480, 10% tap range, 1667 
throat connected to switch gear on high volt. 
\L age side and bus run on low voltage side. 





KVA, 
OISC, 60 cycle, 
single phase, 33,000-2400. 


ENGINEERED AND CONSTRUCTED TO GIVE CONTINUED 
DEPENDABLE SERVICE TO UTILITIES AND INDUSTRY 


rc POWER TRANSFORMERS 











ai 





15 KVA, single phase 
oil cooled 2400/4160Y 
—120/240. 
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250 KVA, single phase 
oil cooled 2400-480. 


DAVIS 


TRANSFORMER CO. 


CONCORD. N. H. 


Phone 177 


MANUFACTURERS OF OIL COOLED, DRY TYPE, 
POWER AND DISTRIBUTION TRANSFORMERS 





For power and lighting 
from 1 KVA through 
15 KVA_ 230/460 — 
115/230 equipped for 
wall, post or floor 
mounting. 


TRANSFORMERS—~ 


Dry type distribution 
from 15 KVA through 
100 KVA_ equipped 
for floor or wall 
mounting. 























325—Home Cleaning Kit 


Manufactured by Eureka Williams 
Corporation, 6060 Hamilton Ave., 
Detroit, Mich. 


ite 





ENTIRELY STREAMLINED, this new 
home cleaning system consists of a 
lighter-in-weight upright vacuum and 
a more compact tank-tvpe unit, a 
group of attachable tools, a rug sham- 
poo, and a power-driven floor waxcr 
and polisher. A handy, permancnt 
tool kit for carrving and storing at- 
tachment. is also included. 

Fcatures of the upright clcancr in- 
clude an extra-wide scarchlight beam 
to light up more floor area, vinvlite 
bumper guards, an casy-hold_pistol- 
grip handle, and a turn-down cord cl'p 
which makes it unnccessarv to un- 
wind the cord before use. The tank- 
type cleaner is the lightest and most 
compact the company has ever made. 
Its motor retains maximum _ suction 
power, while a new  sandwich-type 
dust trap insures greatcr filtering ef- 
ficiency. 

x oe 


526—1947 Deepfreeze Unit 


Decpfreeze Divi- 
Corporation, 


Manufactured by 
sion, Motor Products 


North Chicago, III. 





STORAGE Capacity for more than 
350 pounds of assorted perishable 
foods is provided in this model C10- 
47 of the new Deepfreeze line of 
home freezers. This 10-cubic-foot 
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modcl’s fast freeze compartment holds 
91 pounds of assorted foods at one 
time. The automatic tempcrature 
control, located on the front of the 
freezer, tells food compartment temp- 
crature at a glance. Full freedom for 
both hands to reach for food is made 
possible by the counter-balanced lid. 

A set of three removable storage 
baskets with dividers provide a help- 
ful aid to systematic food arrange- 
ment. ‘Three ice cube trays, with 
serving tray, hold six pounds of cubes. 
Ejectors in the trays release two cubes 
or a tray full. 

As the freezer lid is raised, the in- 
terior of the unit is autdmatically 
lighted. An alarm rings the instant 
compartment tempcrature rises above 
10 degrees F. The unit is finished 
with two coats of white baked enamcl 
with chromium finished trim and is 
powered by a %-hp motor having 
forced draft cooling. The scaled mo- 
tor is silent in operation and requires 
no oiling. 


521—Waste Food Eliminator 


Manufactured by Rousselle Corpora 
1673 FE. 82 Place, Los Angeles 
1,. Calif. 


THe Drain-O-Matic. waste 
climinator two-directional 
tion of its waste shredding clements 
to provide complete assurance against 
food waste clogging; increasing opcrat 
ing life for the heat-treated alloy 
waste shredders; and double cleansing 
and flushing action. The direction 
of rotation of the rotarv shredder is 
automatically changed, by a reversing 
switch, at the start of cach opcrating 
period. 

Powered by a %4-hp motor, this 
unit operates at 1725 rpm, on 115 
volts, 60-cvcle a-c. 


t10n, 


food 


has opcra- 


Overload _protec- 
tion is provided, and motor bearings 
are permanently lubricated. The unit 
is of all-metal construction and weighs 
approximately 45 pounds. It fits all 
types of sinks which have 34% to 4- 
inch drain openings. 


524—Safety Switch 


Manufactured by Pelham 


Mfg. Corp., Erie Pa. 


* * 


Electric 


Tue “Rora-Swinc” switch gives 
the operator positive protection, be- 
cause the act of opening the door to 
reach the fuses automatically opens 
the circuit. ‘The exposed parts can 
carry no current. 

A sturdy rotating handle moves the 
knife blades to “off” or “on” posi- 
tion—while the switch is disconncct- 
cd, which assures absolute safety. 
Steel guides hold the blades in posi- 
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tive accurate alignment. Each unit 
a Rota-Swing cquipped switchboa 
may be furnished with fuse gaps fi 
any desired amperage or voltage 
a wide range. Changes in fuse gap 
are casily made at any time afte 
installation. 

The switch is especially suitabl 
heavy-duty power and light applica 


tions, and can be furnished for switch. 


boards or panels of any size or capa 
city: 0 to 600 amps.; 250 volts d-c t 
600 volts a-c; 2, 3, or 4 pole. 


He 
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522—Console Ironer 


Manufactured by Horton Manufactur 
ing Company, Fort Wayne 1, Ind 





CoMPLETE SIMPLICITY of opc 
is incorporated in the design of 
Model 147 console ironer. A single 


feathertouch control lever 
stops, and presses. 

When closed, the ironer can | 
used as a utility table. When ope 
it unfolds to correct height 


means comfort to the seated op 
The many features of this new mod 
include: a large 26-inch roll, 

inch diamctcr; twin thermostatic c 
trols; pilot light; two end tables; fr 
rolling roll; insulated heat retainin 
ironing surface; an accessible centr. 
emergency safety release; and a perm 
mently lubricated, hermetically scale 
motor. The floating shoc autor 
tically gives correct pressure cv¢ 
varying thicknesses. 


* * * 
523—Cable Connector 
Manufactured by Gedney Llecti 
Company, RKO Building, New Yor 

oy MT. 

Desicnep for the new code PV\ 


armored and non-metallic cable, th 
No. DC-15 duplex connector accom 
modates two runs of the small cable 
in a “%-inch knockout. <A_ two-screv 
clamp provides an cqualized squecz 
action that firmly grips both cable 
under all conditions. The connect 
takes the full range of cable size 
from two-conductor, No. 14 to tlire 
conductor No. 10. 
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.IT’S EASY TO HANDLE ON ANY JOB 


r Men who work with General Electric White rigid conduit 
ode like the way it handles. They're sold on it because of its true 
threading, its even cutting, and its smooth interior surface, 
which makes wire-pulling easy. Advantages like these mean 
unt that G-E White speeds construction, pleases customers. Take 
! atip from the men who install it—put in G-E White for con- 

‘led struction speed and for smooth, permanent raceways. 





AND eB WHITE GOES IN TO STAY 


When jobs are done with General Electric White, you can 
count on it to stay in service. Its hot-dipped zinc coating 
ectti [| inside and out—and its hard, smooth Glyptal* lacquer finish 
YouR resist the attacks of atmospheric corrosion. 
Ask your nearest General Electric distributor for details on 
our complete raceways line—or write to Section C52-524, 
Appliance and Merchandise Department, General Electric 


Company, Bridgeport 2, Connecticut. 
"Trade-mark Reg. U.S. Pat. Of. 





ENERAL@ ELECTRIC 
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CEWAYS ROUND-UP 


with your 


Merchandise Distributor 


Look to General Electric for every- 
thing you need for conduit installa- 
tions. The com- 

a @ plete line in- 
cludes locknuts, 
bushings, con- 
nectors, wedges, 
reducers, en- 
largers, caps, 
ells, straps, boxes—practically all the 
accessories necessary to wiring safety 
and convenience. Try the new, exclu- 
sively General Electric, S-shaped bar 
hangers, too. They are adaptable to 
any stud spacing, and are easily and 


quickly installed. 





The electrical flexibility of buildings 
equipped with General Electric Q- 
Floor wiring is 
assured, since 
every cell of the 
flooring can be 


used as electri- 





cal raceways as 
needed. Outlets, 
which can be placed anywhere in the 
floor on six-inch centers, can be added 
or changed with little expense. Ask 
us for the complete story on General 


Electric Q-Floor wiring. 





General Electric Black conduit is a 
useful partner of General Electric 


aa . hed 
EE Haji 





White. It is coated with a hard, baked- 
on finish that provides outstanding 
protection from liquid chemicals, 
fumes, acids, and oils. 
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NATIONAL ELECTRICAL CODE 


Problems in Applying the Code 
Discussed by Inspectors 


THE ANNUALLY-HELD North Caro- 
lina Institute for Electrical Inspec- 
tors and Contractors met in Raleigh 
on April 22 and 23 with more than 
350 in attendance to hear two days of 
discussions covering the most impor- 
tant problems of the electrical con- 
tractors and inspectors. 

With N. E. Cannady, state electri- 
cal engineer and inspector, presiding, 
the conference speakers addressed an 
audience that overflowed the regular 
meeting room and included large num 
bers who stood rather than miss the 
sessions. It was a most unusual sight 
to sce the meeting rooms filling up 
thirty minutes before scheduled start- 
ing time! 

Following the welcoming address 
by the Honorable R. Gregg Cherry, 
governor of North Carolina, and 
the Honorable Wm. P. Hodges, 
North Carolina Commissioner of In- 
surance, and the annual report of C. 
S. Whitaker, secretary-treasurer, of 
the N. C. Chapter, IAEI, the con 
ference was addressed by Dr. D. S. 
Weaver, of N. C. State College, on 
“Standards for Farmstead Wiring.” 
Reviewing the growth of rural electri- 
fication in the state, Dr. Weaver dis- 
closed that the number of miles of 
rural lines in the state had increased 
in a ten-years’ period from less than a 
thousand to more than 33,000 miles. 

Although the number of farms hav- 
ing electric service has been tremend 
ously increased in recent vears. the 
farmer is not yet making anywhere 
near a complete use of electric serv- 
ice. Dr. Weaver urged the conference 
of inspectors and contractors to assist 
farmers in getting adequate wiring 
and labor-saving appliances. He 
pointed out that the farmer needs 
water pumps and water heaters, for 
example, before washing machines. 

“Better School Lighting” was the 
subject of an illustrated presentation 
by Rov A. Palmer, of Duke Power 
Co., Charlotte, well-known lighting 
authority. Reviewing the need for 
better lighting in schools, he pointed 
out that psychologists report that 85 
per cent of all knowledge is obtained 
through the sense of vision and that 
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this fact is supported by tests in ac- 
tual classrooms. From the funda- 
mentals of good lighting practice, he 
deduced that the basis for good school 
lighting is a large volume of light with 
low brightness. 

The school wiring job covers a 
great deal more than lighting service, 
Mr. Palmer explained. Some of the 
special considerations in school wiring 
are laboratories, drawing and sewing 
rooms, domestic science, manual 
training, cafeterias, gymnasiums, audi- 
toriums, and sight-saving rooms for 
those students having subnormal vi- 
sion. 

Identification of Listed Devices 

The next speaker was I°. R. Hanlin, 
of Underwriters Laboratories, Inc., 
Chicago, who discussed the identifi- 
cation of devices listed by the Labora- 
tories. He differentiated between the 
re-examination service marker and the 
Underwriters official label. The re- 
examination marker is put on by the 
manufacturers, and, while the Labora- 
tories make every effort to supervise 
the use of these markers, they do not 
have the same control over this phase 
of listing as they do the label service. 

In explaining the use of the Un- 
derwriters Laboratories’ book of listed 
appliances and devices, Mr. Hanlin 
emphasized the importance of catalog 
numbers, type designation, etc. Many 
manufacturers have listing service up- 
on only a part of the devices they 
make. Consequently, the listing of 
any particular device must be checked 
bv checking the listing for the speci- 
fic catalog number of the item con- 
cerned. 

Under the label service, the pres 
ence of the label is the guide to U-L 
listing. The exact wording of the 
label is most important, Mr. Hanlin 
said. For example, in the case of fix 
tures, if a fixture is approved for use 
as a recessed fixture it will be so mark- 
ed. Some recessed type fixtures, for 
example. will be marked for use in 
non-combustible locations, and. obvi- 
ously, such fixtures are not approved 
for mounting on or near combustible 
materials. Consideration must be giv- 
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en to such cautionary statements 
ried by the UL label, he said. 

Other speakers heard at the op 
ing session of the conference were 
Dwight L. Casey, general manager, 
Virginia and Carolina Chapters, Na 
tional Electrical Contractors’ Associa 
tion, Charlotte; and J. S. Mahan, 
chairman of the IAEI Membership 
Committee, Chicago, Il. 

Joseph Whitner, South - Eastern 
Underwriters’ Assn., Atlanta, opened 
the afternoon session with a comp 
hensive discussion of the new demand 
factors for electric ranges. He 
plained the application of the new 
material in Table 29 of the 1947 ed 
tion of the National Electrical Code, 
pointing. out that the new column ap 
plies to ranges of any rating up to 12 
kilowatts, and that the supplement 
data in the footnote provide for ex 
tending the rating up to a maximum 
of 21 kilowatts. He pointed out that 
the new column gives maximum d 
mand values instead of demand fac 
tors, and that these demand values 
are, in general, somewhat lower than 
would result from computation by us 
ing the old table. 

Howard H. Weber, of the United 
States Rubber Co., New York City 
next addressed the group, discus*ing 
the new insulations for building wi 

After describing the wires availab 
and their principal applications, M 
Weber discussed the copper shortag« 
and indicated that he did not expect 
the sitnation ta ‘mprove for 
time. He said that the shortage 
would be overcome to some extent b 
the use of aluminum building wire. 
and that most inspectors were accept 
ing such installations. 


Use of Aluminum Wire 


Experience has shown, he said, that 
corrosion effects on aluminum wire 
have been overemphasized. Even on 
the seaboard, it appears that wiring 
systems will deteriorate before the 
wire suffers any great damage. The 
fact that materials are now available 
for both soldering and welding alum- 
inum conductors will make the use of 
this material practical. Several manu- 
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¢ For slot insulation, coil and cable wrapping — for 

e high frequency equipment, transformers, and genera- } f 

tors — for relays, rheostats, and resistors — as well as for 

a host of other electrical parts subjected to elevated tem- a * VW 3 ~ c T o ey 

peratures, Silicone Varnished Fiberglas is unequalled. 

_ Investigate its use for your insulation problems. Write VARNISH & INSULATOR CO. t 
_ today for samples. Irvington 11, New Jersey 
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facturers are making cadmium-plated 
connectors which can be used safely 
on either copper or aluminum wire 
and these soon will be available. 

He warned contractors, however, 
that on long runs more consideration 
must be given to voltage regulation 
when aluminum conductors are used. 

What’s ahead in the way of code 
changes was the subject of a talk by 
Victor H. Tousley, secretary of IAEI, 
Chicago. Although the new 1947 
edition of the Code has just been dis- 
tributed, there have been accumulat- 
ed already some 70 or 80 suggestions 
for changes for the 1950 edition. Mr. 
Tousley discussed these briefly, point- 
ing out that they will receive further 
consideration at the IAKFI Section 
meetings later on this year. 


Grounding Appliances 


The second day of the conference 
was opened with a discussion of the 
grounding of portable appliances by 
L. C. Price, of NEMA, New York 
City, N. Y. He reviewed the report 
of the special committee studying this 
subject. (See Execrricat Sours, 
March, 1947, issue, page 56). 

Mr. Price was followed on the pro- 
gram by H. H. Watson, General Elec- 
tric Co., Bridgeport, who continued 
the discussion on grounding of port- 
able appliances. He reported what 
took place at the meeting of the 
Safety Committee, AIEE, at the win 
ter convention of that organization. 
More than 25 different organizations 
were represented at that meeting and 
the discussion brought out their view- 
points on grounding. 

The majority of those discussing 
the subject at the AIEE meeting were 
of the opinion that greater depend- 
ence should be placed on insulation 
rather than grounding. [From the 
comments it was indicated that there 
is a great opportunity for improve- 
ment in flexible cords. The opinion 
was expressed that cords should out- 
live the devices served by the cords. 

Following his discussion, Mr. Wat- 
son displayed a proposed design of a 
duplex outlet and cap, which includ- 
ed provisions for grounding portable 
appliances. The design was advanced 
by a group of NEMA members of 
the Wiring Device Division. 

The next speaker was H. M. Dre- 
her, of the Armored Cable Division 
of NEMA, New York City, who 
spoke on recent developments in arm- 
ored cable. He directed attention 
to the tinned bond wire now being 
included in armored cable assemblies 
directly under the armor. The re- 
sult of this bond wire has been to re- 
duce the effective resistance of the 
armor to about a third of what it 
would be otherwise. The proposed 
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method of terminating the bonding 
wire is to bend it back over the armor 
so that the fitting grips both the arm- 
or and the bonding wire. 

“Working Together in the Public 
Interest” was the subject of T. B. 
Smiley, of Carolina Power and Light 
Co., Raleigh, who next addressed the 
conference. 

Mr. Smiley brought out the possi- 
bility of new homes having demands 
as high as 15 kilowatts when equipped 
with automatic washing machine, 
electrical water heaters, clothes drier, 
ironer, and electrical range, in addi- 
tion to the usual appliances. The in- 
stallation of this equipment is going 
to make it necessary to install 100- 
ampere service entrance switches. He 
urged dealers and contractors to give 
consideration to the need to install 
adequate electrical installations as well 
as safe installations, and pointed out 
the need for selling adequacy and 
Service. 

A report on the activitics of the 
Board of Examiners of Electrical Con- 
tractors of N. C. was presented by D. 
S. Nichols, field representative. More 
than 1,100 contractors are now li- 
censed by the state, Mr. Nichols said. 
With reference to violations, he said 
that some 400 complaints were filed 
during the past vear, but evidence of 
violation was obtainable in only 18 
cases and convictions were obtained 
in 16 of these. Most vielations occur 
in localities where there is not an ade- 
quate inspection authority. 

The second morning session was 
concluded with talks by E. B. Paxton, 
General Electric Co., Schenectady, 
N. Y. on “Applications of 4-Wire 3- 
Phase Systems in Industrial Plants,” 
and L. M. Keever, of N. C. State 
College, Raleigh, on “How to Use 
the Code.” Mr. Keever’s discussion 
was devoted entirely to motors. He 
assumed a_ typical installation and 
then traced the various procedures 
required to determine branch circuit 
conductor size, branch circuit overcur- 
rent protection, rating of motor-run- 
ning overcurrent device, rating of mo- 
tor controller, feeder conductor size, 
and feeder overcurrent protection. 

An interesting point brought out in 
the discussion was the fact that when 
ever the current rating of a motor is 
used to determine the current carry- 
ing capacity of conductors, switches, 
branch - circuit overcurrent devices, 
etc., the values given in the Code 
Tables 21 to 24 shall be used in lieu 
of actual current rating marked on the 
motor nameplate, but that the motor 
runn‘ng overcurrent protection shall 
be based on the motor nameplate 
current rating. 

The last afternoon session of the 
meeting was conducted as an open 


forum with a panel of Code experts 
available at the speakers’ table to help 
determine answers to the questions 
asked from the floor. 


Official Interpretations 
Of the Electrical Code 


Tables 1, 2, 4, and 9, Number of 
Signal Wires in One Conduit. Re- 
duced Carrying Capacity Where 
Control Wires Are in Same Conduit 
With Power Wires. Interpretation 
No. 283. Issued December 31, 1946. 

Question 1: Is it the intent to 
limit the application of ‘Table 9 of the 
1947 edition of the National Electri 
cal Code to the particular use men- 
tioned in the note following the Ta- 
ble, providing when more than 9 con 
ductors are installed in a single race 
way the purpose and intent of section 
3012 are satisfied? 

Finpinc: No. 

Qurst10on 2: May Table 9 of the 
1947 edition of the National Electri- 
cal Code be applied in the installation 
of conductors for low-energy power 
and circuits of Class I signal system ? 

Finpinc: Yes. 

Question 3: Is it necessary, when 
applying Tables 1, 2, and 4 of the 
1947 edition of the National Elec- 
trical Code to limit the allowable 
current-carrying capacity of motor cir- 
cuit conductors, when associated con- 
ductors for Class I remote control and 
signal c‘rcuits (Article 725) are con- 
tained in the same conduit or tubing 
and on the basis of the total number 
of conductors in the raceway? 

Fixptnc: No. only the power load 
conductors need be counted. 

w * * 

Section 3736. Locknuts With 
Bushings of Insulation Material. In- 
terpretation No. 284. Issued January 
22. 1947. 

QOurstion: Was it the intent of 
the Electrical Committee thot the 
last sentence of paragraph b of section 
3736 of the 1947 edition of the Na- 
tional Electrical Code applies to any 
bushing constructed wholly of insulat- 
ing material employed, as provided in 
section 3468? 

Frxpinc: Yes. 

u %* * 

Section 2124-b. Three-pole I an- 
dry Outlets in Apartment Buildings 
With Central Laundry. Interpreta- 
tion No. 285. Issued February >. 
1947. 

Question 1: In a_ multi-family 
dwelling of the apartment house tvpe 
where washing machines are installed 
by the owner in a laundry room im 
the basement for the use of the ten 
ants, does the 1947 edition of the Na- 
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Mertiand Square 
No. SEL-40-D 


Merttand: Tall Round 
No. EL-40-D 


Mertiand Tall Round 
No. EL-30-D 




















ee 


Mertland Low Round 
No. LEL- 30-S 


Mertiand Table Top 


= dimes No. TEL-35-D 


ee: ae 
j Mertiand Low Round 
I No. EL-15-S 


» 
ae 


Mertiand Low Rou 
No. EL-10-S 


YOUR CUSTOMERS WILL WANT 


1ECK THESE MERTLAND FEATURES 


vality, durability, convenience, and economy 


c, odjustoble, snop 

temperature control 
quick heating immer 
heating unit 

pressure gqvoronteed 
(Tested 300 Ibs.) 

d from corrosion by 

d Magnesium Anodic Rod 


al equipment) 


Thick, blanket type Fiberglas 


insulation all around tank 


Eight coats of white enome! 


baked on heavy steel jacket 


Inlet baffle evenly distributes 


incoming water 
Heovy gouge 


Internal heat trop prevents hot 
woter circulation through house 
system except when drawn 


Saves fuel 


Wattoges ond voltages to your 
specifications. Can be furnished 
wired for limited demand 


Round models are available in capacities from 10 to 80 gallons. Your customers 
can find exactly the Mertiand they want: square, table top or round. Voltages 
and wattages to your specifications. Your customers will like Mertland heaters. 
They are made by men who cre water heating specialists. Mertland heaters com- 
bine all modern features. They are eye appealing . . . efficient. . . low cost. . . 
skillfully made of top grade materials for extra years of trouble free operation. 


WHOLESALERS in areas not conflicting with present outlets are invited to ask about 
the Mertland Franchise. 


GOOD AUTOMATIC ELECTRIC HOT WATER HEATERS 
BY A GOOD COMPANY 


M. M. HEDGES MANUFACTURING CO., Inc. 


CHATTANOOGA, TENNESSEE 





tional Electrical Code require the in- 
stallation of a 3-pole receptacle on a 
eR. No. 12 wire circuit in each apartment 
his 1S the salesman to comply with the provisions of para- 
graphs 2124-b and 2115-b? 


‘ rR Finpinc: No. 
trained to sell MORE Question 2: In a housing project 
comprising several apartment build- 
ings for over 1,200 families, where a 
central laundry is provided, what 
would be the intent of the 1947 edi. 
tion of the National Electrical Codec 
relative to the requirement for in- 
stallation of 3-pole receptacles for the 
connection of laundry appliances? 
Finpinc: The intent of the Code 
go } ae . is to require 3-pole receptacles in the 
his 1S the customer laundry locations, which in this case 
= is the central laundry provided for the 
rr individual tenants in the several apart- 
sold on the STORE ment buildings comprising the hous- 
ing project. 
* * cd 


Table 11, 1947 Code. “Rewiring” 
in Exposed Raceways. Interpretation 
No. 286. Issued February 14, 1947. 

Question: Is it the intent of Table 
11—1947 edition of the National Elec- 
trical Code to permit rewiring in 


Pan, ee <p / 
= ty 7 h N aa existing exposed raceways, where it 
a might be necessary to enlarge holes 
— as his 1 1S t el ale ot R through floors, walls, etc., and there- 
by disfigure the finish of buildings 


‘ to install larger size raceways? 
our subject for rhyme | ene he ee tet tn 
this provision apply to concealed race- 
ways. 

. bd x 


. . Section 4150. Single Branch Cir- 
ne here = “ne technique cuit in Fixture Used as Raceway. In- 
terpretation No. 287. Issued Febru- 
ATT Ff & e ary 21, 1947. 
tha- SELLS every time Question: Does the expression 
“single branch circuit” in section 
4150 of the 1947 edition of the Na- 
DO THIS Iron as you nor- - .. touch the - « « lower iron. Slight tional Electrical Code limit the ap- 
mally would... button and iron handle pressure locks legs plication of this section to a two-wire 
lifts itself . and you resume ironing. branch circuit? 
, Sa Finpinc: No. 








New Electrical Books 








SAY THIS You iron with the Simply touch the red Lower iron and 
Never-Lift just as button and the iron gently press rear of Radio Receiving Tube 
you would with any magically lifts itself. handle to lock legs Data Book 
good automaticiron. No lift...No tilt... in place. Resume 

No twist. ironing. Published by the Radio Tube 

Division of Sylvania Electric 

Products Inc., Emporium, Pa. 

378 pages, illustrated. Price 85c. 


BasIC APPLICATION DATA for 545 
types of radio receiving tubes used by 
circuit designers, radio set repairmen, 
and industrial electronic engineers arc 
included in this comprehensive tech- 
NEWSIMAKER IN APPLIANCE MERCHANDISING nical manual. 

Data supplied includes characteris- 
tic curves for types in common use; 





PROCTOR ELECTRIC COMPANY,PHILADELPHIA 40, PENNSYLVANIA 
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Here’s the challenge one And. 
utility executive directs at here’s the quick answer that 
fluorescent lighting fixtures: '% simplifies the problem: 
’ “I wish the manufacturers of =? CERTIFIED FLEUR-O-LIERS are made by 27 lead- 
fluorescent fixtures would cut ing manufacturers. Although each manufacturer 
out the claims and counter-claims and creates his own styling and design, basically the CERTI- 
get down to business with some facts FIED FLEUR-O-LIER fixtures are made to exacting specifica- 
and useful information. I wish they’d tions for electrical and mechanical excellence . . . plus good 
be frank with us.” Those sound like lighting performance. They are tested, checked and CER- 
‘fightin’ words” but CERTIFIED TIFIED by famous Electrical Testing Laboratories, Inc., as 


FLEUR-O-LIERS provide a ready meeting all specifications. That’s why the CERTIFIED 
FLEUR-O-LIER Label on a fixture is all you need to assure 
you—without exaggeration—of top quality in fixtures. 


short-cut for wholesalers, contractors, 
utilities AND users. 








FLEUR-O-LIER : 
Pea 
Flewr-O-Lier Monutocturers 
6 ELECTRICAL TESTING 
Fleur-O-Lier is not the name of an individual manufacturer, but a group of 27 lead- ome ete ss, ee 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- 


gram is open to any manefacturer who complies with FLEUR-O-LIER requirements. =) 
i —————————— 3 
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ELECTRIC RANGE UNITS 








You get top profits with the CHROMALOX line. All 
makes and sizes of electric ranges are serviced with 
these three famous units: 







@ TRIANGULAR—for maximum speed and long life. 





e@ SUPERSPEED—for finest black heat cooking. , FAST 





@ HEATFLO—the best in the low price field. 





Inexpensive Adaptor Rings insure perfect fit. Quicker 








On nia waged anai oe wgelaecemonds 






EHROMAILON 

wee TPT EAA eA I JA 

RC-13 means “s; --re;c cooking at its best’’ 
ELEW bs 







Jackson, Miss. 
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Here are your 


Selling Points! 


EASY TO CLEAN 


servicing with low cost inventory. Customer satis- , ECONOMICAL 
faction every time. Write for details and data CF-145 
and L-1023. LONG LIFE 


EDWIN L. WIEGAND COMPANY - 7600 THOMAS BOULEVARD - PITTSBURGH 8, PA. 


resistance coupled amplifier data; in- 
terchangeable tube charts; connec- 
tions for standard RMA internal and 
external shields; typical receiver and 
amplifier circuits; dictionary of tube, 
circuit, and FM terms; and _instruc- 
tion on the use of characteristic 
curves. 

Individual tube characteristics arc 
arranged according to types. The 
manual is attractively bound with ring 
type plastic spine so that it will lic 
flat when open. 


Chemical and Technical 
Dictionary 


Published by Chemical Publish- 
ing Co., Inc., 26 Court St., Dept. 
FM, Brooklyn 2, N. Y. 1120 
pages. Price $10.00. 





THIS TECHNICAL dictionary places 
50,000 definitions at the fingertips of 
the reader. It gives quick answers ti 
many questions thereby saving muc!l 
time and effort for those who have n 
technical education. 

The book contains information 
bout newly developed synthct 
chemicals, processes and apparatu 
thousands of chemical, physics, met 
lurgical, mineralogical,  biologica 
medical, pharmaceutical, mathem 
tical, and botanical terms; descrip 
tions of the most important man 
facturing processes and machinc 
raw materials and finished product 
terms used in mechanical, electric 
radio and television engineering; weld 
ing and other shop practices; desct 
tions of every common or. ra 
chemical, ete. It also includ 
terms gathered by the Allicd Cor 
bined Intelligence Obicctive’ in G 
many and other occuvied countr 

A special feature of the dictiona 
is the listing of thousands of tra 
name or proprietary products in 
various industries. 


Photoelectric Cells 


Published by Chemical Publish- 
ing Co., Inc., 26 Court St., Dept. 
FM, Brooklyn 2, N. Y. 102 


pages, illustrated. Price $2.75. 


WELCOMED BY ALL who use phot 
electric cells or who wish to get 
quainted with the theory, manufa 
ture, types, and applications of pho 
electric cells, this book discusses such 
subjects as: relationship between 
radiation and photoelectric emission: 
Einstein’s theory of the photoelectric 
effect; measurement of the efficienc' 
of photocathodes; frequency respons 
mechanism of gas amplification; and 





C. B. ROGERS, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. WARD CO., 2711 Commerce St., 
Dallas 1, Texas; 932 M & M Bldg., Houston 2, Texas; 1239 Frankfort St., Tulsa 5 
W. R. PHILLIPS, P. O. Box 2561, Raleigh, N. C.; CHILTON & CHILTON, 4126 N. State St., 


many others. 
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SAMSON ELECTRICAL APPLIANCES 


SAFETY-TILT FOLD-AWAY SAFE-T CIRCUIT SAFE-FLEX TEMPO-FLEX 


AUTOMATIC IRONS TRAVEL IRONS HEATING PADS RUBBER BLADED FANS TABLE RANGES 


SHOWBOXED TO SELL? 


SAMSON Electrical Appliances have always : Os og are Cent 
been products of distinction ... high in qual- a> ae ype nOAett 
ity, yet popular in price. That’s why today, 
more than ever before, they’re the “‘Buy-Line”’ 
for the Millions—and the Profit Line for every 
wide-awake wholesaler and retailer! 

But Samson has not been satisfied merely 
to offer the right products at the right prices. 
Long before most electrical manufacturers 
even gave it a thought, Samson planned 
ahead on how to help its distributors and 
dealers meet the coming buyer’s market. The 
result was smart packaging in the form of 
colorful Samson SHOWBOXES that today, in 
windows and on counters all over the country, 
serve as complete merchandising displays 
that stop "em, tell ’em, show ’em and sell ‘em! 

And now Samson gives you still greater 
selling support. Even before you read this 
message, Samson SHOWBOXED Electrical 
Appliances will be 


ADVERTISED IN co.or IN 


Powerful 2-color advertisements, featuring 
various Samson products, willappearthrough- 
out the year in Collier's, Saturday Evening 
Post, Good Housekeeping, Ladies’ Home 
Journal, and Pathfinder... reaching millions 
of preferred prospects in the small towns as 
well as the cities. Watch for them—and cash in! 


\MSON UNITED CORPORATION 
ROCHESTER 10,N.Y. 


Samson United of Canada, Limited, Toronto 
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"SC" Bulletin 6080 A.C. MAGNETIC STARTERS 
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For application on drives where mechanical limiiations a 
require reduced torque on starting, or where power re- | sh 


strictions limit amount of starting current, “3C Bulletin pul be sate a a inde 
. ront Cover Remove 

6080 Primary Resistor type A.C. Magnetic Starters are Sinnetne: Saininthikianese quat 
recommended. Constantly increasing torque is developed ges. ee i ia- back 
by the motor as it comes up to speed—a smooth siart is aia 

; : er Con: 
produced since motor circuit is not interrupted during C 
transfer from reduced to full voltage. Moreover, this starter “poe sis 
does not reduce power factor at which power is taken Was 


from line during starting period. 


Features of this starter include: 
Reduced voltage starting. 
Edgewound accelerating resistors. ey val | 
Definite time acceleration. ; me J 
Motor overload protection. ’ into 
Copper-to-copper contacts. Com 
Rolling and wiping action on opening and terrif 
closing keeps contacts clean. Mie 
Arcs quickly extinguished by blowouts. ‘e ea : a 
Swing out feature for wall mounting sizes. \ ™ Me | sles 
Mechanical and electrical interlocks on re- - ot Ps s “] 
versing types. br ces el D ey ticul 
extre 


men 


“uny 


A complete line of motor starters is available es 
through all "3C” Distributors. ‘ cond 

today 

been 

and » 

Cipat 
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, factu 

&p inter; 
YTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO perfe 
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New Interpretation of 
Robinson-Patman Act 


SPEAKING in New York City, re- 
cently, Representative Wright Pat- 
man, Of Texas, and one of the co-au- 
thors of the Robinson-Patman Act, 
declared that the acceptance of un- 
just cancellations or return of mer- 
chandise violates the Robinson-Pat- 
man Act. The Act prohibits discri- 
mination of any sort between pur- 
chasers, he pointed out, and when 
“unwarranted cancellations or re- 
turns” are accepted by the manufac- 
turer, he is giving the customer in- 
volved a benefit not extended to other 
“more fair-minded patrons,” thus vio- 
lating the law. 

“You will be conforming to the 
spirit and letter of the Robinson-Pat- 
man Act if you refuse to allow a firm’s 
mder to be cancelled without ade- 
quate reason or if you decline to take 
back merchandise that fulfills all the 
requirements of a good delivery,” 
Congressman Patman said. 

Commenting in its bulletin on this 
new angle, the Electric Institute of 
Washington says: 

“This is an entirely new twist to 
the Law and took everybody by com 
plete surprise. Precious little com 
ment is available today from either 
manufacturers or retailers, but they 
will both no doubt have plenty to say. 

“If upheld by the courts and put 
into practice by the Federal Trade 
Commission, the impact would be 
terrific. Much will depend on how 
“unjustified returns” are interpreted, 
but at best it will be a reversal of nor- 
mal industry practice with respect to 
cancellations and_ returns. 

“It hits the appliance industry par 
ticularly hard, since durable goods are 
extremely vulnerable to return prac- 
tice especially in view of the unstable 
conditions existing in the industry 
today. Returns are reported to have 
been heavy lately in many categories 
and widespread cancellations are anti- 
cipated because of the slow movement 
of many appliances. This had manu- 
ficturers plenty worried and such an 
interpretation of the law would be a 
perfect out for them. 
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OF THE INDUSTRY 


“It is too early to gauge the real 
impact of this bombshell, but an ap- 
praisal should be possible within a few 
days, when reaction will have cry- 
stallized.” 


Yale & Towne Company 
Enters Appliance Field 


YALE, a trade name used interna- 
tionally to identify the locks, builders’ 
hardware, and industrial equipment 
manufactured by the 79-year-old Yale 
& Towne Manufacturing Company, 
has now made its appearance on a 
consumer product in the highly com- 
petitive traffic appliance field with 
the introduction into test sales areas 
of the Tip Toe automatic electric 
iron, the first of a line of home ap- 
pliances to be produced at the com- 
pany’s new Buffalo plant. 

Produced after three years of study, 
research and experimentation, the Tip 
Toe iron, has a hinged sole plate mak- 
ing the appliance virtually two irons 


BRIEFS 


| | 


re 


1 
j 


in one. ‘The dual sole plate is covered 
by a basic patent. 

The toe part of the sole plate, func- 
tioning as a tiny doll-sized iron, en- 
ables housewives to iron with ease 
such difficult-to-get-at places as ruf- 
fles, smocking, pleats, gathers, yokes, 
and small sleeves. The toe area iron- 
ing surface is one-fourth of the total 
sole plate. 

The total sole plate of the iron as 
a unit, is more than 29 square inches, 
making it an iron with one of the 
largest sole plates in use. Each of the 
sole plates, has its own cast-in tubu- 
lar heating clement. 

As a unit, the Tip Toe iron op- 
erates as any other iron. Advantages 
claimed by the manufacturers include 
light-weight, large sole plate, air 
cooled handle and accurate thermo- 
stat. An additional feature of the Tip 
Toe iron is the ten thousand cycle re 
versible cord which allows the left 
handed ironer to enjoy the same iron- 
ing comfort as her right-handed 
counter-part. 


ALABAMA POWER RELIGHTS—One of thirteen floors being relighted by 
Alabama Power Company, as rapidly as equipment can be obtained, is shown 
here. This is the company’s engineering department on the sixth floor. An 


identical installation has also been installed on the fifth floor. 


Assuming 


leadership and guidance toward better lighting in the area it serves, the 
Alabama Power Company is lighting its own building to an intensity of 50 


foot-candles and is setting up a systematic maintenance program. 


(Photo 


courtesy Wakefield Brass Co.) 
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Score with yA \ WESIX 


Ney 

































a home run in terms of increased 
revenues ...a home run in terms of consumer satisfaction... 
because the WESIX Wiredheat Systems not only satisfy the ever 
growing demand for 100% electrically heated homes but provide 


increased revenues as well. 


Good diversity. Since each room to be heated re- 
: / quires a separate heating unit, thereby eliminating 
>, unnecessary over-all heating, demands are not 
co-incident .. . and with thermostatic control good 

diversity is assured. 


Thermostatically controlled automatic heaters 
prevent waste of current due to overheating... 


Ss 


provide uniform or steady loads with maximum 


= consumer comfort. 


The fully insulated house requires less connected 
load ... leading to a saving in transformer and ser- 
vice capacity... producing a flat load characteristic. 


Correctly sized heaters provide sufficient capacity 
without excess to keep demands at a minimum. 
(And the WESIX installation is correctly sized be- 
cause of accurate engineering service.) 


Planned distribution systems can meet the exact 
locational demand of the load. By utilizing the 
National Electrical Code all-electric homes can be 
controlled. 


) - tt? 
a> ye | \ i 








ra, PARK aan | 


WESIX ELECTRIC HEATER CO. 
390 First Street, San Francisco, California 


SCORE WITH WESIX 


WIN WITH A PROFITABLE LOAD 
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An outstanding feature of the new 
Yale iron is its dual sole plate. 
Here the iron is shown in the “Tip 
Toe” position. An easy forward 
pressure has changed a large iron 
into a small, doll-sized one, just 
right for nosing into gathers, with 
the rear of the iron up off the 
ironing board. 


Consistent with Yale & ‘Town 
policy of diversified manufacture ; 
1utonomous unit supervision, all 
traffic appliances will be manufact 
cd at the new Yale & Towne pla 
2933 Main Street, Buffalo, N« 


York. This home appliance mai 
facturing unit covers a land arca 
17 acres and manufacturing spacc 


80,000 square fect. 

Distribution of the Tip Tos 
and all other Yale traffic applian 
to be produced will be through a 1h 
ited number of selected franchi 
distributors. 

A unique feature of the Yale n 
keting plan will be its main relia 
upon women as field sales represent 
tives. With the exception of the « 
trict manager in charge of cach te 
tory, who will be responsible for « 
tributor contacts, the entire m 
chandising effort around the Tip | 
iron will be supported by a_ nati 


wide organization of specially traincd 


voung women who will cducate ret 
clerks, set up local merchandising p 
grams for franchised retail dealc 
and will personally demonstrate 
iron where store traffic warrants. 
To support the retail sale of 
Tip Toe iron, Yale & Towne will a 


vertise the product in the national 


trade and consumer press, 


through co-operative advertising with 


retailers, in local papers in all mar 
kets. 


Progress Report Issued 
By Hotpoint President 
A PROGRESS REPORT on the co! 


pany’s multi-million dollar expansio 
program has been announced 


James J. Nance, newly elected pres- 


ident of Hotpoint Inc., of Chicago 
In a special statement less than 24 
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hours after his clection, Mr. Nance 
said that a 38-acre site on Chicago’s 
west side had been selected for the 
company’s new range factory. This 
will give Hotpoint, a General Elec- 


tric affiliate, a production capacity for 

12,000 ranges weekly at range fac- 

tories at Chicago totaling more than 

one million sq. ft. of floor area. He 


said that work will be pushed as rapid- 


ly as possible to have the expanded : IMPERIAL NEOPRENE 


facilities in operation by January, 


1948. - ea 
(he new Hotpoint president, who 

had formerly been executive vice-pres- f 

ident, noted that Hotpoint’s com- be A : 


: kitchen merchandising program 
is spearheaded by its longtime posi- 
tion in this ficld. He said that plans 
would include factory cxpansion for 
water heaters, dishwasher, and other 
appliances in the company’s complete 
kitchen and laundry lines would be 
announced later. 


James J. Nance 


Noting that sales records, howevet 
grcat in the past for ranges and other 
major appliances, would be “shattcr- 
cd by the vast market that the indus- 
try must meet,” Mr. Nance said that 
Hotpoint was tooling up in machi- 
nery and personnel to defend its Iead- 
crship on range, water heater, and 


dishwasher sales, and “‘to build for the 
top position as the industry’s com- 
plete electric kitchen manufacturcrs.” 
In assuming the top position at 
Hotpoint, Mr. Nance cl'maxes a 
climb in merchandising and manage- WIRE d CABL 
ment dating back to the carly 20’s an E 
when he gained his carly training at 
National Cash Register. Joining 
General Motors at the time the Frigi- 
daire plant was first put into produc: 
tion at Dayton, Ohio, he literally 
grew up with the appliance indus- 
try. Later, he filled management po- 
sitions at Easy Washing Machine 
Company and Zenith Radio Corpora- 
tion. Before joining Hotpoint as exe- 
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cutive vice-president, he was on the 
staff of Charles E. Wilson, president 
at General Electric Company, New 
York. 

While the main assembly lines will 
be moved to the newly selected loca- 
tion, production at the company’s 
other Chicago range factories will con- 
tinue as supply sources for specific 
sub-assembly units and for processing 
components. 

Present production of 1947 ranges 
at the company’s Chicago plants, is 
“up to schedule on the largest pro- 
duction program in its 40 years of 
Chicago range manufacturing.” 








DATES AHEAD 
National 


National Electronic Equipment Show, Hotel 
Stevens, Chicago, Il. May 13-16, 1947. 

Annual Meeting, Edison Electric Institute. 
Atlantic City, N. J. June 2-5, 1947. 

46th Annual Meeting, National Electrical Con- 
tractors’ Association, San Francisco, Calif. Sep- 
tember 8-10, 1947. Clint J. Harder, National 
Secretary, 633 Investment Bldg., Washington 5, 
D. C. 


Annual Convention, Uluminating Engineering 
Society, New Orleans, Sept. 15-22, 1947. 

Transmission and Distribution Committee, 
Edison Electric Institute, Benjamin Franklin 
Hotel, Philadelphia, Pa. October 9-10, 1947. 

2nd International Lighting Exposition and 
Conference, Stevens Hotel, Chicago, Ill., Novem- 
ber 3-7, 1947. A. B. Coffman, Manager, 111 
West Jackson Blvd., Chicago 4, Il. 


Southern 


Missouri Valley Electric Association, Black- 
hawk Hotel, Davenport, Iowa. May 22-23, 
1947. 

Virginia Chapter, IAEI, Virginian Hotel, 
Lynchburg, Va. June 19-20, 1947. A. M. 
Miller, Secretary-Treasurer, 910 West 30th St., 
Richmond 24, Va. 

Fall Conference, Engineering and Operation 
Section, Southeastern Electric Exchange, Henry 
Grady Hotel, Atlanta, Georgia. Sept. 25-26, 
1947. 

Southern Section, International Association 
of Electrical Inspectors, George Washington 
Hotel, Jacksonville, Florida. Oct. 27-29, 1947. 
A. M. Miller, Secretary-Treasurer, 910 West 
30th St., Richmond 24, Virginia. 

General Sales Conference, Southeastern Elec- 
tric Exchange, Atlanta Biltmore Hotel, Atlanta, 
Ga. October 29-31, 1947. 








Norge Enters Electric 
Water Heater Field 


Tue Norce Division of Borg-War- 
ner Corp., Detroit, Mich., announ- 
ces its entry into the electric water 
heater business with the introduction 
of five models of the product into the 
company’s line of household appli- 
ances. 

In making the announcement, M. 
G. O’Harra, vice-president and direc- 
tor of sales, disclosed that deliveries 
are now being made to distributors 
throughout the nation and that dealer 
sampling should be completed within 
a relatively short period. 

The new electric water heaters are 


80 


being offered in five sizes, with gal- 
lonage capacities of 80, 66, 52, 40 
and 30. They are of the round, up- 
right type, are finished in easily 
cleaned, high-gloss, baked white en- 
amel, and are completely insulated 
with a five-inch thickness of glass 
wool. 


Sd 


One of the five new models of 
electric water heaters manufac- 
tured by Norge. Models come in 
30, 40, 52, 66, and 80 gallon sizes. 


A single or double heating element, 
of “nichrome,” is available, depend- 
ent on local utility practices. Com- 
pletely automatic, the units are equip- 
ped with thermostats, and have a 
finger-tip control for simple tempera- 


ture adjustments to suit the require- 
ments of the user. 

One of the features of the heaters 
is a diffusion baffle which prevents 
the mixing of inflowing cold water 
with that already heated. 

Commenting on the firm’s mov 
in entering this field, Mr. O’Harra 
stated that it was logical from two 
standpoints: (1) that only one hom« 
in ten has an automatic water heate 
of any kind, thereby making th 
theoretical sales potential nine home 
out of every ten, and (2) that intr 
duction of a water heater rounds out 
what is already “the most complete 
line of major household applianc 
offered by any producer.” 


Okonite Establishes 
New Branch Office 


A NEW BRANCH OFFICE has bee 
established at 601 Chamber of Com 
merce Building, Charleston, W. Va 
by The Okonite Company of Pa 
saic, N. J 

Edward A. Damrau, formerly 
charge of the Pittsburgh, Pa. office of 
the company, has been appointec 
manager of the new branch office 
Mr. Damrau will handle all electrica 
wire and cable sales in West Virgini 
and adjacent parts of Kentucky an 
Virginia for both Okonite and it 
Hazard Insulated Wire Works Dis 


sion. 
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DEEPFREEZE DISTRIBUTOR MEETING IN ATLANTA—F. F. Duggan, 
general sales manager, Deepfreeze Division, Motor Products Corporation, 
points out the many features of the company’s new line of home freezers to 
distributors at a recent meeting held in Atlanta. The purpose of the meet- 
ing was to acquaint the distributors with the new models’ improvements. In 
the picture (from left to right) are: E. M. Ostendorff, sales supervisor, 
Cannon Distributing Company, Charleston, S. C.; Mr. Duggan; T. F. Elrod, 
Southern regional sales manager, Deepfreeze; and N. L. Cannon, president, 
Cannon Distributing Company. 
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Mo national advertising looks mighty 
"4 attractive, Mr. Radio Dealer. But look 
under the pretty flowers—is there a hidden 
brick-bat? How much work does that adver- 
tising do for you? 

No such questions plague Sparton dealers. 
Benefits of Sparton’s sparkling, full page, 
four-color ads, now appearing in leading 
national magazines aren’t spread thin as 
watered milk over 500, 50, 20, or even 10 
dealers per area. 


$+C+M+P»* makes national advertising local 


Under S.C.M.P.* (Sparton’s plan that cuts 
distribution costs and ends retailing night- 
mares) there’s only ONE Sparton dealer in 
each community. So, a person who reads a 


Sparton ad is directed to that one dealer— 


easily located through the yellow pages of 
the telephone directory. 

See what a difference it makes! Here’s 
national advertising that really works locally. 
Sparton dealers get full value from every ad 
in every magazine reaching their territories. 

Yes sir, advertising like that is weleome as 
flowers in May! And there’s more too—com- 
bine the other features of S.C.M.P.* with 
Sparton’s top quality and low retail price— 
add for good measure important new product 
news soon to be announced—then you have 
the full story. 


It pays to be a Sparton dealer! 


THE SPARKS-WITHINGTON CO., JACKSON, MICH. 
Radio and Appliance Division—Plant 5 


Radio’s Richest Voice Since 1926 


out he brick-bats 
that bouguer // 
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aks 
DEALER 


in each community 


Check These 


Profit-Increasing Features 


One exclusive dealer in each 


area 

National advertising that 
works locally 

Direct factory-to-dealer 
shipment 

Low consumer prices 
Factory prepared and dis- 
tributed promotion helps 
Seasonal promotions 
Uniform retail prices 
Products styled by 
outstanding designers 








SPARTON CO-OPERATIVE MERCHANDISING PLAN. A proven exclusive 
om ca @ s @ method of profitably retailing radios and home appliances that has been 
and is being advertised regularly to consumers in leading magazines. 
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Catalogs, Bulletins and Technical Data 
Availabl: to Readers of Electrical South 














109—Hanger Outlets and Floor Boxes. Bulletin No. 72 is a 
new bulletin recently issued by Frank Adam Electric Co., St. 
Louis, Mo. Various type hanger outlets and floor boxes are 
illustrated and described in the bulletin, and the list price of 
each is given. A new addition to the line of hanger outlets, 
the Clock, is also described in a special insert. 


110—Quikheter. The advantages of the new built-in type elec- 
tric Quikheter are discussed in Bulletin No. 73, of the Frank 
Adam Electric Co., St. Louis, Mo. Outstanding features of 
the Quikheter, such as its beautiful chromium finish front and 
its genuine Michrome wire heating element which should 
never wear out under normal operating conditions, are de- 
scribed, and illustrations show the Quikheter brings warmth 
into every room. 


111—Electronics Digest. Recording the latest developments in 
electronics at work, the new “Electronics Digest” which includes 
articles on Stratovision, Mot-O-Trol, fluorescent light, electro- 
lytic tin plating, X-ray inspection, and electrostatic air cleaning 
is announced by the Westinghouse Electric Corporation, Box 
868, Pittsburgh 30, Pa. The 50-page illustrated booklet, 
(B-3726), is published quarterly. 


112—Modernization Guide. Concentrating on plans for im- 
proving the most inefficient parts of the wiring system in the 
home, Central Electric Company’s Appliance & Merchandising 
Department, 1285 Boston Ave., Bridgeport 2, Conn., announces 
a 20-page Electrical Modernization Guide. It is designed to 
overcome the conception of electrical modernization as an in- 
convenient and expensive job. Highlight of the booklet is a 
description of the add-a-circuit program for rewiring. 


113—Airport Equipment Booklet. Typical lighting plans and 
wiring diagrams for all classes of airports are included in a new 
56-page booklet “Airport Electrical Equipment’ (B-3573) an- 
nounced by the Westinghouse Electric Corporation, P. O. Box 
868, Pittsburgh 30, Pa. Designed to meet CAA and Army and 
Navy standards, equipment listed and described in the booklet 
is also keyed by symbols to wiring diagrams and lighting layouts 
in the plan sections, to assist airport engineers in meeting spe- 
cific requirements for any type of airport operations. 


118—Theater Lamp Booklet. Westinghouse Lamp Division, 
Bloomfield, N. J., announces a new 32-page illustrated booklet, 
(A-4575), which gives detailed information covering the selec 
tion, use and maintenance of lamps for all theater applica- 
tions, emphasizing particularly the new fluorescent circline and 
slimline lamps. It contains two dozen large architectural pencil 
renderings and 90 small lighting application and idea drawings. 
Six tables in the back of the book are specially designed to fit 
the needs of the theatrical industry and to aid in ordering lamps. 


120—Tachometers. The Herman H. Sticht Co., Inc., of 27 
Park Place, New York 7, New York, has recently issued con- 
densed bulletin No. 1045 showing nine different types of tach- 
ometers which can be supplied by the Sticht firm. This bulle 
tin shows a large amount of tachometers including portable and 
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stationary types, single and multiple ranges, domestic and im- 
ported Swiss tachometers. 


122—Connector Manual. Anderson Brass Works, Inc., Bir- 
mingham 1, Alabama, announce their new complete manual 
“Anderson Brass Connectors,” Catalog 105, is ready for 
tribution. The complete line of Anderson bronze electrical 
connectors is discussed in up to date and specific facts. A 
tailed technical section—28 pages of tables, formulae, and 
formation—make this a valuable, reliable data source for the 
electrical engineer. Dimensions and shipping weights are given 
on all items, and the manual is cross-indexed with items grouped 
alphabetically and pictorially by sections and types. ‘The catalog 
is desk-size, measuring 9 x 11 inches, and containing 184 p 
permanently bound. 


123—Window Fan. A new catalog, “Bar-Brook Window Fans’ 
has been issued by the Bar-Brook Mfg. Co., Inc., 1553 7 
Ave., Shreveport, La. This catalog shows illustrations of the | 
Brook design to be used in offices, apartments and small hor 
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124—Midget Metal Base Relays. A new bulletin, No. 14, 
has been issued by the Ward Leonard Electric Co., 31 S. St 
Mt. Vernon, N. Y. This bulletin describes how midget n 
base relays are designed for use in small radio transmitters 
craft control circuits and applications where space is limit 


125—Industrial Fluorescent Fixtures. Day-Brite Lighting, | 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 30-A 
which contains complete specifications for each type “Day-Lin« 
industrial fluorescent fixture: single units and continuous sy 
tems for two 40-, three 40-, and two 100-watt lamps; detailed 
data on installation, accessories and servicing; list prices and 
charts for figuring foot-candle intensities. 


126—Unit-Fans. A new 16-page booklet on unit-fan 
been published by Reed Unit-Fans, Inc., 1001 St. Cl 
Ave., New Orleans 8, La. This booklet describes the desig 
of the Reed reversible unit-fan and how by adding variou 
tachments it serves all purposes and uses—for installation as a 
window fan, attic fan, portable floor fan, and all commerciil 


exhaust fan installations. 


127—Switch and Receptacle Plates. A catalogue page 
ing a new line of switch and receptacle plates of pure alumi 
that can be painted over with wall paint has been issued by 
D & M Mfg. Co., 79 W. Peachtree Place, N. W., Atlanta, 
Ga. These plates are breakproof, rust-proof, and conf 
rough walls. 


128—Fluorescent Fixtures. An 8-page catalogue has beer pre 
pared by Mitchell Mfg. Co., 2525 N. Clybourm Ave., Chi 
14, Ill. The catalogue includes a complete description of 
offices, stores, schools, public buildings, institutions, etc. 


129—Anti-Corrosive Paints. Literature has been publis! 
by Subox, Inc., 348 River Rd., North Arlington, N. J, on t 
Subox and Subalox paints used in generating, transmission 
distribution construction and maintenance. Both paint 
based on a colloidally dispersed and amorphos pigment of : 
oxide of lead which is so chemically active that weathering in 
creases its rustinhibitive properties as well as its hardness 


130—Buzzer and Push Buttons. The Wm. J. Murdock ‘ 
Chelsea, Mass., has prepared a catalogue page which shows act 
size illustrations of their new “Tone-Right’” buzzer an 
buttons. 


lescrib 


131—Lighting Bulletin. A 4-page bulletin (2169) describing 
briefly the various fluorescent and incandescent lighting equip 
ment now being sold to the trade has been issued by Curtis 
Lighting, Inc., 6135 W. 65th St., Chicago 38, Ill. Individual 
specification sheets on various fixtures are included. 





132—Controlling Apparatus. A binder including descriptive 
bulletins and listings on electrical controlling and distributing 
apparatus such as safety switches, light and power panelboards, 
switchboards, and bus duct systems has been published by 
Bull Dog Electric Products Co., Detroit 32 Mich. 


133—Tru-Heat Automatic Iron. A specification sheet which 
completely tells the story of the new General Mills Tru-Heat 
Automatic Iron has been published by General Mills, Inc. 
Homes Appliance Dept., 1620 Central Ave., Minneapolis 1), 
Minn. This sheet gives illustrations of and describes the exclu 
sive features of this iron which make ironing faster, easier, safct 
and better. 


134—Terminal Lugs. A new bulletin, No. 8-DF, issued > 
Krueger & Hudepohl, 5 East Third St., Cincinnati 2, Ohio 
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illustrates the larger size terminal lugs and describes folding 
double cupped washer lugs with and without insulation grip, 
with large and small screw holes for standard stranded, extra- 
flexible stranded and solid wire specifications. 


135—Hunter Ventilating Systems. A complete description of 
ventilating systems is given in the latest catalogue issued by 
Hunter Fan & Ventilating Co., 400 S. Front St., Memphis, 
fenn. Illustrations and discussions on the belt driven exhaust 
capacitor airspread fans, Deluxe oscillating fans, exhaust 

fans and ceiling fans are presented clearly in this catalogue. 


136—Soft Soldering. The Lenk Mfg. Co., Newton Lowe 
Falls 62, Mass., has recently issued a bulletin entitled, “Soft 
soldering,” which contains complete working instructions for 
home workshop soldering with all types of Lenk solder avail- 
able to the home craftsman through various retail outlets. 

137—Gorilla Grip Connectors. “Mechanical Principles o 
Gorilla Grip Eiectrical Connectors” is the titie of the new 12- 
page booklet, No. 466, published by National Electric Products 
Corp., Chamber of Commerce Bldg., Pittsburgh. The booklet 
was compiled to assist engineers, jobbers, contractors and in 
dustrial purchasing agents in acquiring an exact understanding 
of the design and function of these connectors. 


138—Electrical Fittings. A complete line of Gedney fittings 
which includes conduit bodies, as well as practically all fittings 
required for rigid conduit, armored cable, non-metallic cable 
flexible conduit and EMT installations is described in a folder 
ecently published by Gedney Electric Co., R. K. O. Bldg., 
Kadio City, New York, N. Y. 


139—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
Plainville, Conn., has recently issued a condensed general cata 
log, “Trumbullist”, which gives complete information on electri- 
il control apparatus. 

140—Infrared Lamps. 
Made Easy”, listing the 
Lamps 1s available from 


An 8-page folder, “Drying Problems 
advantages of the Dritherm Carbon 
the North American Electric Lamp 
This folder includes 
1 complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast, effective heat. 


141—Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order- 
ing of the proper brushcs. 


142—Sun Lamp Data Book. The “Answer Book’, recentiy 
ublished by Sperti Inc., Cincinnati 12, Ohio, answers all ques- 

; about the sun lamp. Catalog sheets are also available on 
the portable model P-100 and the S-200 pedestal-style lamp. 


143—Circulation Fans. Detailed folders are now available 
tom The O. A. Sutton Corporation, Wichita 2, Kansas, on 
all of their models of the Vornadofan. These folders are well 
iiiustrated and give a detailed description of each unit. 
144—Trilmont Electric Heater. This booklet tells the story 
f the recognition won by the Trilmont Products Company, 
PI Penna., for their electric heater. This com- 


hiladelphia, 
pany won The National Safety Award which was presented by 
Lewis & Conger, of New York City. 


145—Chromalox Range Unit. Construction details and parts 
lists for the Super-Speed and Hertflo range units are shown in 
Bulletin CF-145, available from Edwin L. Wiegand Company, 
600 Thomas Blvd., Pittsburgh 8, Pa. 


146—Transformer Demonstration Chart. This chart shows 
how banked secondary transformers opcrate under overload or 
fault conditions. The chart, SA-900, is published by the West- 
inghouse Electric Corporation, P. O. Box 868, Pittsburgh 30, Pa. 


147—Monarch Electric Ranges. Data is available from Malle- 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
types of this company’s ranges. 
_152—Lighting Fixtures. Bulletin No. 10, available from The 
Spero Electric Corporation, 18222 Lanken Ave., Cleveland 19, 
Ohio, is a four-page brochure showing electrical fixtures and 
materials for electrical construction. 


153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well illustrated bulletins. 
now available from the Schwitzer-Cummins Company, 1125 
Massachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Jctopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
anty unit, for applications requiring greater exhausting and blow- 
mg volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 
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155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case’ studies 
of several lighting installations in schools. ‘his bulletin is avail- 
= from The F. W. Wakefield Brass Company, Vermilion, 
110. 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
ncctors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


158—Attic Fans. This folder describes the Dana Deluxe 
Attic Fan and is issued by the George B. Klee Company, 
3501-27 Colerain Avenue, Cincinnati 23, Ohio. 


159—Renewable Fuses. Price list and specifications for Pierce 
fuses is available from Pierce Renewable Fuses, Inc., 211-219 
Hertel Ave., Buffalo 7, N. Y. 


160—Reactance Dimmers. Bulletin No. 74, issued by Ward 
Leonard Electric Co., 31 South Street, Mount Vernon, N. Y.., 
describes in detail the Hysterset Electronic Control for the mod- 
erm stage switchboard. 


162—Junction and Mcter Equipment. A series of bulletins 
describing junction boxes, telephone cabinets, metering equip 
ment, etc., for indoor and outdoor applications, is available 
{rom the Walker Electrical Company, P. O. Box 8, Station D, 
Atlanta, Ga. 


163—Metal Duct Housing. The first revision in five years of 
Catalog No. 445, describing and illustrating “4-by-4 Wirewa’’ 
has been completed by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa. This re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32. 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. The many drawings included show 
dctails of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
the scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com- 
pany, Nela Park, Cleveland, Ohio, has announced the publica- 
tion of a new industrial lamp folder. This folder, Y-689, con- 
tains six pages of photographs and technical data on the indus- 
trial heat lamps manufactured by the company. 


167—Ventilating Fans. A new, 48-page manual to be used 
as a guide for dealers in the selection and installation of Silent 
Breeze ventilating fans for residential, commercial, and indus- 
trial applications, has just been issued by The Holcomb & Hoke 
Mfg. Co., Inc., 1545 Van Buren St., Indianapolis 7, Ind. 


168—Electric Room Heaters. The Wesix Electric Heater Co., 
390 First St., San Francisco 5, Calif., has informative data avail- 
able on their Automatic Electric Room Heaters. 


169—Materials Handling Hand Truck. A descriptive bulletin 
has just been issued by Handees Co., Dept. P, Bloomington, 
lll., giving information about the company’s line of hand trucks. 
Of special interest is the Model 88R, an appliance and refrigera- 
tor hand truck. This truck has a 1000-pound capacity. 


170—Lock-Tite Pressure Connectors. The Thomas & Betts 
Co., Elizabeth 1, N. J., manufacturers of electrical fittings, has 
made available an illustrated folder describing their compact 
line of solderless pressure connectors. 


171—Self-Supporting Cable. A new 52-page, fully illustrated 
manual on self-supporting cable has been issued by The Okonite 
Company, Passaic, N. J. Pertinent charts, tables and diagrams 
supplement the detailed descriptive matter answering the many 
questions which arise concerning the use of this type cable. 


174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire is now available in a bulletin designated 
as H-407 and available from Hazard Insulated Wire Works, 
Division of the Okonite Company, Wilkes-Barre, Pa. An insert 
gives comparative data on copper and aluminum conductors. 
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Anniversary Celebrated 
By BullDog Electric 


Tue ButiDoc Exvecrric Products 
Company of Detroit, this year cele- 
brates its forty-fifth anniversary. 

BullDog was established in 1902 
as the Mutual Electric and Machine 
Company, in Wheeling, West Vir- 
ginia, manufacturing clectrical control 
and distribution apparatus for the 
steel industry in the Allegheny Valley. 
The famous BullDog was then merely 
a trademark selected to convey the 
toughness and endurance of an carly 
knife-type switch. 

In 1915, the company moved to 
Detroit to better satisfy the fast-ex- 
panding electrical needs of the auto- 
_ motive industry. The company out- 
grew two plants in the next few years, 
and in 1923, moved to its present 
cight acre site at Joseph Campau Ave- 
nue at Dunn Road. In 1927, the 
trademark was graduated to company 
name; and the Mutual Electric and 
Machine Company became the Bull 
Dog Electric Products Company. 

In the years immediately follow 
ing, BullDog made a great name for 
itself in pioneering the prefabricated 
busway system for electrical distribu- 
tion, called BUStribution Duct. It 
also introduced two complementary 
busway systems; Industrial Trol-F- 
Duct, which made it possible to safely 
power cranes, hoists and high cycle 
portable electrical tools “on the run”; 

















and Universal Trol-E-Duct, whose 
continuous electrical outlet made _ it 
possible to add, remove or shift lights 
with astonishing ease. 

During the war, BullDog was faced 
with an overwhelming demand for 
its busway systems; and these played 
an important role in arming the Am- 
erican industrial plant for war produc- 
tion, and in turning out war goods. 

Postwar BullDog manufactures a 
wide range of electrical control and 
distribution apparatus; thermal cir 
cuit breakers, service equipment, safe- 
ty switches, lighting panels, switch- 
boards and several prefabricated bus- 
way systems for distributing power for 
lights and machines. 

Now directing the company arc 
William H. Frank, who succeeded his 
father, H. J. L. Frank, as president 
of the company upon the latter’s 
death in 1939; M. C. Emery, execu- 
tive vice-president; and J. J. Mitchell, 
vice-president in charge of sales. 


Range Advertising 
Announced by NEMA 


The Electric Range Section of the 
National Electrical Manufacturers’ 
Assn. announced the first part of a 
long range industry promotion at the 
association’s annual meeting held 
early in March, in Chicago. 

“The initial objective” announced 
Roger Bolin, chairman of the NEMA 








LOOK TWICE! IT’S A CONVERTIBLE REFRIGERATOR—Pictured at the 


left is the Coolerator C7 ice refrigerator. 


At the right is the same refrig- 


erator converted into a DR70 electric unit, simply by installing a base plat- 


form and a “packaged” electric unit. 
home by a dealer’s service man in less than an hour. 


Installation can be made right in the 


The converted model 


will have a built-in frozen food locker with a 25-pound capacity without dis- 


turbing the ice trays. 


The refrigerators are manufactured by the Cool- 


erator Company, of Duluth, Mich. 





electric range advertising committec 
“Is to prepare the way for 1,000,000 
electric range installations each year 
for the next five years.” 

This industry program is careful 
keyed to capitalize on the acceptan 
and the American housewives’ d 
mand for electric ranges. 

“One phase of our broad indust 
program,” continued Mr. Bolin, 
to promote the electric range idea 
the school and college home econ 
mists. Since most electric range man 
facturers have plans of installing ck 
tric ranges in school laboratory kitc] 
ens, thousands of future homemak 
are being taught the modern elect: 
way of cooking. This will prove d 
finitely beneficial to the appliance 
tailer because of the insistent dema 
by new housewives for a modern cl 
tric range.” 

To effectively reach the hor 
economists, full-page advertisemen 
are scheduled to appear in “What’ 
New in Home Economics,” “Pract 


cal Home Economics,” and “Journ 
of Home Economics.’ 
“Another part of the prograr 


said Mr. Bolin, “aims to encou 

the building profession to ‘wire ahe 
so that new homes will be wired 

a modern electric range. When hi 
dreds of thousands of new homes 

adequately wired, the retailer’s mar! 
for electric ranges will be broadet 
even further. 

“To help the retailer prepar 
wav for greater electric range 
we have developed a very compl 
book entitled ‘Cooking Electric 
Through simple, evervday, easy-t 
understand language, this book 
the entire story of the ease 
which the housewife can becom 
‘master chef’ by cooking the mo 
electric way.” 

Mr. Bolin is manager of ad\y 
ing and sales promotion. Appl 
Division, Westinghouse F.1 e« 
Corp., Mansfield, Ohio. The ad 
tising agency serving the Elk 
Range Section of NEMA is the Ralph 
H. Jones Co., New York and Cin 


nati. 
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Appliance Association 
Elects Cecil E. Kirby 

AT A RECENT MEETING of The D 
County Appliance Dealers Associat 
Dade County, Florida, Cecil E. Kirb 
was elected president. In his addres 
at the meeting, Mr. Kirby said, 
“With the return of increased pro 
duction and the greater availabilit 
of appliances to all dealers, we hope 
to adequately serve you with an asso 
ciation that will meet your needs as 
well as the education of the public. 
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Type VAS for socket mounting. 


The New Sangamo Lincoln Type VA 


Type VAP for bottom connection, , 
illustrating phase-shift selector switch. thermal demand meters are now available for 


simple and economical demand measurement on a KVA basis. 
Sangamo Type VA meters measure KVA on the well known phase-shifting transformer principle. 
In these meters taps from the potential windings are permanently connected to a simple selector 
switch in the meter by which the desired phase-shift is accomplished. The selector 
switch provides connections for measurement at either 87%, 71% or 50% power 
factor. A unity power factor connection is also provided for convenience in testing. 
The proper taps for any one of the power factors are all interconnected by a single movement of 
the switch. 


Since no external phasing device is necessary with these meters, the total mounting space 
is no greater than that required for any conventional demand meter. The Type VA meters are 
made for 3-phase 3-wire, 3-phase 4-wire Wye or 3-phase 4-wire Delta circuits. Type VAP, for 
bottom connection and Type VAS, for socket mounting are of the indicating type. A graphic meter, 
Type CCVA, for bottom connection, is also available. 





SANGAMO 





ELECTRIC i) COMPANY 


SPRINGFIELD ¢@ ILLINOIS 
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At the same meeting, Ed Rogers 
was elected vice-president, and Char- 
lie McCarthy was elected to serve as 
treasurer. J. F. Myers was employed 
as executive secretary for the associa- 
tion and will maintain offices in the 
Pacific Building, 327 N.E. Ist Ave., 
Miami, Fla. 


Universal Announces 


Eight Range Models 


EIGHT OUTSTANDING range models, 
cach designed to meet specific con- 
sumer demand, have been announced 
by H. M. Parsons, vice-president of 
Landers, Frary & Clark. 

Under the banner heading of 
Speedliner Ranges, each of the eight 
models will feature the new Thermo- 
Chef auxiliary oven, which is heated 
by side wound unit and thermostati- 
cally controlled; the new super-heat 
monotube thrift units with multi-heat 
control which are faster and easier to 
clean; and a new large Tru-Bake auto- 
matic oven with positive heat con- 
trol. 

The Thermo-Chef auxiliary oven 
bakes, roasts, steams, and stews with 
automatic timing if desired, and is 
capable of cooking whenever large 








One of the eight new range models 
just announced by Landers, Frary 
& Clark, manufacturers of Uni- 
versal home appliances. A feature 
of this range is the Tel-a-Switch 
panel on the back splasher. Posi- 
tion of switches is identical with 
that of the units. 


oven capacity is not required. The 
auxiliary oven is fully equipped with 
adjustable 2-layer cake or pie baking 
racks, trivet, 2-covered steaming pans 
with separate lift-out handles; wire 
mesh basket with cool bail handle. 

The Thermo-Chef offers a_ well 
cooker that is completely automatic 














SEPARABLE SOCKET TYPE 
RLM STANDARD DOME 





THREADED NECK TYPE 
GLASS-STEEL DIFFUSER 






FORMED NECK TYPE 
EP BOWL 


Light right 
with... 
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EASY DETACHABLE TYPE 
ELLIPTICAL ANGLE 


THE JONES METAL 


' YA, pele 


PORCELAIN ON STEEL 
“‘ABolite”’ 


Quality that meets every ligtting requirement has always 
been the watchword of ‘“‘Altolite” Reflectors. 
recognized throughout the lighting field for flawless con- 
struction, durability, ease of installation and maintenance. 


A few of the standard types are shown. The complete 
“ABolite” line includes other types for outdoor use, pro- 
tective lighting, sports and parking areas, filling stations 
and sign lighting. For every application where high 
efficiency with porcelain on steel enameled reflectors and 
floodlights is required. 

ABolite Reflectors are sold exclusively 


through electrical wholesalers. 
for specifications sent on request. 





REFLECTORS 


They are 


Catalog 











with both time and temperature coy 
trols. It has a “look-in” lid with 
heat proof glass which permits a vicy 
of the operation. 

The Super-Heat Monotube Th: 
units result in high cooking efficien 
Made of the simplest construction, 
only one coil instead of two, they | 
mit the coil to remain perfectly; 
without warping or distortion. T] 
is no anchorage or welding and | 
also give the great utensil cont 
area in proportion to mass; at 
same time permitting heat to be n 
evenly distributed through-out 
unit for the fastest possible heat 
The Super-Heat Monotube_ TI! 
units feature multi-heat control w1 
gives any surface heat required 
properly cook the food from 
simmer to a boil. 


Stewart-Warner Names 
Texas Distributor 


APPOINTMENT of the Beckl 
Jackson Distributing Company, 
las, Texas, as exclusive distribut 
Stewart-Warner radios in North 
Texas was announced recenth 
Flovd D. Masters, sales managi 
the Radio Division of Stewart-W 
Corporation. 

Organized in Januarv, 1947 
Beckham-Jackson Distributing C 
pany has its office and warehoi 
209 North Hawkins Street, D 
Partners in the new firm are M 
Beckham, Jr., and Farl N. Tack 
The former is the son of M. O. B 
ham, who for manv vears has | 
Southwest regional sales 
Stewart-Warner. 


manage 
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“All right, now, let’s try that last 
paragraph again—and make _ il 
sound convincing this time.’ 
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A NEW FUSE‘! 
(TFime A delay 


RENEWABLE 


TODAY’S SHAWMUT SHUR-LAG FUSE 
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Listed by Underwriters’ Laboratories. Inc. 


THE greatest progress in the renewable fuse in years. All parts are precision made and inter- 
changeable. They can be completely disassembled and reassembled. With a supply of parts, you 
can assemble or refit your own fuses. 

A T-D renewable fuse with a T-D link has the best time-delay characteristic of any renew- 
able fuse, because it gives maximum time-delay in the higher current ranges where most needed, 
while still giving maximum protection in the overload zone. 

It is the coolest renewable fuse, with the lowest heat and pressure when it blows. There are 
no steel parts. Ample metal surfaces, with high thermal absorption capacity, cool the gases 

enerated by interruption. 

On short circuit, the T-D link blows instantly on one notch, and the other notches follow in 
succession, operating like a four-step rheostat. This reduces the rate of rise in recovery voltage, 
and protects insulation and wiring. 

The T-D is the simplest, sturdiest and most serviceable renewable fuse, and the easiest and 
speediest to renew. Only a pair of pliers are needed to renew it, after it has blown many times. 

These are only a few of the advantages that establish the T-D in a place by itself among 
renewable fuses. Ask about them all. An inquiry of us or our nearest representative will bring 
you full information. 











THE CHASE-SHAWMUT COMPANY. NEWBURYPORT, MASS. 


Boston, New York, Syracuse, Cleveland, Philadelphia, Pittsburgh, Baltimore, 
Atlanta, New Orleans, Dallas, Detroit, Columbus, Indianapolis, Chicago, Omaha, 
Kansas City, St. Louis, Minneapolis, Denver, Los Angeles, San Francisco, Seattle. 
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Examining Boards 
To Be Investigated 


A BILL was enacted by the North 
Carolina Legislature in April under 
which the governor is to set up a 
special legislative commission to in- 
vestigate the State Board of Electnri- 
cal Contractors and the other twenty 
examining and licensing boards in the 
state with a view of determining 
whether the boards have suppressed 
competition within their _ trades; 
whether any members have used their 
offices for personal benefit; whether 
the laws setting up the boards should 
be amended; and whether the boards 
should be continued or abolished. 

A five-man commission, made up 
of legislators, will report its findings 
to the 1949 session of the Legislature 
ifter making a detailed examination 
of the books and records of all boards, 
finding out what proportion of ap 
plicants are licensed, how many licen- 
ses are revoked and for what reason, 
how many persons have been indicted 
or convicted at the instance of the 
boards for operating without license, 
how examinations are given, and to 
what extent the practices of the 





boards are not in public interest. 
Introduction of the measure came 
after opinions were voiced by legis- 
lators at the number of such boards 
now existing and the number of re- 
quests by various other professions 
and trades for permission to set up 
additional such boards. ‘There has 
been sentiment toward the 
consolidation of several of the boards. 
Only recently, a bill was intro 
duced in the N. C. Legislature which 
would authorize the appointment of 
a “public member” to serve on each 
of the twenty-one boards to guard the 
public interests and require each 
board to submit a detailed biennial 
financial report. At present, all of 
the boards made up solely of 
members of the trade or profession 
over which they exercise control 


some 


are 


Ameriean Central 


Issues Ad Booklet 


ADVERTISING its advertising to dis- 
tributor-retailer personnel is being vi- 
gorously pursued by American Central 
Division-The Aviation Corporation. 
Beginning in March, the company’s 









SVE SERVICE CAME 


POPULAR BRANDS 


BRUSH ASSORTMENT 


This practical 











selection includes 


CENTURY + DELCO « EMERSON « GE. 
LELAND « WAGNER « WESTINGHOUSE 






18 Different Brushes 
168 Pieces 
List $63.50 


$39.50 








Harco WASHER 


FINEST RED FIBRE 
1000 Washers 
18 Sizes from '/4" to 1a" 


_—" 





ELECTRIC MOTOR 


BES Po re 


Pm, 


BEARING ASSORTMENT 


Only popular fast-moving numbers 
are in this excellent assortment 


CENTURY «+ DELCO + EMERSON «G. E. 
LELAND « SUNLIGHT « WAGNER - 
WESTINGHOUSE 
18 Different Bearings ‘3 50 
152 Pieces net 
List $60.00 


a A tla lad 


2456 NINTH STREET, N. W. 


WASHINGTON 1, D. C. 
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5000 odd distributors, retailers ap; 
key sales personnel received a bro 
chure outlining the 1947 advertisin; 
program 

In thus merchandising its advert 









ing program, American Central a 
complishes several important mj 


sions. Diyistributor-retailer personn 
are kept better posted in advan 
plans for publicizing company | 
ucts. <A definite tie up of advert 
and merchandise is established a 
point of sale. 

“In short,” explains Charles R 
bolt, Jr., advertising manager, ‘“\\ 
have, by this means, greatly inci 
the return from the expen 
of the advertising dollar.  Plac 
the dealer’s hands these ads are 
ing a double purpose. 


Westinghouse Expands 


Buffalo Facilities 


PLANS TO EXPAND manufac 
facilities at the Westinghouse 
tric Corporation’s Buffalo, New 
plant have been disclosed by 
Phillips, vice-president. 

The new operation, formerly a | 
of the Switchgear and Control D i} 
sion at East Pittsburgh, will be 


as the “Industrial Control Division - 
To facilitate the transfer, L. R. Lud 7 
wig, manager of the Motor Division ti 
has been assigned responsibilit ” 
this operation in its present location fi 
Opcrations at Buffalo will eventual “ 
include motor, industrial contro 

per wire, and welding activities, ai 
will be known as the Buffalo te 


sions, rather than the Buffalo Moto: li 
Division. Mr. Ludwig will be 
ager of the Buffalo Divisions 
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“All I know is, it doesn’t inhale 
anymore.” 
























The 2nd International Lighting Exposition 
Announces 








Merir Awarp (ertiricate 


for Electrical Contractors... Electrical Wholesalers... 


Architects...Utility Lighting Men...Consulting Engineers 


on the Subject 


“What Planned Lighting Can Do” 


Offering Merit Award Certificates for Planned and 


Engineered Lighting Installations Completed in 1946 


and 1947, plus 12 Gold Seal Awards of $100 each. 


T RING this year or last, you 
have doubtless had a part in 


the designing. planning or produc- 
tion of at least one industrial or 
commercial lighting or floodlighting 
installation that has proved excep- 
tionally effective...an outstanding 
example of the benefits to be derived 
from lighting properly planned 
and installed. 

lt is to direct industry-wide 
attention to such achievements... 
to stimulate thinking along similar 
lines among the thousands who will 
attend the Exposition, that this 
competition on “What Planned 
Lighting Can Do” is sponsored by 
the 2nd International Lighting 
Exposition and Conference. 

For you, this represents a unique 
opportunity to contribute to the 
knowledge of better seeing through 
better lighting. Further, thousands 
will see your entry on display at the 
Exposition and reported in the trade 
magazines, and thus you and your 
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company will gain nation-wide rec- 
ognition for your accomplishment. 


4 separate competitions with 
opportunities for joint entries 
There will be separate competitions 
for each of the following groups: 
1. Electrical Contractors 
2. Utility Lighting 
Representatives 
3. Architects and Consulting 
Engineers 
4. Wholesalers’ Lighting 
Specialists and Salesmen 


Thus, for example, Electrical Con- 
tractors’ entries will compete only 
with submittals from other Electrical 
Contractors, Utility Men’s entries 
will compete only with other Utility 
Lighting representatives’ entries, 
etc. In addition, where the installa- 
tion is the cooperative work of men 
in two or more of the above 
classifications, the entry may be 


- Closing Date: Sunday, August 31, 1947 


submitted by the two or more 
involved, and entered in each of 
the applicable classifications. 


Merit Awards and 
Gold Seal Cash Awards 


From the entries received, the Board 
of Judges will select those which are 
judged eligible for Merit Award 
Certificates. All of these will be 
laced on exhibit at the Exposition. 
a addition, the judges will select 
the twelve judged best, three from 
each classification, which will 
receive Gold Seal Merit Awards of 
$100 each...a total of $1200 in cash 
prizes. Decision of the Board of 
Judges is final. 


Send for Official Entry Blank 
and Rule Book 

For an official entry blank and a 
copy of the rules, write or mail the 
coupon today. Along with rules will 
be sent helpful suggestions on the 
preparation of entries. 


All entries must be postmarked on or before August 31,1947—so MAIL THIS APPLICATION AND RULES REQUEST TODAY. 


MERIT AWARD COMMITTEE 
2nd INTERNATIONAL LIGHTING NAME 





EXPOSITION and CONFERENCE 





ZONE 





PLEASE PRINT PLAINLY 





Room 818, 326 West Madison Street ADDRESS 
Chicago 6, Illinois 

At no cost or obligation to me, please send city 

to the address at right an entry blank, 

rules and complete details of the Interna- 

tional Lighting Exposition Merit Awards. STATE 


“Plan Tomorrow's Lighting Today” aZ Z4e 2nd INTERNATIONAL LIGHTING EXPOSITION and CONFERENCE 
Chicago, Nov. 3-7, 1947, Stevens Hotel. Sponsored by INDUSTRIAL and COMMERCIAL 
LIGHTING EQUIPMENT SECTION of the National Electrical Manufacturers Association 
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Names in the News 











The board of directors of the Gen- 
eral Electric Company has elected 
Edwin E. Potter to the post of vice- 
president in charge of the commer- 
cial aspects of the company’s relations 
with customers, succeeding Vice- 
President Earl O. Shreve, who con- 
tinues as a member of the president’s 
staff with special duties as assigned, 
it has been announced by Charles E. 
Wilson, president. 

In his new capacity, Mr. Potter 
will direct the activities of the com- 
pany’s commercial vice-presidents in 
the field. His headquarters will be 
at 570 Lexington Avenue, New York. 

Mr. Potter is a native of Tenafly, 
N. J. Prior to the new appointment, 
he was a commercial vice-president, 
having been elected to that post in 
March, 1945. Since that time he had 
been a member of the staff of the 
president, and responsible for co-or- 
dinating the customer relations of all 
departments and affiliated companies 





E. E. Potter 


of General Electric in the District of 
Columbia, with headquarters in 
Washington, D. C. 

Mr. Potter was associated for many 
vears with the General Electric Lamp 
Department, and having held a va- 
riety of executive positions in that 
department and served on many of 








A NAME 
GROWING BIG 
—ELECTRICALLY 


95 PIEDMONT AVENUE, S. E. 







ATLANTA, GEORGIA 
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the company’s important committee 
he is widely known throughout 4| 


branches of the electrical industn 
* * * 


Chelsea Products, Inc., Irvingtoy 


N. J., announces the appointment oj 


George J. Read as general manager 

~ = “ 
He comes to Chelsea from Consol; 
dated Edison Company of New York 


where he was director of economi 


research. Mr. Read graduated fron, 
the University of Pittsburgh in 1924 
with a Bachelor of Science deg: 
engineering. 

In his new position he will 
tive in sales promotion, advertising 
and management. 


The L. R. Ward Company of D 
las, Texas, with branch offi 
Houston, Texas, and Tulsa, O 
ma, has announced the appoii 
of Dan L. Colbath as sales 
plication engineer. He will n 
headquarters in Dallas but wi 
the company’s salesmen in th« 
in the promotion of some 
lines. 

Mr. Colbath, a native of D 
a graduate of Texas A & M ( 
and for the past five years has 
with the General Electric Con 
in Schenectady, N. Y. 


* 


Ray W. Turnbull, recently « 
a commercial vice-president of Gen 
eral Electric Company, has 
as president of Hotpoint, Inc., G 
manufacturing affiliate. On Septer 
ber 1, Mr. Turnbull, with headqua: 
ters in San Francisco, will assume 1 
sponsibility for customer relations 
an area which includes Californ 
Arizona, Utah, Nevada, and Hawa 
and parts of Idaho and Wyoming. | 
the meantime, his headquarter 
be in New York. 

At a recent meeting of thi stoc: 
holders of The Wiremold Compan 
Hartford, Conn., D. Hayes Murph 
president, announced that two ne 
members were added to the 1 
directors. They are John Daw 
Murphy and Robert Henry Murph 

J. D. Murphy is vice-president a! 
general manager of the compat 
while R. H. Murphy is serving 
assistant treasurer and factory ma 
ager. 

* x 

J. H. Pearson, Jr., Southeasterg 
district manager for the Gray) 
Electric Company, has announc 
the appointment of John W. Vé 
Dorsten as manager of the Gray) 
office and warehouse at Winsto 
Salem, North Carolina. 
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ENGINEERED PLING 
QJ MOBILITE ya 





\Vhen considering a fluorescent installation look 
to Mobilite. The entire line of “Super-Vision” 
Mobiliers is constructed to give trouble-free 
service and designed to complement interiors. 
“Super-Vision” Mobiliers are available in types 
for every requirement . . . for offices, stores, 
smartly decorated salons, banks, schools, insti- 
tutions. Ideal for high or low ceilings or under 


lalconies. Standard attachments readily con- corieen someting jrocet 2 ooet 
- able to all “‘Super-Vision” Mobiliers. 


flush or Fixture is easily slipped into firm 
5 position. 


vert single units to a continuous run, 
suspension, single or double stem. All the 
elements of modern design, highest efficiency, 
minimum maintenance, functional flexibility 
and superior craftsmanship have been incorpo- 
rated in these high quality fluorescent units. 
Yes, look to Mobilite for your guarantee of the 
finest in fluorescent fixtures. 

Slight pressure on spring button re- 
lease at ends of unit permits ample 


opening for servicing, relamping and 


Write for Catalog S cleaning. 


MOBILITE, INC. 


Manufacturers of Fluorescent Lighting 


SA. 
SCHOOLS JERSEY CITY 6, NEW JERSEY 
ELECTRICAL SOUTH for MAY, 1947 




















Mr. Van Dorsten succeeds W. A. 
Moorefield, former Winston-Salem 
manager, who was transferred to 
Richmond some time ago as assistant 
to the Southeastern district manager 
there. During this time Mr. Moore- 
field has continued the supervision of 
Winston-Salem operation from Rich- 
mond. 


Edward W. Fishburne, of Greens- 
boro, N. C., has been appointed a 
representative by Regent-Savoy Elec- 
trical Manufacturing Corporation, 
589 North Avenue, New Rochelle, 
N. Y. Mr. Fishburne will cover the 
territory of North and South Caro- 
lina and the northeastern part of Ten- 
nessee. 

Robert T. Fife will continue to rep- 
resent the company in the remaining 
part of the southeastern territory. 


* * %e 


A. D. Robertson, formerly assistant 
manager of sales and engineering of 
the electrical section at the Norwood, 
Ohio, works of the Allis-Chalmers 
Mfg. Co., has been named manager 
of the company’s Tampa, Fla., dis- 
trict office. He succeeds the late 
Berrien Moore. 





Mr. Robertson joined Allis-Chal- 
mers in 1938 following his gradua- 
tion from North Carolina State Col- 
lege with a degree in electrical engi- 
neering. In 1939, he was transferred 
to the company’s Washington, D. C. 
district office as sales engineer and in 
1940, he was placed in charge of the 
marine motor and generator sales sec- 
tion at the company’s main works in 
West Allis, Wis. He was named to 
his Norwood post in 1944. 

os * eo 


Fay W. Wheeler has resigned as 
local manager for the General Electric 
Company’s appliance divisions in 
Nashville to assume responsibility for 
heating device and fan sales in the 
southeastern district, it has been an- 
nounced by Charles R. Pritchard, 
general sales manager of the G-E Ap- 
pliance & Merchandise Department. 

Mr. Wheeler’s formez duties in 
Nashville have been assigned to Dor- 
cey Hines, local appliance manager in 
Birmingham. 

A General Electric employee for 25 
years, Mr. Wheeler was a heating de- 
vice and clock specialist in the com- 
pany’s Atlanta, Tampa, and Dallas 
offices before he moved to Nashville. 
His new headquarters are in Atlanta. 





wt 


few minutes. 


314" outlet box or plaster ring. Self- 
anonedinn-tegudind 2-wire cord and 
plug may be used. 


trical supply houses. 


In Canada: } 
Electric Corp., Ltd., Toronto 6, Ontario. 


IT’S EASY TO SEE 


DAY- BF ITE 
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EIVYDES HANGER 


Just connect wires, screw to anne box and 
your chain suspension fixture is hung — 
All it takes is a screwdriver! 


Complete with receptacle, two 5-foot chains, 
pe hooks and cord clips. Fits standard 4” or 


each list 
Day--Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 
7, Mo. Nationally distributed through leading elec- 


address all inquiries to Amalgamated 


*Patent No. D-141024, others pending. Underwriters approved. 
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The appointment of Lewis \ 
Reynolds as divisional sales manag 
for Majestic Radio & Television : 01 
poration and Majestic Records, 
was announced this week by 
H. Ericksen, vice-president. 

Mr. Reynolds, who will cover th 


bal 





Lewis W. Reynolds 
southeastern portion of th 
States, has wide expericnce 


radio and appliance field, h 
tered the industry in 193+ 
ance salesman for the Tennessce | 
tric Power Co., of Chatt 
Subsequently, he was associat 
several distributorships in th 
east as sales manager. Most 
he was with General Electric Su 
Corp. at Atlanta 


specialist. 


das radio Wid 


regional sales manag 


Two new 
for Launderall have been ani 
by Edward A. Ash, directo 
Appliance Division of the I. | 
Jacobs Company, Detroit, M | 
new sales managers are James Kennet 
Williams and Wilbur C. Buford. 

Mr. Williams, of Pontiac, Mi 
will handle Launderall sales in 
Southeast region. He formerly 1 
positions with Parsons & Co., G 
eral Motors ‘Truck and Coach D 





sion, and the Detroit Edison (¢ 
pany. 

Working out of St. Lou M 
Mr. Buford has been hand 


in the South Central zonc 
Corps veteran, he has had wide ¢ 
rience in the home appliance bu 
ness. 

Three new district sales manag 
have been appointed by Federal | 
tric Products Company, ‘\¢ 
N. J., John C. Shaffer, genc 
manager, has announced. 

William M. Stark becom 
ager of the company’s Southwest 
district, with headquarters 
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Parke, “§P@T VENTILATION” 


“ “| ELECTRIC CEILING VENTILATORS 
BRINGS EXTRA PROFIT 
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Ht  hleaoyetine pt aaa GRILLE OPENING \ AS 
cea ABOVE RANGE ELBOW N aes 
} f Cat No (-!) } SS 
i TO TURN AIR STREAM UP WON 
| . 5 TO ROOF 
Hee 10 Builds in between IX 
a joists or studs — 
| for ducting up to _ 
ft roof or out through = 3, 
7 exterior wall. 
nu 4 
| 
| Thousands of electrical contractors are installing 
Blo-F'an electric ceiling ventilators. 
Here’s why... 
i One Blo-Fan installation makes as much profit 


as [0 to 15 additional outlets... AND Blo-Fan makes 


friends of home owners. 








WALL CAP 
Cat. NaG2) 








IN THE KITCHEN — directly over the range 
.. .Blo-Fan expells greasy fumes and odors 
immediately . . . before they contaminate 


walls and furnishings. . . 


IN THE BATHROOM — Blo-Fan eliminates 
embarrassment. ..prevents steam fogged 
mirrors and steam dampened walls... 

IN THE GAMEROOM — Blo-Fan removes to- 
bacco haze. . .does away with morning-after 


mustiness and odors. 


THREE SIZES These franchised distributors now have Blo-Fan in stock: 
f ALABAMA OKLAHOMA 
7 “ ” . BIRMINGHAM — Mayer Elect Supply ¢ MUSKOGEE — Fullerton Flectric Supp! 
| No. 210 DELUXE —For large MOBILE McGowin-Lyons H &S ( OKI caiaenin ITY C k Elect ee Gn 


kitchens, gamerooms. Two- MONTGOM 











ERY — Teague Hard ( General E Supply Corg 
TULSA — General Electric Supply Corp 








speed control — 136 watts — ARKANSAS ee 
ne 500 c.f.m. RSE ne ete eS ee ? Pe ern ane ‘ 
LES N — Perry-Mann t 
rd. FLORIDA COLUMBIA — Perry-Mann Electric € 
DAYTONA BEACH H SUMTER Ss er Machinery C 
Vii No. 208 “STANDARD’—For av- GAINESVILLE — Baird Hardware ¢ TENNESSEE 
. . ACKSONVILLE I Electric S ( TAS 
my erage kitchens, laundries, gigas siya ee 
l, small offices, ete. -—— 58 watts scaeer bro E I KNOXVILLE — General Flectric S pply Corp 
l \M Gen ply ( Roden Electric Supply mpany 
— 300 c.f.m. Ravbro E ; Psat gainer 2 deere ee 
(é ORLANDO — Hughes Electric Supp Tenn. V ev Elect Supply G : 
p PENSACOLA — Gulf Flectric Supply ¢ NASHVILLE — General El teic Supe t - 
No. 206 “JUNIOR"—For kiteh- ST MTIRSIURG Rati Sn ae 
( T HASSEE \ wan Elect s i 
( enettes, bathrooms, and other TAMPA — ( Supply ¢ TEXAS 
: é Rechas Biecicic Susnlics.|ts ABILENE — General Electric Supply ¢ 
small rooms — 38 watts — ciate asain tee Sun Blectrie 6 : 
\| 1.75 c.f.m. AMARILLO — General Electric r 
I GFORGIA AUSTIN Southern Electric Supply ’ 
ATLANTA -— General Elect Supply Cor BEAUMONT — General Electric Supply Corp 
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Louis; George L. Stout is the new 
manager of the East Central district 
with offices in Cincinnati; and 
Clarence G. Landeck becomes man- 
ager of the Middle Western district 
with headquarters in Chicago. 

xe ae aS 

The Mitchell Manufacturing Com- 
pany, manufacturers of lighting equip- 
ment in Chicago, announce the ap- 
pointment of Fred Masterson as as- 
sistant sales manager. The general 
sales manager of the company, Edwin 
A. Nickel, states that Mr. Masterson 
has been previously associated with 
the Faries Manufacturing Company 
in the capacity of sales manager and 
his entire background and experience 
has been in the lighting field. 

He is well known among electri- 
cal distributors and contractors, par- 
ticularly in the Midwestern and 
Southwestern states, where he has 
served as sales representative. Mr. 
Masterson will devote his major ef- 
forts to field sales work among Mit- 
chell’s salermen and distributors. 

* od * 

Two new sales representatives have 
been announced by the Railway and 
Industrial Engineering Company, of 





Greensburg, Pa. The new representa- 
tives are George M. Meriwether and 
J. J. Butler. 

Mr. Meriwether, with headquar- 
ters in Birmingham, Ala., will cover 
the entire state of Alabama, eastern 
Mississippi, and northwestern Florida. 
For the past fourteen years, he has 
been a manufacturer’s agent selling 
electrical and mechanical equipment. 
Associated with Mr. Meriwether is 
Fred Henning, 

Mr. Butler will maintain headquar- 
ters in Dallas, Texas. His territory 
consists of the state of Louisiana and 
most of Texas. Mr. Butler is a grad 
uate of Alabama Polytechnic Institute 
and, for the past thirteen years, was 
associated with Westinghouse Elec- 
tric Corporation. 

Leonard C. Truesdell is now vice- 
president in charge of marketing for 
Hotpoint Inc., Chicago, James J. 
Nance, newly elected president, an- 
nounced recently. 

This newly created position carries 
with it responsibility for all commer- 
cial phases of the company’s opera- 
tions, including that of general sales 
management. 





News from the South 





Birmingham, Ala.—The 13th 
nual convention of Retail W 
Assn. of Alabama will be he 
Birmingham, May 21-23. Exh 
will include housewares, electrical 
pliances, building materials, etc. | 
EK. Owen, Fort Payne, Ala., is p: 
dent of the association, and M 
H. Crowe, Birmingham, is sec 

Birmingham, Ala.—The Bi 
ham Electric Show, which was for 
erly scheduled for April 5-17, has | 
postponed. According to Bob H 
of the Steel City Supply Co., ch 
man of the committee in charg 
show will probably be held in tl 
ter part of 1947. 


* xe 


Huntsville, Ala—The Hu 


‘ . ~ 


Electric System will constru 
miles of transmission wires t 
new customers. Another 50 m 


line will be built in the Elkwo 
at a cost of $60,000. 
x x 
Arkadelphia, Ark.—Recently 
ed for business is the McMahan ] 
tric Company. W. C. McMah 





| STEP UP SALES! 





here’s how to 






AUTOMATIC. ELECTRI 


94 


ATIC C HEATER CO., INC 
Offices and Factory » Pottstown, Pa. 


Tell your customers how SEPCO Elec- 





tric Water Heaters keep hot water 
ready for instant use 24 hours a day. 
With Sepco there’s plenty of hot water 
for baths, dishes, baby clothes, laundry 
and over a hundred daily home uses. 
SEPCO Electric Water Heaters are de- 
long, service 


signed for trouble-free 


with these 4 exclusive features-— 


Sepco HEATING UNIT 

Sepco THERMOSTAT 

Sepco DIFFUSER 

Sepco FIBERGLAS INSULATION 


AUTOMATIC 
ELECTRIC 
WATER HEATERS 





the owner. 


be se 


Hope, Ark.—Reduction of t! 
dential rate of the municipal 
plant has been announced by 
cials. “This is a move to en 
the use of electrical applian 
homes,” it was stated. 

x x 

Little Rock, Ark.—A chart 
manufacture clothes and dish \ 
and other electrical applianc 
been granted to Modern Maid Sal 
& Manufacturing Company. The 1 
corporators include J. H. Martin, A 
F. House, and Charlotta Cart 


* 


* 


Little Rock, Ark.—The Ar! 
Sound and Electronics Corporat 
was recently granted a charter 
manufacture and install electric 
sound equipment. The fol! 
were listed as incorporators: S. W 
McArthur. Willis Townsend, 


Gertrude Williams. 
* * * 
Bartow, Fla.—C. O. Barnes 


nounces the establishment of a sho; 
specializing in electrical maintenance 
and installation. Mr. Barnes, wh 
has had thirty years experience in this 
tvpe of work, has purchased a site on 
West Main Street for a permanen 
location. His temporary office is lo 
cated above the Florida National 


+ 








Bank Building. 
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Quincy, Fla.—Leon W. Weaver has 
heen made manager of Talquin Elec- 
‘ric Co-operative. Mr. Weaver suc- 
seeds C. H. Bentley who resigned re- 


ently. 


se 
x * * 

Atlanta, Ga.—Edwards-Harris Co., 

tributors of Deepfreeze home freez- 

+s, held their dealers’ meeting re- 

ently in the Ansley Hotel. Approxi- 

tely forty dealers from this trade 

QO. & territory attended the informative 

ns, at which the 1947 line of 

Deepfreeze units was exhibited. T. 

'. Elrod, Deepfreeze southern region- 

; manager, keynoted the morn- 

session with an address directed 

dealer and his selling job. Jack 

\. Granade, general manager of Ed- 

rds-Harris, had for his topic at 

ifternoon session, ‘Sales Promo- 


oe * oe 
Parsons, Kan.—The Keele Appli- 
Company held its formal open- 
ts new location on Main Street 


* + * 
Phillinsburg, Kan.—The Newell Ap- 
Store announces that Ben Hall 
n employed as a service man, 
zing in domestic and commer- 
frigeration. 





' Nolin 
\ural Electric Corporation plans to 
uct 189 miles of distribution 

1 cost of $300,000. 


cd ~ 


Elizabethtown, Ky.—The 


Glasgow, Ky.—Glasgow General 
\ppliances, Inc., has been granted a 
ter to do a wholesale and retail 
isiness in radios, refrigerating, and 
equipment, and other house- 

ld appliances. Incorporators are 

Mitchell Ellis, Nelle Terry Ellis, 
nd Clyde Harris. 

* xe * 

Louisville, Ky.—Supreme Appliance 
« Heating Company has been incorp- 
rated with capital stock of $15,000 
hy Delette Daykin Shepherd and Wil- 

J. Benner. 
x *e * 

Louisville, Ky.—E. N. Mimms 

Company has been incorporated to 





facture ventilating equipment. 
Incorporators include E. N. Mimms, 
Katherine G. Mimms, and Claude 
Mimms, Jr. 
* * * 


Broussard, La.—In a vote of 99 for 
id 13 against, Broussard’s electric 
distribution system was voted sold to 
the Gulf States Utilities Company, 


sult 
vith a 25 


5-year electric franchise grant- 
ed 












* * * 
New Orleans, La—With I. L. 
Bell as proprietor, Bell Radio Supply 
Co., a new wholesaler, has opened at 
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TOPS THEM ALL 


Y | 





Re) 4?) 
NSURES 


e FLEXIBLE — Self-adjusting 


FS-40 
Automatic 
STARTER 


Pat. Nos. 
2200443 
2228210 














Other Pats. Pend. 


FEATURES 


e Locks Out.. Resets Automatically. 
© Most effective starter yet produced. 
Gives long life to ballast because 
defective lamp is locked out. Prevents 
overheating. 

¢ The life of the AUTOMATIC starter is 
many times greater than that of aver- 
age lamp. 

It saves maintenance costs and power 
consumption. Protects and insures 







































longer life to ballast and lamp. 
Millions in use — Repeat orders prove 
trade acceptance. 


No. 651 
FLEX-LOC 


Lamp Holder 


PATENTED 


FEATURES 





to varia- 
tions in length of lamps. The ONLY 
lamp holder that flexes. 


e AUTOMATIC LOCK—Lamps positively 


cannot fall out. Electrical contacts grip 
both sides of lamp pins. 


e SIMPLE STREAMLINED DESIGN — No 


turning or twisting of lamps necessary. 


e NO NEED TO CHANGE fixture layout. 


Engineered to fit all standard fixture 
spacings. 


Lloyd 


PRODUCTS COMPANY 


Providence 5, R. I. 
Branch Offices and Warehouse Stocks 
in 27 Leading Cities 


POLICY @ 
QUALITY 








826 North Broad Avenue. Mr. Bell 
is well known to the trade throughout 
this area, having been selling radio 
parts and tubes to the radio service- 
men in this section for the past 15 
years. 

MK 3K * 

Jackson, Miss.—The Hardin-Roell 
Furniture and Appliance Store has 
opened for business at 3019 North 
State Street. The new store will fea- 
ture electric appliances as well as fur 
niture. Bob Hardin and Harry Roell 
are the owners-operators. 

x oe ox 

Meridian, Miss.—Jesse K. Hage- 
meyer has opened the Radio Supply 
Company at 909 24th Avenue. ‘The 
firm carries radio sets and parts, pub- 
lic address systems, and other radio 
and electrical supplies and equipment. 


Canton, Mo.—Formal opening was 
held recently by the Canton Appli 
ance Company, on Lewis Street. The 
new firm, owned by J. Andy Zenge, 
Jr., will carrv a full line of electrical 
appliances. 


* 


Kansas City, Mo.—M. D. Leslie has 
been appointed as citv electrical in- 
spector, succeeding the late William 
L. Hutchinson. A graduate of Kan 





sas University, Mr. Leslie has been 
in electrical work since 1910 and was 
formerly with REA as a designing 
engineer and with the United States 
Engineers since 1942 as a designing 
engineer. 

aK Be * 

Nevada, Mo.—Alterations are being 
completed on the new quarters of 
The C and E Auto Electric Service 
Company. The company is operated 
by Bert Edgar and C. Edwin Carlson. 
* * 

St. Louis, Mo.—Wilbur C. Buford 
has been appointed regional sales 
manage: for Launderall in the South 
Central region, with headquarters in 
St. Louis. 

x xe * 

Asheville, N. C.—J. C. Richert, Jr., 
who has been operating superintend- 
ent for the Carolina Power and Light 
Company, in the Asheville area for 
the past three years, has been pro 
moted to manager of divisions for the 
company’s entire ervice _ territory. 
Mr. Richert will have his headquar 
ters in Raleigh. 


sd x x 
Charlotte, N. C.—The Charlotte 
Radio and Appliance Distributors’ 


Association has just been organized 
“to bring together men in the indus- 








i. these days of rising labor costs, savings 
are important somewhere along the line. 
And that’s just where BLACKBURN Service 
Entrance Connectors work for maximum 
efficiency and economy. Their circular con- 
struction gives extra strength along the 
line of pull of the screw. What's more, 
BLACKBURNS are the only connectors 
made of DURONZE, which is over 50% 
stronger than hard copper or commercial 
bronze, commonly used in the industry. 
They will not stretch or distort—will not 
come loose. They’re a QUALITY product— 
It pays to use them! 


BUILDERS OF QUALITY CONNECTORS FOR OVER 10 YEARS 


JASPER BLACKBURN PRODUCTS CORP. 


FIRST, MADISON & CLINTON STS. e ST. LOUIS 6, MISSOURI 








BLACKBURN 
Sguaice 


CONNECTORS 





0 
OVER 10 
TED 
ONVENIENTLY-LOCT 
° JOBBERS’ sTOCK 
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try to exchange ideas and to act as 3 
medium whereby the wholesaler wil] 
know and understand his competi. ( 
tors.” J. P. McMillan, president of & and 
the Southern Radio Corporation, js & for 
chairman of the new group; Joe P 











sants, Allison-Erwin Company, is vicé Pitt 
chairman, and Enloe McLain, Ad com 
miral Distributors, is secretary-t 

urer. 


Xe % x 


Charlotte, N. C.—J. C. Geaslen, of BI 
Charlotte, has been appointed to th 
newly-created post of electrical insp 
tor of Mecklenburg Company. \fi 
Geaslen will have charge of inspecting 
all electrical wiring and other insta K 
tions in buildings in the count 
side the city limits of Charlott 


“*k 
* 


Durham, N. C.—A charter to dea 


in electrical equipment has . 
granted J. E.. Preslar & Sons, Inc. In ra 
corporators are J. EK. Preslar, M. J 
Preslar, and J. N. Lasater. 

Raleigh, N. C.—Cooper Star S 
the new manager of the home SI 
ment store here of Blackwood’s, I1 ; 
appliances, ete. Kr 

cy 

Duncan, Okla. Neal’s Hor 
Auto Supplies has beein incorporat 
with a capital of $25,000. In 
ators are Lynn Colbert, W. O. Neal Be 


and C. D. Cund. Plum 


Oklahoma City, Okla.—Acme A 


ance Company has been granted 





charter by the Secretary of State Au ie 
thorized capital stock is $50,000. I i 
E. Pim, E. L. Thomas, and W. \ a 7 
Spence were listed as the inci Bt 
tors. Rober 
Vinita, Okla.—Vinita Tire & Ap Co 
pliance Company has just been or hay 
ganized by R. J. Wissinger and M. S$ Radio 
Harber, both of Shawnee, and | her 
Gard, of Vinita. Orvill 
x * x urer 
Columbia, S. C. — D. H. Barwick.  ""! 
formerly associated with Burnett's“ 
Radio & Television Company, has 0j A 
ened the Barwick Radio & Appliance 7 7 
Company at 1218 Blanding Street si 
- 2 oe buildi 
Charleston, S. C.—Announcement shop, 
is made by E. L. Godshalk, president ng, te 
of the South Carolina Power Com- Ions 
pany, that a 56-mile high tension line J tion « 


from Charleston to Yemassee will b¢ Houst 
constructed at a cost of $750,000 











This line will serve five low count Ten 
counties, including Beaufort, Jasper. ance ( 
Hampton, Allendale, and Colleton. J busine 






AVE 


ton 





Clinton, S$. C.—With Hamp Bovd 
nd B. C. Ferguson as owncrs, the 


Home Supply Company has opened 
newly remodeled building on 
Pitts Street. Electrical appliances, 


ete kitchen equipment, and 





hold furnishings will be fea- 


Spartanburg, S. C.—Wyatt’s Music 

House, featuring radios, record play- 

., has formally opened in its 
iarters at 115 Commerce St. 


Knoxville, ‘Tenn.—Scrve-All Appli- 
‘company has occupied its new 
s at 712 South Gay Street. The 
vy has opened a ‘Music Bar.” 
“x * a“ 

Knoxville, Tenn.—With Bill Cason 
ager, the Mid-South Supply 
mpany has opened for business at 
19 \West Cumberland Avenue. The 
firm is one of the largest exclu- 
ghting fixture distributors in 
South, according to Tom McAfee, 

it. 


X 


Knoxville, Tenn.—The fourth store 








as been opened by Bob Guess 
Stores, Inc., which handle radios, 
ll appliances, ete. The new store 

ted in Dandridge, Tenn. 

ok 3k % 

Beaumont, Tex. — ‘The Lamar 
mbing Company has opened in 
new home at 1036 Calder Ave- 
The new store will handle a 
general line of electrical appliances, 
clectric ranges, heaters, refrig- 
erators, etc., as well as small applian- 
ces of all types. The firm is headed 
v Jack Dillahuntv, M. A. Hum- 
ind Bert H. Robcrts. Mr. 


s manager of the new store. 
* * * 


Corpus Christi, Tex. — Radio men 
rganized the Corpus Christi 
Radio Service Dealers’ Association 

Dale Giles is chairman and 

§ Orville Nicholson is secretary-treas- 
The purpose of this organiza- 

tion is to raise the standards of radio 
n this city. 

x k & 


Houston, Tex. — Westinghouse 
Flectrie Corporation has announced 
plans for the construction of an office 
building, manufacturing and _ repair 
‘hop, and light manufacturing build- 
ng, to cost $700,000. The new addi- 
tions will increase the present produc- 
tion of the company’s facilities in 
Houston by 25 per cent. 

x * * 

Tenaha, Tex._The Adams Appli- 
ance Company, recentl¥ opened for 
business, will handle a complete line 
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| Americas finest wholesalers 


ROYAL-NOARK 
Renewalle FUSES 


ROYAL-NOARK 
VWlou- Renewable FUSES 


ROYAL “Crystal” 


the ORIGINAL 
GLASS-TOP FUSES 


“ee 
- 


ROYAL WIRE 


40/7 j3\ 


ROYAL CHRISTMAS a 4 20)4| 
LIGHTING SETS = Set 
: ccereee 
2 ROYAL | 
ao “Sealed “7ight™ 
TROUBLE 
LIGHTS 


Americas finest retailers 


QY AL WRITE FOR CATALOGS 
4 


Ly WIRE «+ CORD SETS 
CARTRIDGE and PLUG FUSES «+ FUSTATS 
TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 




















of home appliances, according to Ray 
Barton, the store manager. 
* * #€ 


Salem, Va.—The Butner Plumbing 
& Heating Appliance Store has now 
opened for business at 209 College 
Avenue. 

‘ 

Charleston, W. Va.—D. C. Morri 
son Refrigeration Company, Inc., has 
been formed with capital stock of 
$50,000 to install refrigerating plants. 
D. C. Morrison, of Belpre, Ohio, Roy 
B. Rollins and Chester O. Williams, 
both of Charleston, were listed as the 
incorporators. 


* x x 


ox * x 


Kanawha, W. Va.—With a com- 
plete radio and record department, 
the Village Appliance Company has 
opened at 3720 McCorkle Avenue. 





Fight for Free 
Enterprise Urged 
(Continued from page 49 


in an area touching six states, he in- 
dicated that progress was being made 
in the company’s fight against this 
needless dpulication of facilities. A 
contract has been signed with RFA 


for wholesale electric service from the 
interconnected business-managed com- 
panies, and it now appears that the 
possibility of the SPA getting approv- 
al for a duplicate transmission sys- 
tem is materially reduced. 

Although there are decided dan- 
gers in the present economic situa- 
tion, a recession is not inevitable in 
the opinion of Howard R. Bowen, 
economist for the Irving ‘Trust Com 
pany, of New York City, who address- 
ed the conference on “The Economic 
Outlook.” 

Mr. Bowen declared that because 
of a growth factor the business out- 
look for the South is more favorable 
than for the country as a whole, and 
also more favorable to electric power 
production than production generally. 

He based his opinion, he stated, 
on the fact that although booms such 
as American business is today en 
joying have always culminated in re 
cessions, there are important favorable 
elements that might modify these 
consequences. 

As indication that we are approach 
ing the end of an inflationary period, 
he stressed the following: 

Production greater than flow. of 


go yds to users. 











Dealers’ Choice! 






ELECTRIC 
HEATERS 


With dealers everywhere, it’s 
Economaster Electric Heaters. 
because Economaster sells fast- 
er. Economaster Heaters are the 
dealers’ choice because they’re 
the customers’ choice. (Fast ap- 
proaching the million mark.) 
Simple, attractive construction 
for faster heat at lower cost. 
Fully guaranteed. 


Interested Distributors Write 


ECONOMASTER SALES, Inc. 


128 8th Ave., N. 


Nashville, Tenn. 
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Decline in spending for non-dy; 
ables. 
Private net exports leveling out 
New orders declining. 
Construction activity hesitant 
Slackening rate of increase in cay 
tal expenditures. 
Federal budget near balance. 
Future’s prices below spot prices 
Widening spread of yield betwee 
high and low grade bonds. 
Indifferent stock market. 













Three Basic Factors 






Present in the current situati 
three strategic factors, Mr. B 
said, which could produce ci E 
able recession. They are: (1) th 
coming reduction in governm 
penditures; (2) the probable 
in consumer spending for non 
goods; and (3) the probable t 
tion of inventory accumulati 

Should these three factors 
effective simultaneously, they mig! 
bring about a decline in busi 
tivity of as much as 20 per ce n 
even initiate that decline wit 
third quarter of this vear, th 
mist asserted. 

Favorable clements cited by \ 
Bowen were: 

1. Possibility that the unf 
factors might not become 
simultaneously. 

2. Cushioning effect of in 
savings, unemployment comp 
resistance to wage cuts, go\ 
support of agricultural price 
ble tax reduction and 
spending by the federal gover 
and an increase in foreign at 
estic buving stimulated by 
































prices. 

Difference between the 
situation and that which pr 
1919-20, Mr. Bowen pointed 
that the price level is now 
tially less and there is less 
speculation. Interest rates, m 
are low today, there is no for 
credit stringency, individuals, 
iness are in a stronger liquid 
and are entirely conscious of t 
ger due to the previous cx] 

He urged his hearers, howev« 
on guard against “the comf 
view.” that only mild and bri 
rective recessions” lie ahead. 

A challenge to business 1 
“unsheathe vour sword and en 
conflict” to preserve the system 
free enterprise was issued by Clift 
A. Woodrum, president of the Ame! 
ican Plant Food Council, Inc., forme 
iudge and for 23 years a member © 
the house of representatives, spca 
ing at the annual banquet th 
Southeastern Electric Exchang 

Mr. Woodrum warned of “the dat 
ger” of government competition wi? 




































private business which, he asserted, 
ha grown to an extent “that can es 


hardly be appreciated by anyone not - 
rectly in the line-of-fire.” 
He referred particularly to the util- D 
“y industry of America and the 
‘working over” it had been given by D 
ncle Sam as a competitor. Period | 


¢ greatest growth in the privately- 
1ed public utility field, he said, was — 
20 to 1940. This fact, he 
refuted the argument, so 


sy vanced to justify government Plays a “une of E C O N O M Y aud 


ns into private business, that 

















+ was necessary because private en- 
terprise was falling down on the job. BETTER H KAT 
itwithstanding this unprecedent- # 
expansion by private industry, : a 
h amounted to 300 per cent, he D I - ma | P ATI Q N 
publicly-owned — establishments “ - : 
1 output 900 per cent. 
paring capacity of generating in 
lone, the privately owned 
blishments increased their capacity 


i ) per cent, while public-owned 
ity increased 880 per cent, or 
t mes as fast,” Mr. Woodrum ZLeucwalle 


assembled utility compan 


{ tendency on the part of many 
sons to think of the nation’s elec- 
ompanies as outside the orbit 
\merican competitive system, 
was false and an exceeding] 
thought pattern. If in je oo eee 
] rates eal by the electric e Complete ly App: Ove d 
ire out of line, he pointed r 
istrial_ customers can always ® Complete Line of Knife and 
ild r own plant and generate 
wn power Ferrule Types 
th regard to the fertilizer indus - 
h is his special field, Mr ios 
| said that “if the govern ® Simple to Renew 
only let us alone, the Amer- 
r will get the plant food he 


requir uicker and at reasonable Sold by Leading Wholesaters 
prices.” He appealed to the dele- nyt here 
to make known their wishes to Eve 
lected representatives. 
Utilities’ Largest Customer BUILT WITH AN 
ncluding session was opened ADEQUATE AMOUNT OF 
iddress by Ward Delaney, 
Institute of Textile Tech- 
Charlottesville, Va., on the 


Sp ; between textile industry Secyfy Manarch- Fue ea g 


tric power. 
ext industry ranks first in 
uber of electric motors and fifth prt improved 
iN horsepower, he reported. In the : 
Southeast, the textile industry is the 
argest single customer of the light = o : FUSE 
and power companies and 85 per cent a > Nf 
‘their power is purchased power. Ts = rvice 


secure the future, the textile wh Se 
now “research minded.” y- 


Mr Delan 1ey pointed out some of the an “MONARCH FUSE CO 
) RENEWABLE og 


sibilities of the future such as re- Fuses 
ing c¢ tton from seed by acid and 116 E. FIRST ST., JAMESTOWN, 


ransporting cotton fibers by pipe- 
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line with climination of baling. 

The Institute is contributing to- 
ward this research by training men 
specifically for the textile industry; 
by assembling the most complete 
library in the world on the industry; 
and by co-operating with other re- 
search organizations. 

Work of the Institute includes fun- 
damental research as well as academic 
research by students for graduate 
theses; industrial projects for indus- 
try as a whole; and specific projects 
for individual companics. As _ typical 
examples of what is being accomplish- 
ed in individual projects, Mr. Delaney 
mentioned one company which is sav- 
ing some $13,000 a vear from a pro 
ject that cost only $275, and another 
company which spent $3,200 for a 
project that now saves $57,000 per 
year. 

He discussed at considerable length 
the possibility of using high frequency 


drving and indicated that this re- 
search would be conducted with a 
full-size practical installation even- 
tually. 


“Everybody Wants to Get Into the 
Act” was the subject of a discussion 
on public relations by C. J. Allen, 
vice-president, The Connecticut Light 
and Power Co., and president of Pub- 


lic Utilitics Advertising Association. 

Most important job ahcad for the 
public relations department is to pro- 
vide workers with accurate informa- 
tion about the company and its poli- 
cies. Only a comprehensive program 
can overcome the condition that has 
led to a situation such as indicated by 
a recent survey that 39 per cent of 
the employees of the light and power 
industry favored the TVA develop- 
ment, or such mistaken ideas as those 
rclating to industrial company profits 
—one survey indicating that the aver- 
age employee thought that the aver- 
age profit was 25 per cent of gross 
income. 

Mr. Allen) emphasized that the 
company’s employee publication is 
the most effective medium for in 
forming workers about the company. 

One of the principal defects of such 
papers is that they are written at a 
level above the average worker’s abil 
ity to understand. 

Other important ficlds of operation 
for the public relations staff are the 
stock holders and that small group of 
customers that do not pay their bills 
on time. 

In conclusion, Mr. Allen summed 
up his ideas as to the qualification of 
an ideal public relation executive: 











EFFICIENCY CONDUIT HANGERS; 


for 


INDUSTRIAL CONSTRUCTION 


@ The most practical and widely adaptable 
hanger ever devised for supporting conduit 
or armored cable on open steel construc- 
tion. Will carry pipe at any angle to beam. 


FFICIENCY” DEVICES FOR CONDUIT AND CABLE SUSPENSION © 


Highest grade malleable 
against breakage. 


2 RR re eRe 


~ 





guaranteed 


iron, 
Set screw, cup pointed, 











CAT. NO. 









tightened by free nut, plus 5-point radi- 
ating ridges of gripping surface holds pipe 
on true mechanical principle, guaranteeing 
a solid, non-slip support. 


Write today for your copy of EFFICIENCY 
Catalog No. 38B. 


FOR PIPE AND CABLE SIZES 


For armored cable 

For 4%" and 3%” conduit 

For 1”, 1%” and 1%” conduit 
For 2” and 2%” conduit 


> MANUFACTURERS OF EFFICIENCY 
_ ELECTRICAL DEVICES FOR CONDUIT, — 



















]. Must know his business. 

2. Must know that he know, 
business. 

3. Must be at management 

4. Must be a master at pr 
hon. 


Of all of these, he named 
as most important since thc 
of the public relations exccut 
present his ideas to manag 
determines whether or not th 
gram gets the “go-ahead” sign 

The ‘buyers’ market’ lies 
ahead than most of us rcaliz« 
M. Mckibben, assistant to \ 
ident, Westinghouse Electri: 
in his talk “From a Sellers’ t 
ers’ Market.” 

Mr. McKibben offered six 
mendations to the light and 
companies: 


1. Direct your first and mo 
erful effort at improved lab 


tions. The time has come fi 
gram of selling “Togethered 1 
ness.” 


2. Recruit adequate manp¢ 
the sales job ahead. 

3. Speed the break-in trai 
vour sales manpower by moder 
methods. 

4. Make your break-in train 
erly. 

5. Make vour training co 
—without seeming repetitiv 
6. Train your customers 

vour salesmen. 


McGregor Smith, president 
ida Power and Light Co., was 
president of the Southeaster 
tric Exchange at the conclud 
sion. Other officers elected 
M. C. Funk, Appalachian | 


Power Co., first vice-presid \\ 
M. Rogers, Birmingham Flect 
second vice-president; S. C. M 


Meckin, South Carolina Flect 
Gas Co., third vice-presiden 
John W. Talley, of Atlanta, 

ced executive secretary. 


Learning to Sell 
Again—Part 3 


(Continued from page 4¢ 


customer’s lack of information 
misunderstanding of the feat 
question. You can usually clear g 
up for her with a little patien 
tactful explanation. 

For instance, she 
vour refrigerator docsn’t have 
ferent kinds of cold like the 
refrigerator has.” 


may say 


This calls for a simple explanation 


of the fact that the temperature 
trol dial is similar in function t 
handle on a faucet. There’s no dia 
on the faucet, yet you can turn !! 


( 
t 
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et any amount of water you want. 

The temperature control dial on 

wr refrigerator could have 14 marks 
br “notches” or even 114 if the manu- 
f:cturer thought it desirable, but the 
end results on each end would remain 
the same. The dial is simply a meth- 

1 of control. 

Your prospect will like you and 

product better after you have 
sven her helpful, clarifying informa- 
ion of this sort. To be ready for 
gencies of this kind, you must, of 
know a lot of things about 

t product which you might not 
‘dinarily use on the average prospect. 

Some folks may toss competition 

vou just to needle you, but don’t 
let anybody or anything get you into 

igument. Just come back ami- 
aly with facts. 

And remember that not every prod- 
uct has every feature. Concede the 
other product a virtue or iwo, and if 

prospect likes one thing on a 
competitive product better than a 
comparable feature on yours, smoth 

her with other selling points on 

n. 

C) Use the “Yes-But’”’ technique. 
S customer’s point of view— 

mit rea‘onableness — agree — 

-then add “but.” 

Thcv tell of an automobile sales- 
man who was selling a car whose de- 
zn many people disliked. When a 

objected to the car’s looks, 
sman would say “Yes, I can 

‘why vou don’t like this rather ad- 

design. There are certain 
hings about it that I don’t care for 

h myself. But there are 
ther features which in my 
far outweigh " and he 
1 to cover many fine features 

‘car did have—and he made 

ile. 


= 0 


ire selling an electric range, 
prospect says she prefers the 
ppe e of a competitive make, 
thing like, “Yes, Mrs. Henry, 
‘why the appearance of that 
ypeals to you. However, 
but) here are some fea- 
lesign on this model which 

ve and most desirable.”’ 
Y granted she has good taste, 
be all the more likely to 

grint have a good range. 

Sometimes vou can even use an ob- 
help you step your customer 
lor example, if you’re showing a 
irigerator and Mrs. Henry says the 
lcl you are showing seems to have 
ipacity than she may need, 
You can say, “Yes, Mrs. 
Henry, that might seem to be the 
‘¢, unless you remember that one 


mportant 





int advantage of a refrigerator 
ible to store plenty of food 
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ASBESTOS and A.V.C. 
WIRES and CABLES 





Heat holds no terrors for the “‘fire- 
eater” — or for Collyer Asbestos 
Wires. The heavy overloads and 
) hot locations that break down 
ordinary insulations do not affect 
Collyer asbestos. Where moisture, 
corrosive vapors, and heat up to 
230° F. are expected, Collyer Asbestos Varnished 
Cambric (A.V.C.) insulation is recommended. 
Made by improved methods, with new non-toxic 
resin impregnating compounds, this wire is ideal 
for control and power circuits in steel mills, 
foundries, mines, and boiler rooms, for voltages 
up to 7500. Collyer All-Asbestos Wire withstands 
extreme temperature, up to 400° F, under dry con- 
ditions, on rheostats, control panels, heatip 
equipment, etc., and gives maximum protect 
against overloads or high ambient temperatu 

































Southeastern Sales Representative: FULWILER & CHAPMAN, ATLANTA, GA. 
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THAT'S 
FOR ME! 


«+ @ regular 
money-maker 
on every job 


(THE SOLDERLESS, TAPELESS WIRE CONNECTORS ) 


Thousands of electrical contractors have 
proved to themselves how “ Wire-Nuts”’ 
save money and speed work on rough- 
ing-in fixture wiring, maintenance, re- 
pairs, etc. Try “Wire-Nuts” on your 
next job and be convinced. 


a nut ona bolt! 


SCREWS ON—Like 





Just one simple operation is all that’s 
required to join any usual combination 
of wires with a “Wire-Nut’—no twist- 
ing of wires—no soldering—no taping. 
You do it faster and easier, at the 
same time making a joint that's better 
electrically, stronger mechanically; safe, 
neat, compact, non-corrosive. Ideal 
“Wire-Nuts” are listed by Underwriters’ 
Laboratories. BUY “WIRE-NUTS” 
FROM YOUR JOBBER NOW. 


(DEAL IDEAL INDUSTRIES, Inc. 
Successor to 
ideal Commutator Dresser Co. 





1017 Park Ave., Sycamore, Ill. 


*Trade Mark Reg. U.S. Pat. Off. 
se ecm ee 


IDEAL INDUSTRIES, Inc. 
1017 Park Ave., Sycamore, Ill. 


Send Free Samples, Application Manual and cost dota. 


Name 





Address 












and climinate the nuisance of fre- 
quent marketing.” 

You've agreed with her, but you've 
made a point with which she can 
agree, and you've also appealed to onc 
of her major buying motives: the eco- 
nomy motive. 

You may even be able to get her 
to buy a bigger model than the onc 
you're showing her. And this samc 
technique may work in stepping them 
up on ranges and other things, too. 
Regard every objection as vour oppor- 
tunity. 


9. Watch for closing signals. A 
custorner may be ready to buy long 
before she says a definite, “I'll take 
it.” Watch closely for any hint that 
she may be ready for the close, and 
when she is, move in! 

For instance, if vou are showing 
the freezing unit of a refrigerator and 
have mentioned the ease of making 
frozen desserts, and she says her fami- 
lv is very fond of frozen desserts, that 
mav be vour closing signal. 

Or, if she drops a hint that she is 
having a dinner party on Thursday, 
move in and suggest how the new 
refrigerator will contribute to the 
party’s success, and how proud she’ll 
be to show it to her friends. 

Or. if you are showing the shelf 
arrangement and she tells vou she has 
never had a refrigerator with a satis- 
factory shelf arrangement, that is a 
closing signal. 

Watch for closing signals! 


10. Use a “trial close.” It’s always 
a good idea to sell as soon as you can. 
The longer you let vour prospect de- 
lav. the more chances you take that 
something may come up to upset your 
apple cart. 

There’s many a slip ’twixt the cup 
and the lip. All of a sudden your 
prospect may remember an engage- 
ment. The phone may ring and re- 
mind her she must call somebody. 
She may remember her car is parked 
in a limited parking area, and from 
that moment on, she may not hear a 
word you say. 

So, as soon as possible, trv “trial 
closes.” You can do this after any 
“ves” from a prospect. And you can 
do it even when no closing signal has 
been given. 

You may say, after some agree- 
ment: “Mrs. Henry, this model seems 
to fit your needs exactly. We have it 
in stock and can make prompt de- 
livery. Why not let me send it out 
tomorrow? Would you prefer to pay 
cash, or would extended payments be 
more satisfactory?” 

These trial closes will do no harm. 
If they do not get the order, they will 
at least enable vou to do a little “pro- 





gress checking.” 





Do not wait too long to tn 
trial closes. ‘They may help y 
land the order before your cus 
has fluttered out of your life. 


11. Be thorough. If you tell a 
pect everything you know about 
product, it might take several 
as much time as she can spare. 

So, you will have to be you 
judge as to how much of her ti: 
take (and of your time to give 


But it does pay to be as thor 


as possible, or you may skip 
thing that might sway a sale. 
One refrigerator salesman th 
he had sold his own aunt a ref 
tor, but was surprised to find 
that she had bought another 


... because it had a little electric | 


inside! 
He had taken it for grante 


she knew that all recent mode): 


electric refrigerators had lights, 
had neglected to mention the 
in his. 

But, where to draw the line 

In general, cover in broad « 
cvery important product deta 
feature unless you get a closing 
or unless a trail close reveals it i 
for vou to knock the order off 


If you’ve covered the ground br 


ly without sign of a “yes”, the 
in and ask questions and try t 
what obstacles may still exist 

prospect’s mind. 

Mavbe you've missed some 
feature which is holding up the 
—somcthing as simple as that 
interior light. 

How thorough to be? You 
ing should be thorough enou 
make the sale. 

There’s another sense, too, in 
vou have to be thorough. Have 


1. Learned all the facts about ' 


product? 
2. Classified your prospect? 
3. Obtained the prospect's 
pation? 
4. Listened intelligently? 
5. Stuck to your presentation’ 
6. Made sure the prospect 
stood? 
7. Encouraged agreement? 
8. Handled objections skillful) 


9. Watched for closing signals’ 


10. Used trial closes? 


If you have, we tell the new 
men, you should have smooth s 
in your selling. 

To the old hands at the selling 
iness, this review has a nostalgic 
— it’s fun to get back to selling 
more. And, no one knows be 
than the experienced man_ that 
of us are having to learn how to 
all over again. 
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— Promoting Safety 
vou + Through Training 
istome (Continued from page 42) 
than five per cent. 
a pros Men returning to the field from ‘ 
1t your this training have qualified in almost . , 
every case as good and safe workmen GIVE Huorescent Lighting THAT > 
and have been reclassified to higher- 
ir own aking types of work within a rea- ENGINEERED for EFFICIENCY 
sonable length of time. Co-operation 
the field among supervisors and @ Efficiency in high-level 
igh [|e foremen has been excellent, and it : gee 
me is agreed throughout the company illumination 
hat the step has been a progressive @ Efficiency in ease of 
— ce. We fully recognize specializa- a a 
‘rivera fp tion in this field as paramount. With- spc 
late fe out a doubt this training will bear ti @ Efficiency in speedy 
nake( crectly in years to come on reduc- nae all installation 
. g the frequency and severity of ac- e 
dents among line crews. ATISFYING the demand for more efficient fluorescent lighting, 
It is significant that requests are “Laurelite” Slimlines are immediately available in popular channel 
heady being made in the field to ex- style, and orders can be filled promptly for industrial and commercial 
gale reflector styles. 
. and e training to assist servicemen, 
igh’ nan linemen, and in some WRITE TODAY FOR PRICES AND CATALOGS 
‘w foremen. The possibilities 
ndeed, broad. Check “Laurelite” too, for residential, commercial, and _ industrial 
eee ees fixtures using the conventional 20, 40, and 100 watt fluorescent tubes. 
ifhing ¥ Ss e Wide variety, beautiful design, quality construction, low price, and 
nef Package Substations IMMEDIATE DELIVERY. 
ona § Simplify Planning 
tir Continued from page 43) Z A N £ Mt C Atlanta Office: C. R. Dudley, 1278 Lucille Ave., N. W. 
ee g. O. 65 AUSTIN ST., CAMBRIDGE 39, MASS. 
1d. dure keeps the system investment “he 
. hale in line with the actual load 
mm fe tequirements. 
the At the present time, package sub- 
stations are rated from 750 to 45,000 a seecaneneeaneeeia ee . 
kva (11 to 69 kv incoming and 2.4 (GuARD>e me — BAFFLE) 
to 13.8 kv outgoing), and in addition aia — wma rau). | DIRECT 
0 the factory-assembled unit substa- PULLEY) ot yy ASSEMpLy| 
tion include: steel structure, lightning a ee lH [EXTENSION from 
ete ; ey WOISELESS| nee ioral _CORD 
aresters, high-voltage metering and {BEARINGS JI Spee nr ae ‘~ 
\ instrument transformers, out- | BaToR = aS ee = ¥/ BRR a FACTORY 
l-circuit breakers (or fuses), a atl 
disconnecting switches, station light- "ERAME | aed : CAWASHERS | t 
g. relaying as required, control ca- BEATING) ‘ — 0 
e. and wiring diagram. (SUPPORTN FOR CLAMPA 
‘ orem BAFFLE 
Helps System Planning : =a DEALERS 
Ut] : % “* y (FAN BEL? 
_ Utility engineers who have colla- Pc Easily-Assembled 
rated on studies in the power dis- [BLOCKS) 
tnbution field stated that the incorp- A eh, 
ration of package substations will SHAFT COLAND WINDOW FAN 
a" ng about better correlation with 
- rall system planning by facilitat- Fora Bigger Profit Miargin 
ig the choice of system and substa- 
tion to give the desired quality of Assemble-it-vourself for a bigger profit 
‘ervice at the lowest possible cost. margin, or sell as is and let your customers 
They b lieve that one reason this de- do the assembling. Easily put together. 
ied objective has not been univer- Save the difference in shipping and high 
sles ally attained is because of the almost F R : 
‘ eee ; cost labor. Beautifully designed, quiet, 
"es itinite number of possible system- = : 
S substation combinations. Although efficient. Write today for circular showing 
bus- “ations are possible with package sizes and prices. 
ring Me “stations, both utility engineers and 
as es engineers believe that package 
tter e ‘“UOstations will help standardize “sys- W 
all Me “m-substation” combinations by per- S ° J ° S T E A R T [ E L E C T R I C ] 
cell mitting more emphasis on overall 527-31 St. Joseph St. New Orleans 13, La. 
planning programs to evolve the best 
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Conduit Unions 


Reducing 
Bushings 


Conduit Elbows 


Piet Conduit Unions are avail- 
able in a full range of standard 
sizes, male and female, and 90 
degree male elbow types. Unions 
are available in two types—ex- 
plosion-proof and general pur- 
pose. Reducing bushings are 
available in 46 sizes. 

Conduit Elbows and Tees are 
explosion-proof and dust-tight 
and are available in many stand- 
ard sizes, female, male and fe- 
male types, 45 and 90 degree 
elbows. 

The Pylet line also includes: 
Pipe Plugs, Fixture Pendant 
Loops and Hooks, Messenger 
Wire Conduit Support Clamps 
with and without fluorescent 
fixture hanger hooks. 

Consult your Pylet Catalog 
for complete listings. 


1897 © FIFTIETH ANNIVERSARY e 1947 


THE PYLE-NATIONAL COMPANY 


1354 N. Kostner Avenue, Chicago 51, Illinois 


combinations consistent with quality 
service at minimum cost. 

General Electric first developed 
package substations during the war 
when installations were made for both 
the Services and private industry. Op- 
crating data and other experience 
gained from these first “tailor made” 
units was incorporated into the pack- 
age substations that are now being 
manufactured by the company on a 
production basis. 

Thirty photographs showing typical 
arrangements are displayed along with 
a one-line diagram of the system in a 
78-page, four-color publication (GEA- 
4500) that is available upon request 
from the General Electric Company. 


Display Arranged 
For Demonstration 
(Continued from page 39) 


booth carries 74 outlets for connect- 
ing as many lamps which can be light- 
ed singly or all at one time. They 
are always ready for switching on at 
the will of the shopper or the appli- 
ance salesman. 

Each of the three streamlined dem- 
onstration kitchens features a differ- 
ent line of cabinets and major appli- 
ances. In these kitchens, or on the 
floors conveniently near, are electric 
washers, ironers, dryers, home freez- 


ers, mixers, blenders, and roaster— 
all hooked up and ready to opera 
the push of a button or switch. |; 
short, everything is at hand rea 
begin doing house work elect 
under conditions like those 
would obtain if the appliances 
installed in the prospects’s own 

es. 

It is not surprising that the 
agement reported almost unbeli 
heavy sales right off the floors 
opening day. Several carloads 
pliances and equipment were s 
that day, the management 
and sales are holding up at h 
vels, 

The Cullen’s management d 
have to be sold on the idea that 
use of electricity brings quic 
sales. These men had learned 
in advance and needed only th 
ing hand, and skilled knowle 
electrical contractor and the electrica 
supply houses, and the engi 
services of the Oklahoma Ga 
Electric Co., to induce them t 
the heavy investment in its new 
ern shopping center, with ek 
doing most of the heavy sales 
them. 

Key men in Cullen Lumber ¢ 
pany, which has operated 
vards and building supplies st 
many years in Oklahoma City, 
entering the electrical mercha: 





Electrical Exhibits Announced 


Reservations are now being accepted for 
exhibit booth space for the 19th Annual 
Meeting of the Southern Section, IAEI. 


The 19th Annual Meeting of the 
Southern Section, International Asso- 
ciation of Electrical Inspectors, to be 
held at the George Washington Ho- 
tel, in Jacksonville, Florida, October 
27-29, 1947, will be the first such 
mecting to sponsor an electrical ex- 
hibit since before the war 

The arrangement of booths is such 
that exhibitors will be assured of good 
attendance. The meeting will be held 
in the new auditorium of the hotel 
which has a seating capacity of 2,200. 


All but five of the 38 booth 
able will be arranged around th 
walls of the auditorium wh« 
meetings will be held. The oth 
booths are to be located in the 
of the auditorium. 

All booths are of uniform siz 
suring 8 feet in width and 6 f 
depth. The charge for all boot! 
the duration of the meeting w 
$25. 

Reservations for space shou 
addressed to: 


Mr. W. A. Stall, Chairman 
19th Annual Meeting, Southern Section, IAEI 


Room 101, Engineers Building 


Jacksonville 2, Fierida 
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field, include: Harry Cullen, owner 
and general manager; Walter Reeves, 
general sales manager; and C. A. Mi- 
not, Jr., merchandise manager. 


Report on Trade 
Discount Survey 
(Continued from page 37) 

businessman in the country who 
thinks the OPA ever knew anything 
about setting up a proper discount 
schedule. As early as August, 1946, 
the National Electrical Retailers Asso- 

tion warned the OPA that if mar- 


gins were left at the badly depressed 
level arbitrarily set up by a govern- 
ment agency which had no knowl- 
edge of the industry’s postwar opera- 
tions, the whole effect would be disas- 
trous. Present conditions prove that 
warning was right, and certainly any 
manufacturer who tries to duck be- 
hind the OPA screen must be awfully 
weak, because many of our discounts, 
as predicted, became worse the instant 
OPA was lifted.” 

Regarding other government con- 
trols and their effects, Manag ng Di- 
rector Simpson cited the unfair, dis- 


criminatory Federal Excise “nuisance” 
tax imposed upon some appliances 
and radios. As an example, he em- 
phasized that while irons are subject 
to the tax, ironers are not. He indi- 
cated that NERA is fully cognizant 
that this tax is ridiculous and that it 
confuses the entire price structure of 
the industry. The National Electri- 
cal Retailers Association, he promis- 
ed, will take immediate steps to join 
with other segments of the industry 
in advocating the Federal Excise Tax 
removal. 


It is the opinion of the NERA 








Try to Match this 


Here’s How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as... 
®Stagnant Air ® Excessive 
Heat ®High Humidity 
® Chemical Fumes ® Severe 


Sizes 18” to 72” Smoke. 





MARTIN 
Utility 
EXHAUST FANS 


A sturdy fan to fill a variety 
of needs. For homes .. . for 
commercial and light indus- 
trial uses. 


Sizes 24” to 72” 


MARTIN Fan & Blower Co. 


4532 West 21st Place Chicago 50, Illinois 
Lawndale 8474-5-6. Long Distance Olympic 5252 


Write for information. 








PERFORMANCE, 
CONSTRUCTION, 


Sales Appeal 





_ 
PATENTED 
P RUBBER 


i. PATENTED 
OPEN SPIDER - 
MAXIMUM AIR 





“A Breeze’ to Sell yh 
Imagine an_ attic fan 
with these features; no 
oiling, no belt adjustment 
or alignment, no motor 
hum transmission, long 
life. Well, it’s here and 
it’s your chance to cash 
in on an item that is a 
breeze to sell. The fan 
with patent features. 

















Immediate delivery on complete 42” fan chassis less 
motors. Limited supply of fans with motors. Any 
1/4 or 1/3 h.p. motor can be easily installed. 
Write today for folder giving full particulars on 
this revolutionary fan. 

*All patents applied for 


STONEWALL COMPANY 


Southern Sales Office: 813 Bona Allen Bldg. Atlanta, Ga. 
FACTORY: 138 WEST 54th ST., CHICAGO, ILL. 








Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” and 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 


Grant Building Atlanta 3, Ga. 














Cords 
Cord Sets 


Southern Representatives: 

W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 
Jack Morgan, 1312 McKinney Ave., Dallas, Texas 
Founded 1903 
LOWELL INSULATED WIRE COMPANY 
LOWELL, MASS., U.S.A. 

LOOK TO LOWELL FOR LEADERSHIP 





= 
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M & W 


General Purpose 
Solderless 
Ground Clamps 


This brass malleable clamp 
takes solid wires from No. 8 
to No. 4 inclusive. Fastening 
device consists of a 3/8” 
bolt with a 7/32” hole. This 
fastening method makes a 
positive and simple connec- 


tion. 


Send for copy of 
BULLETIN 15 
which illustrates our 


complete line. 


THE 
M. & W. ELECTRIC 
m@ MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 
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Committee that manufacturers who 
do not show sufficient consideration 
of the dealer’s position to see that 
dealer trade and cash discounts arc 
passed on by distributors are not co- 
operating to the extent they should, 
if they wish to maintain good dealer 
relations. In instances where manu- 
facturers have left the matter of trade 
discounts up to distributors, the 
NERA Committee’s investigation re- 
veals the discounts are considerably 
under 40%. 

Said Julius Kovach, of Paramount 
Good Housekeeping Shop, Racine, 
Wisconsin, “It is evident from the 
NERA survey that many manufac- 
turers allow their distributors actually 
to control, not only the retail prices, 
but the dealer margin of profit as 
well. 

“We of the electrical retail industry 
believe that these manufacturers 
would do well to co-operate with 
NERA in eliminating this condition. 
Not only will such co-operation build 
them a stronger, more dependable 
dealer organization, but it will also 
create the essential good will between 
dealers and manufacturers that is so 
vitally important in the appliance pic- 
ture, in order to elevate and maintain 
it at a high level of standards of bus- 
iness enterprises in these United 
States.” 

Some manufacturers have also tak- 
en the position, the Committee re- 
ported, that the 2% cash discount 
is out of proportion in light of the 
current “low cost” of money. Money 
is never cheap for the smaller retailer, 
the Committee emphasized, even 
though it may be for large borrowers. 
Thev further stated that even when 
money is high, the condition does not 
necessarily make for a higher dis- 
count. 

Regarding the entire question of 
distributor relations, one national 
sales organization executive stated, “I 
think NERA does well to raise this 
question, because I foresee in the 
establishment of uniform national 
prices on advertised brands a plan to 
hold retailers within very narrow 
limits.” 

According to information received 
by the NERA Committee, the picture 
in the radio industry is by far the 
most lamentable. One large radio 
manufacturer had retail trade dis- 
counts in 1941 ranging from 34.3% 
to 46%. However, in 1946, in spite 
of the competitive picture on radios, 
this same manufacturer’s discounts 
ranged from 20.08% to 37%. Sev- 
eral other radio manufacturers’ dis- 
counts were found by the Committee 
to be in the same category. 

Electric range discounts in the pre- 


war era averaged 40%, according to 
the Committee, but now one dealer 
reports that on the first and only elec- 
tric range this company has produced 
in 1946, the discount is 33.6%. The 
Committee feels that such a figure is 
all the more regrettable because of the 
fact electric ranges have been the 
most neglected item in the industry 
from the standpoint of consumer pro 
motion. 

Refrigerators, which have always 
lagged behind other appliances in re 
gard to discounts, are in an even 
worse position than prewar, the Com 
mittee reported. An analysis of a rep 
resentative firm’s discount structurc 
showed that in 1941 the discount was 
from 30% to 35.4%, but of three 
models announced to date, the dis 
count is from 28.7% to 32.4%. Sinc« 
the best minds in the industry nov 
estimate that approximately 80% of 
all new refrigerators sold will involve 
a trade-in, and trade-ins have in the 
past proved expensive for dealers, dis 
counts on refrigerators must of neces 
sity come up to the minimum 40% 
because of this increasing problem 
the Committee stated. 

On washers, generally speaking, and 
on small appliances, the discounts ar« 
likewise lagging, they said. 





ITS OWN TUBE MILL 
ILSCO 


LUGS AND 
CONNECTORS 


Economy 


FOR EXAMPLE: 
ONLY SIX SIZES 
FOR 16 WIRES 
No. 14 to 1,000,000 


c.m. inelusive. 


VERY connector can 
be used over and over 
again. Minimum wiring 
time . . . lower wiring 


costs. 


Write for 48-page 
illustrated catalog. 


Southern Representatives: 
VERLYN H. BRANHAM 
180 Interlocken Drive, N. W. 
Atlanta, Ga. 

J. P. LUMPKIN 
248 Tranquil Ave. 
Charlotte 3, N. C. 


























COPPER TUBE 
& PRODUCTS, Inc 


CINCINNATI, OHIO 
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SECO cooune Fans 
Setter 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses, 

SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


ATTICS 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 


24”, 30”, 36", 42”, 48”. 
(3800 to 18,500 C.F.M.) 
Write for llustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


4916 EASTON AVE. e ST. LOUIS 13, MO. 








a. 


{ GEDNEY ) 
FITTINGS... FIT!) 


3 : 
$ 2, 


Save time 
and money 
on the job! 


Khe 
= >. 


Sy 


ASK 
YOUR 
WHOLESALER! = 


GEDNEY fittings—made of high 
grade malleable iron—are built with 
the electrician’s eye for fast, trouble- 
free installation. Smoothly finished, 
precisely inspected in a complete 
range of sizes and styles. Carefully 
packaged and clearly labeled to speed 
up selection of the proper fitting for 
the job. Write for catalog. 











-GEDNEY etectric co. 
eee BLDG., RADIO CITY, NEW YORK 20, N.Y. 














rP ART Sn 


FOR 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 
Brown-Brockmeyer General Electric Master 
Hamilton-Beach Peerless 
Cutler-Hammer Holtzer-Cabot Robbins & Myers 
Delco Howell Star 
Diehl Hunter Thor 
Duro Ilg Wagner 
Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


Century 


Emerson 








200 William St. Barclay 7-6616 New York 8,N ¥ 








AMERICAN DELUXE FANS 


5 Star Features: 


1. Quiet 

2. Smooth 

3. Cooling 

4. Powerful 
5. Guaranteed 


Ventilating and Exhaust Fans, for 
Residential and Commercial use. 


For complete satisfaction, and dependability, the power- 
ful American Deluxe ventilating or exhaust fans will 
measure up to any expectancy. 

Frame and motor base of heavy, one piece, cast alumi- 
num construction, rust-proof, patented aluminum fan 
blades, precision balanced, designed for maximum in 
air delivery and quietness in operation. 

Motors are enclosed to resist deterioration from steam, 
grease, fumes and dust; for installation where satis- 
factory ventilation is desired. 

American Deluxe Ventilating and Exhaust Fans are 
especially designed for churches, restaurants, audito- 
riums, stores, large offices, institutions, work shops, in- 
dustrial plants, and the home owner who enjoys com- 
fortable living, at nominal cost. Complete range in 
sizes now available, for immediate delivery. 


Distributors-Dealers Write—wire—or phone: 


AMERICAN HEATING & ENGINEERING COMPANY 
Dept. 2-F © 601 East 5th St. © New Albany, Indiana 


Manufacturers of 
Oil, Gas Heating Equipment and Ventilating Systems 
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Timers for attic 
and window fans 


Thousands of homes have attic and window 
fans... still others will have them. 


You can make extra profits by helping these 
homes ‘‘Beat the Heat,’’ with Paragon AF 
Timers to control the fans. Provides extra 
comfort and convenience. Preset, these timers 
control the fans automatically, for any period, 
up to 20 hours. 

Work with all A.C. fans . . . Telechron 
motored (QUIET), handsomely finished 
drawn aluminum case... dial and pointer 
protected with clear Plastacele. 


| 
Para 


Timer motorrunsonly whentimerisoperating 
the fan. Setting may be 
changed at any time 
without harming the 
timer. Dial graduations 
plainly marked for easy 
setting. Lists atonly $9.75 

. worth that in one 
season . good for 
many many years. 


Leading jobbers stock 
attic fan timers by Paragon.. 
“A Timer For Every Need.” 


PARAGON ELECTRIC COMPANY 


1618 Twelfth Street © Two Rivers, Wisconsin 


Paragon Tn Revers 


WISCONSIN 
BUILDERS OF ELECTRICAL EQUIPMENT SINCE 1905 








. maker of 





Electric Radiant 
Heating Wallboard 


(Continued from page 36) 


“You don’t have hot spots. The 
heat is uniformly spread over the en- 
tire room. It is not like a radiator 
or register where heat radiates from 
one point. 

“There is no draft, which i 
more helpful.” 

On the coldest day of the year, 
when it was five above zero outside, 
the engineers raised the temperature 
to 80 inside, testing the capacity of 
the system. 

Ceiling heat operates on the same 
principles as the sun, acording to R. 
D. Gartrell, development manager of 
the U. S. Rubber Co.’s Passaic, N. J., 
plant, under whose supervision the 
product was perfected. 

“The heat travels in waves that are 
absorbed by occupants of the house 
and solid objects nearby, including 
furniture, floors and walls,” Mr. Gar- 
trell said. “The air itself remains rela- 
tively cool, akin to the outdoor air 
on a sunny autumn day. In a room 
heated by conventional means, the 
human body loses heat to the cold 
walls and other surrounding surfaces. 
With radiant heating, the loss of body 
heat is greatly reduced or stopped 
campletely, enabling the normal 
metabolism to generate enough heat 
for physical comfort.” 

Development of electrified ceilings 
grew out of wartime research on con- 
ductive rubber. Reversing nature, 
chemists transformed rubber from an 
insulator to an electrical conductor 
by adding high percentages of finely- 
ground carbon black, the material 
found in dry cell batteries. During 
the war conductive rubber was used 
in heating pads to keep ice off the 
propeller blades and wing guns of air- 
planes. Since the war, reserach has 
continued on peacetime applications. 
The first application experimentally 
was for heating chicken brooders. 
Then the heating of a home was tried. 

The experimental home has a bed- 
room, living room, combination din- 
ing room and kitchen, hall, and glass- 
enclosed porch. 

A garage is attached at the side, so 
that it is virtually a part of the house. 

The house has a concrete floor, 
with base of vermiculite concrete, four 
inches thick. A new type of hollow 
cinder block was used in construction, 
and rock wool was poured into the 
blocks, which is something new in in- 
sulation. 

All of Fonde’s homes are made suc- 
cessful with adequate insulation. He 
has alwavs placed great stress on that. 
Rock wool, glass wool, and other 


much 


forms of insulation are used. 

In the electrified ceiling home 
there is an asphalt roof. Under 
is eight inches of rock wool. Belo 
the rock wool are the radiant h« 
panels. 

“TI believe that electric heat { 
homes will spread over the nation 
insulation and proper home constr 
tion is better understood and a 
plied,” says Mr. Fonde. “It is tr 
that the Tennessee Valley area pr 
vides favorable rates for electric he 
but one should not look at the el 








© IMPROVED COMMUTATION 
e MORE UNIFORM WEAR 
e LOWER OPERATING COSTS 


U. S. Pot. 

2,181,076 
Yes, Helwig-Speer Multifiex 
Brushes give you the “big 
three’ of motor and genera- 
tor performance, The best in 
design and materials means: 
(1) uninterrupted contact, 
(2) reduced vibration, (3) 
reduced circulation current, even wear. 
What's more, you get double-brush ad- 
vantages with single-brush simplicity 
Multiflex fits conventional single-brush 
holders. For complete information on or- 
dering brushes, write for Catalog 95. 


SOUTHERN OFFICES 
Atlanta __.__ 316 Walton Bldg.; Ja. 6097 
Oklahoma City 323 NW 2nd St., Tel.: 2-683! 
Houston _--_ 1101 Chenevert; Tel.: P.3747 
St. Louis 1913 Washington Ave., Ch. 6510 
El Paso _. 708 N. Piedras St.; Main 7545 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 


Cibo 


ANTI-CORROSIVE PAINT 


CAbarox 


LEAD & ALUMINUM PAINT 
Simplify Maintenance 
Give Maximum Protection 


Cabo inc. 


NORTH ARLINGTON, N. J. 
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KEEP AIR and Profits 
Flowing Smoothly with 


VALLEY FANS 


@ All steel construction 

@ Electric welded 

@ V-Belt Driven 

e Ball Bearing 

@ Motor Rubber Mounted 


@4-blade—Deep Pitched 
Propeller 
@ Adjustable Motor Base 





@ Slow Speed 


Here’s a simplified, better construct- 
ed, ventilating fan with features and 
performance that will amaze you. 
Sizes from 24” to 48”, meet prac- 
tically every requirement for home 
and industrial uses. Write today for 
full details about this big profit item. 


VALLEY FAN MFG. CO. 


FORT VALLEY, GA. 








“SPEED-BAKE” 


32 VOLT ELECTRIC WAFFLE IRON! 
$1695 ania. Weer tom ome, hae ane. $1195 


600 watts. Free Floating hinge. Imbedded 

elements for faster baking. Mounted on attrac- ’ 
RETAIL tive tray with beautiful wood handles Bakes DEALER'S 
PRICE large 8 inch waffles. Cord included. Dealer's COST 

Cost in standard packages of 6 including 

Excise Tax $11.95 each. 


$795 32 VOLT ELECTRIC IRONS $495 


Streamlined 4-pound Iron. Beautifully polished. 
Retail —— 4 _ ‘tg ee . a Dealer's 
Price omplete wit ord, ealer s ost in stand are c 
packages of 6 including Excise Tax. ..$4.95 each. ost 


$795 32 VOLT ELECTRIC TOASTERS $495 


Modern Cabinet Model. Brightly polished Alumi- 
Retail num Turn-over Type. Gives Years of Service. Dealer's 
. Cord attached. Dealer's Cost in standard packages 
Price of 10 including Excise Tax..........$4.95 each. Cost 


IMMEDIATE DELIVERY On Each of Above Listed Items 
TERMS: Check with Order or C.O.D. Railway Express. 
F.0.B. Chicago. 


HAINES MANUFACTURING CORP. 


4754-56 N. CLARK STREET CHICAGO 40, ILL. 























“THE PRESIDENT’ 


Just one of several beautiful 8 ft. models of our 


Cold Cathode Fixtures... 


TWO AND FOUR LIGHT 
INDUSTRIAL 8 FOOT FIXTURES 
ALSO AVAILABLE FROM STOCK. 


SEND FOR OUR NEW COLD CATHODE 
FIXTURE AND PARTS CATALOGUE. 





NEON SUPPLY CO. INC. 


BOX 2543, MEMPHIS 3, TENN. Phone 8-7112 
Neon and Lighting Headquarters in the South. 
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The'Prech tir Maker 


A fan you can’t equal for 
quality, looks, performance, 
at reasonable price. Nine 
models 24” to 48”—full op- 
tional equipment, outside 
louvers, ceiling shutters, con- 
trols. Ball bearing fan with 
ball bearing motors when de- 
sired for ceiling installation. 





INVESTIGATE THE 24” FULLY ENCLOSED 
FRESH AIR MAKER WINDOW FAN 











HY-DUTY BLOWERS 








Double Inlet 
and 
Single Inlet 
400 cfm to 
12,500. Wide 
choice of 
outlet 
positions 
and motor 
locations. 











VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE INDIANAPOLIS 7, U.S.A 











<p Hhutomatic 


TIME SWITCHES 


of precision 


® Synchronous 
¢ Manually Wound 


Stock Models from 
1100 to 4950 Watts 
per pole. 


cHecx tHe Automatic LIne 


For any load .. . for every installation, 
there is an Automatic Time Switch to 
meet the most rigid specification. Com- 
pact, ruggedly constructed Automatic 
Switches have pure silver contacts... 
tamper proof cabinets with visible dial 
-..2 to 24 “‘on”’ and “‘off’’ operations. 
For dependable automatic time 
awitches specify Automatic. 





Specifications and Information 
Time Switches Progressive jobbers 
interval Timers have complete infor- 
Poultry Switches mation on Automatic 
Flashers products. Catalog 
Relays mailed direct at your 
request. 


WRITE TODAY! 


hutomati: Wiig MFG. CO. 


52 STATE ST., MANKATO, MINNESOTA 






















FOLDING DOUBLE CUPPED 


* WASHER LUGS x 


A SIZE and TYPE for every need! 














NO SPECIAL TOO 


L REQUIRED 


O¢ 






KRUEGER & HUDEPOHL 


Solderless Tarminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI 2, OHIO 








tric rates alone. It is the number of 
kilowatt hours required per season 
that counts. 

“By taking full advantage of what 
insulation and proper construction 
will do, it is possible in many sections 
of the country now to bring the cost 
of electric heating within the means 
of many families. 

“In many instances, in Knoxville, 
the electric heating costs have been 
less than that to heat other homes of 
similar size with coal and Knoxville 
has low coal costs compared to other 
cities. 

“Tests on a larger group of homes 
electrically heated have proved that 
the maximum peak loads were not 
nearly as high as was anticipated by 
the power companies and the diversity 
of demand was such as to permit the 
loading of transformers with three to 
five times their capacity in connect- 
ed load, with perfect safety.” 

New Cinder Block Used 


Fonde and Bartling have done 
much research with materials that 
will produce good, safe low-cost 
homes. The cinder block used in the 
test home is an example. It is of 
new design, with minimum of cross 
section and can be filled with rock 
wool or vermiculite insulation to pro 
duce a thoroughly insulated wall. 

Storm windows are to be provided, 
although the home was comfortable 


without them in near-zero weather. 
Researchers say that the rubber 
heating element has one _ feature 


which other forms of panel or radiant 
heating do not have. They say it is 
the only such element which is on 
the surface of the area to be heated 
and does not have to heat a large mass 
of plaster or concrete before giving 
off useful heat. 

What do the occupants of the test 
house themselves think of their new 
heat? 

“Just wonderful,” replied Mrs. 
Harrison J. Hines, and her husband 
concurred. “The home is comfort- 
able and clean. There is no dirt.” 

Engineers say that electrified ceil- 
ings “offer one of the most satisfac- 
tory forms of home heating ever 
developed” and they predict its use in 
other localities. 

The United States Rubber Com- 
pany officials said that in addition 
to ceiling panels, portable conductive 
tubber heaters are being developed 
in the form of decorative screens to 
provide temporary heat in bathrooms, 
bedrooms, and other parts of the 
house inadequately heated by present 
methods. Shortage of production 
facilities will limit the supply of the 
heaters and of the ceiling panels for 
several months. 





WANTED 


The Tennessee Valley Authority 
has a vacancy for an inductive co- 
ordination engineer in its power 
program, located in Chattanooga, 
Tennessee. 


This position is classified as Elec- 
trical Engineer I] with an entrance 
salary of $3420 per annum based 
on a 40-hour work week schedule, 
and offers periodic within-grade 
increases and opportunities for 
promotion. 


Candidates should have at least 
two years of engineering educa- 
tion acquired at a recognized col 
lege or university, ability and in- 
terest in mathematics, and two or 
more years of experience in power 
and communication work. It is 
desirable that experience include 
work on inductive coordination 
and interference problems. 


Interested persons should write 
the Personnel Department, Ten- 
nessee Valley Authority, Knoxville 
Tennessee. 








WANTED 


ASSISTANT OR ASSOCIATE 
PROFESSOR 
ELECTRICAL ENGINEER, Grad 
uate with some general experienc: 
to head Electrical Engineering Di 
vision of New Engineering Schoo! 
Teaching experience preferred but 
not essential. Salary depending on 
qualifications. Send for application 
forms to Engineering Department, 
Arkansas State College, Jonesboro, 

Arkansas. 




















WANTED 


ELECTRICAL PROJECT ENGINEER 


One (1) experienced graduate engineer 
responsible charge electrical engineering 
and design of steam-electric and hydro 
electric power plants and high voltage 
substations. Applicants please furnish 
personal data and Experience Record. 


Box 122, Church St. Station P. O. 
New York 6, N. Y. 














DANDY ice UNIVERSAL TOOL SET 


Ridgid Pipe Wrench Ballpen Hammer 
CHANNELLOCK Pliers Plastic Screwdriver 
Crestaloy Wrench WATERPUMP Pliers 
Diagonal Cutters Rugged Hacksaw 
CEETEE Pliers Fine Cold Chisel 


Price List and Order Blank Free with Order, REMIT Todsy! 
If It’s a TOOL—We Have It. Cen Get It. Or It Isn't Made. 


UNIVERSAL TOOL-CO., 


1527 Grand —F,S— O. 8. Dematteis, Pres. Kansas Gty &, Me 
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| with the NEW Shealth ative all-purpose fans 

l- 

yr The new HEALTH-AIRE belt-driven fans are so economical in 

-f price and operation, so flexible in application, every property-owner 

. is a prospect. When you sell HEALTH-AIRE, you can sell more 

2 

? people... with more profit to you. 

: Also available for factories, warehouses, restaurants, offices, 

churches and auditoriums. Ready for immediate delivery. 
: 1 Write Dept. E. S. For Complete Details 











Johnson Fan & Blower Corp. 


1319 West Lake St., Chicago 7, Ill. 








Greetings to the N.E.W.A. at Atlantic City, N. J. 
We are proud to announce our trademark 


“BEACON LIGHTING” 


has in fact become the name of our company 


BEACON LIGHTING PRODUCTS CORP. 
J. L. Kaplan Electrical Sales Co. 
615 North Aberdeen Street 
Chicago, 22, IHinois 
Sold through authorized distributors only. 


Complete line of POPULARLY PRICED, DISTINCTIVELY 
DESIGNED LIGHTING FIXTURES. 




















WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 










fit 
ascarid. 
vs 








Electrical Appliance Parts 


Washington 1, D. C. 





_ 811 9th St., N. W. 
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the Sotvice line 


« CORDS ... CORD SETS 


specified by top manufacturers of 


RADIOS 
IRONS 
FANS 
PORTABLE TOOLS 
VACUUM CLEANERS 
REFRIGERATORS 











RANGES 
HEATERS 


WASHERS 
MIXERS 











A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 


CORNISH WIRE CO., we 


13 Park Row + New York City, 7 














































ATTIC FANS 


Years of manufacturing experience pay divi- 
dends to dealers who handle Cirklair Attic 
Ventilating Fans. 

Their certified performance and economy 
during every year of service can be traced to 
constant research and continued application 
of sound engineering principles. 


IF YOUR JOBBER CANNOT SUPPLY YOU WRITE 
DEPT. S, CIRKLAIR PRODUCTS DIVISION 


THE FOLSOM CO. 





SINCE 1909 DALLAS, TEXAS 
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Jes More Profitable oat 


COMPLETE 


VENTILATING 
SYSTEMS 


Reed “Comfort Cooling” ventilating 
has everything for complete installa- 
tions. Every attachment necessary to 
ventilate complicated industrial jobs 
to simple home problems is offered 
with the patented reversible fans. By 
adding three simple attachments you 
can display window fans, attic fans, 
exhaust 


floor fans or commercial 


Sell complete ventilating sys- 


jobs. 
It’s more satisfactory in every 
Write 
prices, ete. 


tems. 


way. today for catalogue, 





TEST STATEMENT — Each Reed 
Unit Fan bears a certified rating 
label of the Propeller Fan Man- 
ufacturers Association. This label 
certifies that the fan has been 
tested in strict accordance with 
the Standard Test Code as ap- 
proved by the American Society 
of Heating and Ventilating En- 
gineers. You are sure of getting 
what you pay for when the fan 


bears this label. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La. 








The Advertiser’s Index is published as a convenience and not as 


part of the advertising contract. 
correctly. 


Every care will be taken to index 
No allowance will be made for errors or failure to inge 





A 
Adam Electric Co., Frank 
Advance Transformer Co. 
All-Steel Equip. Co. 
Aluminum Co. of America 
American Coolair Corp. me 
American Heating & Engr. Co. 
Anaconda Wire & Cable Co., 

ne. 28 and 29 
Anderson Brass Works, ine: . 
Arkansas State College 110 
Atlanta Electrical Agents’ 

10-Year Club = sine 
Automatic Electric Heater 

Cea. Ine. .- 2 
Automatic Elec. Mfg. Co. 


B 
Bar-Brook Mfg. Co. 51 
Barlow & Seelig Mfg. Co. . 
B & C Metal Stamping Co. __- 

Beacon Lighting Prod. Corp. 111 
Bendix Home Appliances, Inc. * 
Benjamin Electric Mfg. Co. 

Blackburn Prod. Corp., Jasper 96 
Briegel Method Tool Co. - “6 
Bull Dog Elec. Products Co. 15 


C 
Certified Fleur-O-Lier 
Manufacturers 
Certified Starter 
Chance Co., A. 
Chase-Shawmut Company 
Chelsea Products, Inc. 
Clark Controller Coa. 
Clark Water Heater Division 
Collyer Insulated Wire Co. 
Cornish Wire Co. - 
Crescent Insulated Wire & 
Cable Co. 
Crouse-Hinds Co. 
Curtis Lighting, 
Ine. 
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D & M Mfg. Co., Ine. 
Davis Transformer Co. 
Day-Brite Lighting, Inc. 
Duncan Elec. Mfg. Co. 
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Economaster Sales Co., Inc. 
Efficiency Elec. & Mfg. Co. 
Electric Steam Radiator Corp. 
Electromode Corporation 
Emerson Elec. Mfg. Co. 


Faries Mfg. Ce. 
Federal Electric Products 
Co., Ine. i 


Folsom Co., The aia 111 
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Gedney Electric Co. Letacemice eee 
General Electric Co. (Conduit) 67 
General Electric Co. (Construc- 
tion Materials) — = 
General Electric Co. 
(Insulating Materials) 
General Electric Co. 

(Lamps) —__ 10 and 
General Electric “Co. 
(Wiring Devices) 
General Mills, Inc. 
(Home Appliances) 

Gibson Mfg. Co. 
Graybar Electric Co. 

Great National Air 
Conditioning Corp. 
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Haines Mfg. Corporation 

Harco Equipment Co. 

Hazard Insulated Wire Works 

Hedges Mfg. Co., Inc., M. M. 

Helwig Comnany ._- 

Holeomb & Hoke Mfg. Co.. 

Hubbard & Co. ; 

Hunter Fan & Ventilating Co.. 
ae _.-. Front Cover 
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Sendai & Wires, Inc. 

International Lighting Exposi- 
tion & Conference, 2nd = 

Irvington Varnish & Insulator 
Co. 
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Johnson Fan & Blower Co. 
Jones Metal Prod. Co. 
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Kaplan Elec. Sales Co., J. 
Kearney Corp., James R. 
Krueger & Hudepohl 
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Landers, Frary & Clark 
Leader Elec. Mfg. Corp. 
Lenk Mfg. Co. __-_- 
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Lloyd Products Co. 

Lowell Insulated Wire Co. 
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M & W Electric Mfg. Co., 
Malleable Iron Range Co. 
Martin Fan & Blower Co 
McGill Mfg. Co., Inc. 
McGraw Electric Co. 
Mitchell Mfg. Co. 
Mobilite, Inc. ; 
Monarch Fuse Co., Ltd. 


N 


National Electric Products 
Corp. ' Inside Front 
North American Elec. Lamp 


0 


Okonite Co. 


P 

Paragon Electric Co. ~- 
Penn-Union Electric Corp. 
Proctor Electric Co., Div 
Pryne & Co., Inc. 
Pyle-National Co. 


R 


Reading Electric Co., Inc. 

Reed Unit Fans, Ine. 

Regent-Savoy Electric Mfg 
Corp. 

Rebbins & Myers, Inc. 

Royal Electric Co. 


S 
Samson United Corp. 
Sangamo Electric Co 
Schwitzer-Cummins Co. 
Seco-Lite Mfg. Co. 
Sherman Mfg. Co., H. B. 
Signal Elec. Mfg. Co. : 
Sparks-Withington Co. (Rad 
Division) -- — 
Spero Electric Corp. : 
Square-D Co. -. Inside Bac! 
Standard Neon Supply Co., ! 
Stewart (Electric), S. J. 
Stonewall Company 
Subox, Inc. 
Sutton Corp., The O. A. 


T 


Tennessee Valley Authority 
Trible’ Ss 7 
Trumbull “Electric Mfg. Co. 


U 

United States Rubber Co., Ir 
(Tape Division) -- 

United States Rubber Co., Ir 
(Wire Division) wis 

T!niversal Tool Co. 


Vv 
Valley Fan Mfg. Co. 
Virden Co., John C. 


WwW 


Wakefield Brass Co., F. W. 
Walker Electrical Co. —- 
Wesix Elec. Heater Co. 
Westinghouse Electric Corp. 
(Appliances) 
Westinghouse Electric Corp. 
(Lamps) 
Wiegand Co., Edwin L. 
Wright Industries, Inc. 


Youngstown 


Z 


Zane Mfg. Co. 


Sheet & Tube ( 
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OM SWITCH 


A manual starter specifically designed 
for textile mill service—in Sizes O and | 


Reliable motor control is essential to effective textile mill 
»peration. Everyloom is needed to help offset present shortages. 
ivaluate the following features in terms of low installation 
xpense, minimum maintenance and continued operation in 
‘OUR mill. 


Line terminals at bottom or top simplify wiring. Starters 
mounted on pedestals (right) are usually fed from an electrical dis- 
tribution system in the floor, whereas those mounted on the machine 
base are powered from overhead. All terminals are raised to facilitate 
connections. 

Recessed handle prevents damage caused by foot operation or 
accidental collision. Ridges in steel cover give additional handle 
protection. 

Protected type overloads are suitable for grouping several 
motors on a single set of fuses, typical of loom installations. 
Porcelain base is non-carbonizing—therefore ideal for humid lo- 
cations. Contact chambers are deeply recessed to provide generous 
electrical clearances and exclude falling lint. 

Sturdy enclosure is not easily damaged by accidental collision. 
Cover is interlocked to prevent removal when starter is ‘‘ON”’. 
Single padlock may be used to hold cover in place and starter in 
“OFF” position. 


TWO-UNIT MOUNTING on existing pedestals 
for adjacent motors is made practical by 5” mounting 
centers and knockout-type mounting holes. 


OPEN-TYPE STARTER shows toggle operating 
mechanism, convenient terminals, deep por- 
celain base and 2-screw mounting strap. 
Insert: Melting alloy protected type over- 
load relay, removed. 











for complete information, write Square D Company, 4041 N. Richards Street, Milwaukee 12, Wis. 


SQUARE J) COMPANY 


DETROIT MILWAUKEE LOS ANGELES 








Wiring Briefs from 
your G-E Distributors 


Are you familiar with the great varie: 
of products inGeneral Electric’s full li 
of wiring devices? Do you know ¢ 
interesting features that help to ma 
them easy to use and easy to sell? Ke 
an eye on this column, and you pn 
discover a lot of useful facts and inf 
mation. We’ll keep dishing them out 
you. 








Now, the entire Watch 
Dog* line of starters 
meets a new, high-tem- 
perature rating. Maxi- 
mum recommended 
operating temperature 
has been increased from 140 F to 160 F. 
This is important in installations that 
are enclosed, or that are subject to high 
ambient temperatures. 


UORes, 
f ‘En 
‘ “SCESSORi 


Whether you are al- 
ready on the profitable 
fluorescent lighting 
bandwagon, or just try- 
ing to hitch a ride, you |. 
need this new folder on “=: 
“G-E Fluorescent Ac- 
cessories.” It shows 
you—and your customers—what prod- 
ucts G.E. is making, and how you both 
ae . ; . aa os can use them to advantage. Tells about 
Shhh! Here's silence that's really golden—for you. Quieter Fauk Wen sed Saat cman eae 
than the drop of a pin (you can hear that), yet the G-E line, Circline, and Twin Turret Lamp- 
é : : . : . : holders; and fluorescent starters and 
Silent Switch’s very lack of noise is one of the loudest-talk- switches. Ask us for a supply today 


ing salesmen you can have on the job. 

Think a minute. What builds your customers’ confidence 
in you? It’s your reputation and the quality of work you 
do, of course. But did you ever stop to consider how im- 
portant, too, is the reputation and performance of the wir- 
ing you install? 

That's where G-E Silent Switches come in, and all the 
other products in the full line of G-E wiring devices. They 


are the visible evidence of quality on every job. Their name 

; sec ike s = ee oe pees ve y A certain well-known soap has nothing 

signifies long life and reliable service to every user. Why es as tees 1c Cs cl 

not install General Electric throughout, and let that big Do you know that the zinc use«! in 

. | General Electric fuse links has to be 

name go to work for you? 99.98 per cent pure by laboratory 
Good point to remember when you 
order the next batch of fuses. 


| If you want additional information on th 
or other G-E Wiring Devices, ask us— 
i G.E. Merchandise Distributor—or write tc 
| tion D50. 524, Aprliance and Merchondi 
| Dept., General Electric Co., Bridgeport 2, 


ry \ { % 
iJi Y i 


GENERAL @ ELECTRIC 


say “G.E.” and hell agree 


*Trade-mark Reg. U.S. P. 
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